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EXTERIOR AND INTERIOR VIEWS OF THE LANE COUNTY (ORE.) 4-H CLUB WORKSHOP, RECENTLY COMPLETED 
AND DEDICATED, WITH CO-OPERATION OF LUMBERMEN AND OTHERS INTERESTED IN HELPING BOYS TO LEARN 
ABOUT BUILDING AND THE USE OF MATERIALS AND TOOLS. READ THE COMPLETE STORY ON PAGE 42 
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HEN you handle the Winton Lumber Line you are backed by 

the Winton high standards of production. This means lumber 
cut from finest choice timber; employment of the best human skill; 
up-to-the-minute methods of seasoning; the use of modern precision 
machines; constant careful inspection to insure that every detail of 
production is always up to highest standards. Depend on Winton for 
these dependable quality stocks: Idaho White Pine, Ponderosa, 
Sugar Pine, White Spruce, Douglas Fir, Western Hemlock, Red Cedar 
Siding and Shingles. This 53-year-old organization has a thorough 
understanding of lumber buyers’ needs. Why not make full use of 
Winton’s prompt, dependable service? 


WHITE PINE MILLS: Winton Lumber Co., Gibbs, 
Idaho. 


SPRUCE MILLS: The Pas Lumber Co., Ltd., The 
Pas, Manitoba. 


PONDEROSA PINE MILLS: Somers Lumber Co. 


Somers, Montana.—Crater Lake Box & Lumber Co., 


WINTON LUMBER SALES CO. (ieeeeeeneeneenens 


FOSHAY TOWER MINNEAPOLIS ber Co., Winchester, Idaho. 


As Paint Protects the SURFACE 
PAR-TOX Protects WITHIN 


All sashes, doors and exterior millwork need PAR-TOX 
treatment to protect them against rot and termites just 
as much as they need paint, varnish or stain to pro- 
tect them against the elements. 








‘Sell ALL FOUR 


of these 


UNBEATABLE PROFIT-MAKERS 


for Lumber Dealers 
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ROWE BULL’S-EYE LADDERS 


Single, Extension, Step, Painters’ and Decorators’, 
Fruit Pickers’. Extra strong. Safe. 500 pound 
tested Hickory Rungs. Side rails clear, straight- 
grained fir or spruce. 


ROWE TRELLISES 


Best-selling designs, all priced surprisingly low. 
Also Arches and Pergolas, Will attract new cus- 
tomers to your yard. 


The Painter provides the surface protection on the job 
—but YOU must supply the protection against Rot and 
Termites by specifying toxic treated materials from 
your mill. 











To be sure of long-lasting protection; to insure the 
finisher from interference between the toxic and his 
paint or varnish; to get the reliability of a concern 
75 years in serving the millwork industry— 


Specify "PAR-TOX 
Treatment” to Your Mill 


SS 


EERE EEE 


ROWE WHITE STAGGERED 
PICKET FENCING 


“Tee Friendly Fence,’ as advertised in 
Better Homes & Gardens Magazine. Pop- 
ular, attractive fence for home yards, 
filling stations, ete. Sturdily built. 
Painted pure snow white. Easily, quickly 
erected. Highest quality. Low priced. 


ROWE “% ° oe GATES 


3 million used. Famous world-over. Good 
year ‘round seller. Wood and steel angles 
make ‘‘Can’t-Sag’’ strongest, lightest, 
safest. Easy to repair. Low priced. 
Good profits. 





Save freight by combining your 
Rowe orders on all four lines. 


Write for Catalog 


Rowe Manufacturing Co., 179 Adams St., Galesburg, Ill., U.S.A. 











Samples, prices and data on meth- 
ods of application will be sent to 
mills on request. PAR-TOX-D comes 
in concentrated form, saving freight 
and storage space. You buy the 
dilutant locally. 


IRA PARKER & SONS CO. 


OSHKOSH, WISCONSIN 


















A Concentrated Toxie for 
the Preservation of Wood 
Against Fungus and Ter- 
mite Attack 
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Consolidation in 1899 of the Northwestern Lumberman and Timberman 
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Modern Sales Schools Raise Mer- 
chandising Standards 


HEN MORE than four-hundred 
W retail lumber and material deal- 
ers, at their own expense, tra- 
vel more or less long distances to enroll 
in a sales school and spend more than a 
week in earnest, intense study of the 
most modern type of merchandising and 
at the end of the time are thrillingly en- 
thusiastic over their experience, it really 
means something more than a passing 
fancvy—and certainly more than the possi- 
bility of a pleasant vacation—and should 
be a harbinger of hope for better things 
in connection with retail merchandising 
and the building industry. Add to these 
422 who attended school in Chicago last 
week, 4,000 more who previously have 
attended similar schools and are now en- 
gaged in intelligent selling and you have 
a tremendously vital force spread 
throughout the country dispensing the 
gospel of home owning, good construc- 
tion and real merchandising. The Johns- 
Manville Guild Schools, originated and 
developed by an experienced lumberman 
and an authority on approved selling 
methods, are not confined to teaching 
dealers how to sell the products of that 
particular manufacturer, but go into the 
broader field of modern merchandising 
and stress the idea of “controlled selling,” 
training the dealers to get entirely away 
from the old idea of item pricing and sell- 
ing and to adopt the modern plan of 
“package selling,” or selling the job com- 
plete, whether it be a small repair job or 
the building of a home or a business 
block. This means selling everything 
that goes into the job complete and while 
trained in a school conducted by a manu- 
facturer of other materials, every stu- 
dent comes out of the school with a better 
knowledge of how to sell lumber, as well 
as 2verything else that goes into a con- 
struction or a repair job. 

Add to this army of trained salesmen 
those who will graduate from future 
Guild schools and the hundreds of deal- 
ers who are availing themselves of the 
opportunity to study the “Tested Selling 
Methods” of the Retail Merchandising 
Institute and you have a force that is 
definitely going to make itself felt in the 
future merchandising of lumber and 
building materials and in the type of con- 
struction that will be seen, in the cities, 
in the small towns and on the farms of 
America. 

There long has been a demand for bet- 
ter merchandising in the retail lumber 
business. That demand is being an- 
swered, but it is significant that the vital- 
izing force behind this worthwhile educa- 
tional effort is not being supplied by the 
lumber manufacturing industry. That 
industry will profit in a measure from 


this movement because of the better sell- 
ing that will be done by the retail lum- 
ber and building material dealers of the 
country. It will profit still more if it 
begins to discipline itself and train its 
own salesmen to be as intelligent mer- 
chandisers as are the dealers to whom 
they sell and on whom the industry must 
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largely depend for the distribution of its 
products. 





SPEAKING BEFORE the midwinter con- 
ference of the American Savings and 
Loan Institute in Indianapolis, Clarence 
T. Rice, Kansas City, Kansas, said that 
there are 2,200 executives and staff work- 
ers in savings, building and loan associa- 
tions studying the background and tech- 
nique of their business in some 75 differ- 
ent cities. All of these cities have chap- 
ters or study clubs of the Institute. 


Promoting Southern Forest Conserva- 
tion By Co-operative Action 


nual meeting of the Southern Pine 

Association will be an address on 
the morning of March 23 by F. A. Sil- 
cox, chief forester of the United States, 
who will deal particularly with what, 
through co-operative approach, can be ac- 
complished by the Federal and State 
governments, lumbermen, pulp manufac- 
turers, railroads and others to promote 
southern forest conservation, with its in- 
dustrial, economic and social implications. 
This address will be followed by an open 
forum devoted to forest conservation. 
This address by the chief forester, no 
doubt, will attract the attendance and 
close attention of lumbermen from all 
over the South. The present head of the 
U. S. Forest Service has done much, 
through personal contacts and public ut- 
terances, to impress upon lumbermen and 
timber owners the necessity of their tak- 
ing a very lively interest in this question 
of forest conservation and because many 


/\ FEATURE of the approaching an- 








©@ Tue First Seven WEEKs oF 1939 Wirt- 
NESSED THE GREATEST DOLLAR VALUE OF 
RESIDENTIAL CONSTRUCTION CONTRACTS 
ror THAT Pertop Since 1929, according 
to F. W. Dodge Corp. With total con- 
tracts of $139,433,000 this was a gain of 
110 percent over the corresponding weeks 
of 1938. The February upturn was 18 
percent above the January figure, com- 
pared with a normal seasonal gain of 10 
percent. 


® Do.ttar VoLtuME or Mortcaces Uron 
Wuicu INsurANcE Was ASKED AT THE 
Cuicaco Orrice or FHA 1n Fesruary 
REACHED THE Seconp HicHest Ever 
RECORDED FOR A SINGLE MONTH since 
inception of the National Housing Act 
in 1934, it is announced by John R. 
O’Connor. The volume of applications 
for February more than tripled that of 
the corresponding period of 1938. 


@® Tue Larcest DoLtak VoLUME oF 
Home LENDING IN ANY JANUARY FOR 
Nine Years Was Done BY THE SAVINGS, 
Burtpinc AND LoAN AssociATIONS THIS 
Year, the U. S. Building & Loan League 
reports. Their $55,567,000 estimated loan 
disbursements represented a net gain of 
13.2 percent over January, 1938, and 
more than half of this gain was accounted 
for by loans for building new homes. 




















of his views are antagonistic to those pre- 
viously held by most lumbermen he has 
succeeded in arousing their real interest, 
has set them to thinking seriously, and, 
in numerous instances, has developed ac- 
tion toward conservation and better for- 
estry methods by those who hitherto had 
looked uopn timber growth, sustained 
yield operations etc., as somewhat nebul- 
ous propositions that might be left for 
future generations to handle. 

While the chief forester’s program and 
policy are based, properly, on a long-time 
view and essentially on proper land use, 
he is far ahead of the conservative, pres- 
ent-day lumberman in his thinking and 
planning and with some of his radical 
ideas and proposals the average lumber- 
man or private timber owner is in serious 
disagreement. However, in advancing 
these views, and these suggested pro- 
grams, he has succeeded in shaking a sub- 
stantial portion of the lumber industry 
out of its lethargy, and more progress is 
being made by lumbermen and _ private 
timber owners in the way of timber con- 
servation, proper forest land use and 
planning perpetual operations than has 
been the case at any other time in the 
history of the lumber industry. The 
rapid development of the pulp and paper 
industry has been an important contribut- 
ing factor in the growing interest of for- 
est conservation in the South, and there 
is a greater incentive than ever to develop 
sensible forestry programs. The only 
successful way, however, in which profit- 
able results can be secured, is through 
the active co-operation of all interests— 
Federal and State governments, lumber- 
men, pulp manufacturers, railroads, farm- 
ers and small timberland owners—and a 
discussion of that phase by the chief 
forester should be of tremendous interest 
and significance. 

The Southern Pine Association is 
doing a real service to the industry in 
making forest conservation one of its ma- 
jor activities and through this depart- 
ment striving to direct the thinking and 
planning of timberland owners along the 
lines that promise most definite and satis- 
factory results. 
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BACK HOME Over the “Old Man 


River” Highway 
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EDITOR 


Reminisces on Texas and Sunny Southwest 


Uptodate Retailing in New Mexico 


Again at his desk and looking back in 
retrospect, the wandering editor reminds 
himself that a highlight in his trip 
through the Golden West was an all too 
brief visit to historic Santa Fe, N. M. 
Here are located some of the outstand- 
ing retail lumber and building supply 
dealers of the country. It is a -distinct 
revelation to find in this comparatively 
small city, in a sparsely populated sec- 
tion, a lumber and building supply dealer 
whose plant and entire layout is not ex- 
celled, in convenience, attractiveness and 
utility, by any similar plant in the entire 
country. This is the plant of the Santa 
Fe Builders’ Supply Co., whose manager, 
Chas. Proebstel, long has been recognized 
as a leader in retail lumber merchandis- 
ing. Five years ago, a program of re- 
construction and rearrangement was be- 
gun, which was expected to be entirely 
completed within two years. “Now,” 
Mr. Proebstel whimsically remarked, “I 
am told this work will be finished within 
the next four months.” Occupying an 
area of five acres, this is a complete dis- 
tributing plant, retail and wholesale, for 
everything connected in any way with the 
building business, or in the equipment of 
homes, farms, business or public struc- 
tures. Only the best products are 
handled, and it is a real joy to walk 
through the enormous sheds and see the 
attractive way in which lumber and other 
materials are stored and handled. From 
cars to bins or warerooms and from 
these to trucks, throughout the plant, 
under the new arrangements just being 
completed, all materials are handled by 
hand trucks over inclined runways that 
make gravity the power, and enable large 
loads to be easily handled by one man to 
a truck, and which greatly decrease 
handling costs. One is surprised to find 
here a complete, modern printing plant, 
including monotype machine and Miehle 
press, where all the company’s station- 
ery supplies are printed and where its 
complete loose-leaf catalog is prepared. 
This hasty glimpse can give only a totally 
inadequate idea of this up to date retail 
lumber and building material plant, and 
this writer hopes to have the opportunity 
some time of spending an entire day 
there, really watching the wheels go 
around, and seeing lumber and building 
materials merchandised in a modern way. 

Another Santa Fe retail lumber yard 
that is doing a fine job of merchandising 
is that of the Handy Lumber Co., where, 
when completed, improvements now 
under way will add 2,500 square feet to 


the present warehousing space and half 
as much more to the shed room. Under 
the management of R. J. Welton, this 
company is active in promoting home 
building and right now is completing 
plans for a building development on 
property owned by the company, which 
contracts and sells homes complete. 

A comparatively new yard in Santa Fe 
is that of the Eubank Lumber & Supply 
Co., of which R. C. Pollard is manager. 
This yard has been doing business since 
last spring, and is rapidly taking its place 
among the leading merchandisers of that 
section. 


These Texas Retailers Are 
Building Homes 


A stop in El Paso, Tex., between 
trains offered an opportunity for a visit 
with Ben Sherrod, secretary of the El 
Paso Lumbermen’s Association, and with 
him a visit to a few of the retail lumber 
and building material concerns that are 
helping to make El Paso a city of attrac- 
tive homes, among the yards visited be- 
ing Rio Grande Lumber Co. of which 
L. E. Saunders is president, the Mayfield 
Lumber Co. and Foxworth-Galbraith 
Lumber Co. Bert McKerchy, secretary 
of Rio Grande Lumber Co., is an old log- 
ger, with experience in Wisconsin and in 
Louisiana. In the latter State, he was 
connected with the logging operations of 
the Tremont Lumber Co. under the orig- 
inal Joyce interests. The Mayfield Lum- 
ber Co. is in the throes of substantial 
improvements, among which will be a 
customers’ room, where prospective build- 
ers may come in, examine various ma- 
terials, discuss plans etc., at their leisure. 
This company has a complete archi- 
tectural service and supplies original 
plans to its customers and sells the house 
complete. 


Winter Sports in New Mexico 
Sunshine 


Under the clearest and bluest skies this 
editor has ever seen, the little city of 
Alamogordo, N. M., nestles at the foot of 
a mountain range, which, within a short 
distance, offers the contrast of snow and 
ice in abundance. Here one will find 
Louis Carr, president of Southwest Lum- 
ber Co., out on the plant personally su- 
pervising activities in the mills, and see- 
ing that the lumber is manufactured and 
shipped in a way to justify the claim of 
always supplying a quality product and 
giving complete satisfaction to that com- 
pany’s customers throughout the country. 
The Southwest Lumber Co. owns and 
operates Cloudcroft, famous summer re- 


sort where golfers enjoy that exhilarat- 
ing sport at an altitude of 9,000 feet. 
Cloudcroft is becoming quite popular as 
a center of winter play, and on a re- 
cent Sunday more than a thousand peo- 
ple were there enjoying the skiing, sled 
riding and other sports that can be en- 
joyed best only where there is a lot of 
snow. A little too cold and too strenu- 
ous for this editor, but lots of fun for 
those who enjoy winter outdoors. 


“Shirts Off” to the Forest Service 


Whether having business with that de- 
partment or not, lumbermen visitors to 
Albuquerque, N. M., should not fail to 
get acquainted with Regional Forester 
Pooler and his efficient associates, in 
whose offices courtesy and friendliness 
are encountered in the nth degree. To 
Q. R. Craft, regional accountant of the 
Forest Service, the editor is indebted for 
greatly appreciated courtesies. Placing 
himself and his car at the visitor’s dis- 
posal, Mr. Craft acted as guide and 
greatly facilitated the movements of this 
scribe and made it possible for him to 
materially widen the scope of his observa- 
tions. It was interesting to note the at- 
titude of lumbermen in that territory 
towards the Forest Service. This was 
especially exemplified by one lumberman 
who, *rather caustically criticizing the 
methods of some other Governmental 
agencies and declaring his policy of sell- 
ing nothing to them because of their ar- 
bitrary and often unfair methods, said: 
“But the Forest Service is all right. It 
is a pleasure to do business with these 
officials, and we would take off our shirts 
for them any day.” 

The last fortnight of this interesting 
trip was spent in Mississippi and Tennes- 
see. And let it be said that driving over 
Mississippi highways is vastly different 
from what it was two or three years ago. 
Long under the stigma of having about 
the poorest roads in the country, Missis- 
sippi now proudly may claim a highway 
system equal to any and superior to many. 
The latest addition to its modern high- 
way system was made by completion of 
paving on Highway 61, “Old Man River’”’ 
Highway, which now provides two all- 
paved routes through Mississippi from 
the Great Lakes to the Gulf. This newly 
completed Highway 61, which traverses 
the famous Delta country and passes 
through Vicksburg, Natchez, Woodville, 
Baton Rouge and other points steeped in 
historic lore, was thrown open while this 
editor was in that section, and the roll- 
ing sanctum “crashed the gate” and was 

(Continued on Page 69) 
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How Yard Systematizes Small Yard Deliveries 


“Our business volume rises and falls 
the same as it does in any other firm,” 
said J. Reese White, vice president and 
treasurer of the Houston-White Co., lum- 
ber and building material dealers of Mills- 
boro, Del., in a recent discussion of mer- 
chandising policies used by his company. 

“I notice, however,” he continued, 
“that we are often doing business when 
we have reason to believe that some of 
our competitors are doing practically 
nothing. I believe we do it because of 
the service we offer. 

“By service, I mean our method of de- 
livery. We schedule our trucks so that 
we always have one available in the yard 
to make delivery of a full truckload, and 
for several years we have used a system 
of accumulating small orders in such a 
manner that we can always give a cus- 
tomer delivery of a small shipment within 
two or three days at the most, after we 
receive the order. With our business as 
it is we can usually make delivery, even 
on small orders going fifteen or twenty 
miles away in twenty-four hours. Our 


customers understand our delivery sys- 
tem, however, and know that they may 
have to wait a day or two for a partial 
truckload of material.” 

Just offering service, however, is not 
enough to guarantee a good, steady sales 
volume, and this company employs all of 
the usual selling devices in operation by 
progressive dealers, and one that as yet 
is not so usual. This is the use of radio 
for advertising. 

“Our radio advertising,’ said Mr. 
White, “is carried on station WPG of 
Atlantic City. We selected that station 
because it is the most popular one with 
radio listeners in this section. Our pro- 
gram is on the air at noon time, and is 
accompanied by a very popular musical 
group. The time of presentation varies 
at different times during the week, but it 
is always between noon and one o’clock.” 

In addition to this kind of advertising, 
the company uses a number of billboards 
located at strategic points outside of town. 

“The sign boards we use,” continued 
Mr. White, “are metal with wood 








Timely Tia for Dealers 


A practice somewhat uncommon in the Middle West has recently been 
adopted by the Ewing Lumber Co., Effingham, III. 
the office was becoming crowded, and the manner in which certain 





Storage space behind 


materials were being cared 
for made it difficult to handle 
them. J. T. Ewing, owner of 
the yard, decided to try end- 
piling in an attempt to obtain 
a more efficient dispusition of 
the available space. The result 
was the construction of a bank 
of racks (see cut) along one 
wall opposite the large receiv- 
ing door. In the vertical spaces 
of this rack are now stored all 
molding, casing and trim. Not 
only can the same amount of 
material be stored in much less 
floor space, because of the use 
of all the height of the shed, 
hnt receiving and shipping have 
heen facilitated greatly. The 
material is handled easier from 
the vertical position, and the 
added open floor space is an 
advantage. 








frames. We do not have to paint this 
type of sign more than once in two years, 
unless we wish to change the design. We 
believe this type of sign to be just as good 
as the poster type where the message is 
changed every six or eight weeks. The 
size we have adopted is approximately 
ten by forty feet. The signs are all lo- 
cated to command long-range views on 
main highways where they can be seen 
by all kinds of travelers. 

“To realize the fullest value of our pub- 
licity we find it necessary to keep a corps 
of salesmen on the road as much as pos- 
sible, contacting builders and the public 
with frequéncy and regularity. Speaking 
of methods of creating new business, we 
have never made it a point to try to sell 
people the idea of buying something they 
had not thought of buying; but, wherever 
we are able to learn of a person who has 
the idea of building, or who contemplates 
building or repairing, some one of our 
organization—anyone from the head of 
the business down—checks the prospect 
from every possible angle. We firmly be: 
lieve in doing as much constructive ad- 
vertising as possible, and in the follow-up, 
by close personal contact, of prospects.” 





Contractors, Carpenters, Man- 


agers, Receive Instruction 

More than 100 building contractors 
and carpenters of Sioux Falls, S. D., and 
surrounding area were guests of the 
Weyerhaeuser Sales Co. and the John 
W. Tuthill Lumber Co. at a program and 
supper on a recent Friday night, at the 
Carpenter Hotel. Object of the meeting 
was to present the Weyerhaeuser 
“A B C” plan of financing repairs and 
improvements, and the building of new 
structures. R. E. Saberson, of St. Paul, 
Weyerhaeuser representative, described 
operation of the plan. 

N. I. Blegen, State FHA manager, and 
B. V. Morgan and Donald Alstrup, also 
FHA officials, attended the gathering. 

Two motion picture films were shown, 
one showing steps in construction of a 
residence, and the other showing work 
in forests and lumber camps. 

Contractors and carpenters attended 
the meeting from Sioux Falls, Bridge- 
water, Valley Springs, Beaver Creek, 
Larchwood, Ia., Worthing, Canton and 
other nearby points. Plans had _ been 
made to entertain 200 but cold weather 
reduced the attendance somewhat. 
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At a meeting some days earlier the 
monthly payment plan of the Weyer- 
haeuser company was explained before a 
gathering of 35 managers and other em- 
ployes of the Tuthill firm, held at the 
saine place. 





Convenient Rack Keeps Metal 
Roofing Stock Flat 


In many lumber sheds the sloppy look 
ing stock of metal roofing is a distinct eye- 
sore to beholders, in contrast to orderly 





A simple rack for storing metal roofing, 
seen in the shed of the Winchester (Ind.) 
Lumber Co. 


appearance of the balance of. the merchan- 
dise. Stood on end, frequently, it slides one 
way or another, and sags inward in the 
middle. K. I. Gard, manager of the Win- 
chester (Ind.) Lumber Co. since 1912, 
has had a simple rack built for the storing 
of sections of the roofing. The rack is 
compact, easy to load or unload into, pro- 
vides space for flat storage, and permits 
the separation of stock according to 
length, width and type. 


Detailed Itemization of State- 


ments Helps Build Good Will 


Detailed itemization of accounts on all 
monthly statements has proved a valuable 
means of building good will for the 
Oregon Lumber Co., Denver, Colo. 
Under this company’s bookkeeping svs- 
tem the statement is a duplicate of the 
ledger sheet, on which invoices are listed 
daily. Given on the statement is not only 
the complete list of invoices but also a 
breakdown of the items shown on those 
invoices. This breakdown includes: in- 
voice number, footage, rate, charge, tax, 
invoice total, and total of account. Thus 
there is no question in the customer’s 
mind when he receives the bill. Every 
item is shown there and he knows it is 
correct. 

“We believe that a dealer’s effort to 
please the customer must be carried far 
beyond the consummation of the sale,” 
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says J. E. Conine, secretary-treasurer 
and sales manager. “It isn’t enouglr to 
be courteous in taking the order. It isn’t 
enough to see that it’s filled correctly. It 
isn’t enough that the deliverymen make 
the right impression. Rendering of the 
bill represents the last contact of the com- 
pany, on that particular order. If the 
impression made by the statement is one 
of friendlines and complete service, that 
customer will remember your establish- 
ment as a place where he likes to deal. If 
he has to call or write for itemization of 
the account, he is naturally irritated. Of 
course, under some bookkeeping systems 
this requires a little extra time, but even 
then it is well worth while.” 


Yard Makes Good on Its Slogan 
of Complete Stock 


“So much depends on the way a 
thing’s said,” and the slogan of the W. F. 
& J. F. Barnes Lumber Co., Hamilton, 
Tex., used in all its advertising, is well 
calculated to impress the reader with the 
completeness of the stock carried. 
“Everything to build anything,” gains us 
lots of publicity,” said J. H. Moore, the 
manager. “We receive much good-na- 
tured kidding, and we get some wonder- 
ful requests—but a visit to our sales- 
room and yards convinces the average 
home builder that we can fulfill all his 
demands.” The plant was completely 
modernized last year, improvements be- 
ing completed the first of October, 1938. 
The event was celebrated with a public 
opening, which was largely attended. 

One of the conveniences of the new 
plant is a covered driveway which per- 
mits the loading of all material in com- 
fort even in the worst kind of weather, 
with ample parking space for drive-in 
patrons. 


Sign Calls Attention to Roofing 
Display 

The S. P. Weaver Lumber & Supply Co., 

Shreveport, La., secured space on a vacant lot 

on one of the leading boulevards of the city 

and erected a sign to call attention to its stock 

of roofing. Instead of using a flat surface they 


built a section of a building, with sloping roof 
covered with panels of different types and col- 








4\ 


ors of roofing, shown at the angle on which they 
would appear naturally. Along the flat sur- 
face was painted the silhouette of a city skyline, 
with brief lettering that can be read by the fast- 
est speeding motorist. 





How a Dealer Has Built Up a 
Big Farm Paint Trade 


Here is a simple and effective method 
of boosting farm paint sales, recently 
noted in use in the office of the Stratford 
Grain & Supply Co., Stratford, Iowa. It 
consisted of a sign lettered: 


“BLANK” Paint— 
Sell a Pig and 


Paint Your Barn. 


Under the sign was piled a pyramid of 
five-gallon cans of the brand of paint 
named. Another sign close by was 
headed : 

List of Users 


ASK THEM WHY 
Color Used 
White 
Red 


Concerning this display and its results, 
Manager H. L. Christensen commented 
to the AMERICAN LUMBERMAN as fol- 
lows: 

“This was a very simple affair, but a 
good trade getter for us, for one partic- 
ular reason which made it specially suited 
for our use; that is, that our town is a 
small one, of about 700 population, and 
our trade territory is a farming commu- 
nity where everyone knows his neigh- 
bors. So we headed our list of paint 
buyers with the names of three of the big- 
gest farmers in this community, which 
proved a shrewd move, as other farmers 
were naturally more or less influenced by 
the fact that our paint was chosen by 
these big fellows. 

“We handle a brand well known in this 
State, and have the honor of having sold, 
for the year 1938, the largest volume of 
that brand of any dealer in the State. 
The preceding year we stood second. We 
use the fact that this paint contains soy 
bean oil to interest the farmers, as soy 
beans are coming to the front as a cash 
crop for the farmer.” 


Name 
John Jones 
Henry Smith 


SPWeaver Lumber £ Supply CO: 





Combination billboard and roofing display serves dual purpose effectively 
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Dedication of 4-H Club Work 


Amemcanfiumberman 


Shop Is Notable Event 


[Continued from Front Page] 

EUGENE, Ore., March 4.—This is a 
partial story of the Lane County 4-H 
Club work shop, which was formally ded- 
icated Saturday, Jan. 21, when a group 
of interested people who assisted in spon- 
soring the project, and a number of pub- 
lic officials, met at the shop, situated at 
the county fair grounds. 

The project was initiated through the 
efforts of O. G. Hughson, field man of 
the Oregon Builders’ Congress, with 
headquarters 712 Couch Building, Port- 
land, Ore., and the Willamette Valley 
Lumbermen’s Association. The primary 
object of the shop was to make some 
effort to assist the mechanically-minded 
and tool-hungry boys of the county. 

The official ground-breaking was held 
in the spring of 1938, the primary object 
of the building being the giving to boys 
of experience in building construction. 
The assistance of the National Youth Ad- 
ministration was secured. The Lane 
County 4-H Club Leaders’ Association 
sponsored the project with that agency 
for the construction, and the work began. 
A total of $600 was allotted the project 
for labor and $754.59 was figured for ma- 
terials and wiring. This amount of ma- 
terial was contributed by the following 
sponsors: 

Suilding material contributors—Booth- 
Kelly Lumber Co., Eugene Lumber Co., 
Cavenah Lumber Co., Twin Oaks Build- 
ing Supply Co., J. H. McDonald Lumber 
Co., Scobert Building Supply Co., J. O. 
Olsen Manufacturing Co., Midgley Plan- 
ing Mill, Giustina Lumber Co., Lewis 
Lumber Co., J. H. Chambers Lumber 
Co., Woodward Lumber Co., Westfir 
Lumber Co., Eugene Sand & Gravel Co., 
Snellstrom Lumber Co., Waldorf Paint 
Co., Cascade Lumber Co., First National 
Bank. 

Wiring contributions—Eugene Rotary 
Club, Willamette Valley Lumbermen’s 
Association, J. W. McArthur, Arthur 
Quacksbush, Pacific First Federal, Rub- 
enstein Furniture Co., Security Savings 
and Loan Co., San Rugh Realty Co., E. 
M. Drew, Castelloe & Stocker, Merrill’s 
Grocery, Sam Eyler, Hart Larsen, Eu- 
gene Home Appliance Co., Carl R. 
Baker, Domestic Laundry, Scobert Build- 
ing Supply Co., Babb Hardware Co., 
Cresseys’, Seymours Cafe, Chase Garden 
Florist, White Electric Co., U. S. Na- 
tional Bank. 

The size of the building is 30x50 feet. 
Thirty feet of it is now used for the con- 
struction, and a space 30x20 feet event- 
ually will be used for farm mechanics and 
blacksmithing work. 

Regarding this project Mr. Hughson 


gave the AMERICAN LUMBERMAN, exclu- 
sively, the following statement : 

“Lumbering and building construction, 
involving building materials, building 
trades etc., begin at the stump and lead on 
through logging manufacturing, reman- 
ufacturing, millwork, stocking, selling, 
and transporting, to construction, into 
which other businesses and trades join to 
turn out the completed product—the fin- 
ished building. 

“This 4-H Club building project was 
conceived to parallel on a miniature scale 
these operations, with a view to setting 
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up in these mechanically minded boys a 
definite vocational trend toward this great 
basic industry, to the end that having ac- 
quired habits of orderliness and precision, 
and mastered the fundamentals of certain 
aspects of the whole industrial swing, 
from the log in the forest to the final dec- 
orations of the finished building, their 
aptitude and their seeking might provide 
for them gainful toeholds that would spell 
out in bright letters, in their future ex- 
perience, a home and family of their own, 
and a place among the upstanding men 
of tomorrow. 

“All this, dovetailed into the boy’s 
school years, can not help but stay with 
him, with practical and profitable results. 

“With the tremendous potentialities of 
this great field for educating the young, 
it is a striking commentary on our meth- 


(Continued on Page 82) 


Dealers View Work of “Boy Builders’ 


PoRTLAND, Ore., March 4.—The 4-H 
miniature building construction’ project, 
visualizing the slogan “Better Builders— 
Better Building,” attracted much favor- 
able attention at the annual convention of 
the Western Retail Lumbermen’s Asso- 
ciation, held in the Multnomah Hotel here, 


The lumber and shingles on both jobs 
were cut by the boys themselves. The 
home-made saw rig of the Hayesville 
Club is seen in the foreground of the pic- 
ture. 

There are at present about 300 boys 
taking this work in Oregon, and 37 minia- 





Display of handiwork of the 4-H Boys' Builders Club in lobby of the Multnomah Hotel, 
Portland, Ore., during recent annual convention of the Western Retail Lumbermen's 
Association, held in that city 


Feb. 23-25. Here is reproduced a photo- 
graph showing some of the work of the 
boy builders. The miniature eight-room 
bungalow is a reproduction of the resi- 
dence of E. L. Moore, Hayesville, Ore., 
leader of the Hayesville 4-H Builders’ 
Club. He has been leader of this club 
for six consecutive years, and has the 
honor of being the first leader of the first 
4-H Builders’ Club ever organized. 
There are six boys in the present club, 
their ages ranging from 12 to 15 years. 

The barn is the work of the 4-H Club, 
or Carpenters’ Detail, at the State Train- 
ing School, and is a striking example of 
what boys without previous experience, 
but with aptitude for tools, can do. 


ture buildings are under construction for 
entry in the State Fair contest next Sep- 
tember. The work is carried on by the 
State College Extension Service, and the 
State Building Congress—the latter under 
the sponsorship of the West Coast Lum- 
bermen’s Association and a group of 
business interests, with the objective: 

“To develop in the minds of boys from 
10 to 16 years of age, having a degree 
of mechanical intelligence, a proper ap- 
preciation of building materials, con- 
struction methods and practices, includ- 
ing proper use and care of tools, and to 
set up in their minds vocation trends 
toward the basic industry of lumber and 
construction.” 
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Selling Fence 
“By the Mile” 


In Texas 


The thriving city of Del Rio, Tex. 
(about 12,000 population) is the sheep 
and goat capital of the country. For a 
hundred miles in every direction stretch 
vast ranges, pasturing thousands of sheep 
and goats, together with a few cattle, 
though the latter industry is fast waning 
in this community. From 1,000 to 6,000 
sheep are maintained on each ranch. 

Most of the ranch owners live in Del 
Rio, the actual management of the big 
ranches being in the hands of foremen. 
Practically all of the herders and quite 
a number of the foremen are Mexicans. 
Indeed, several of the large ranches 
are owned by Mexicans. Aside from 
occasional feedings in the winter when 
there has been an unusually hot and 
dry summer the flocks cost nothing 
in the way of feed, while their thick 
fleeces, impervious to rain and wind, 
make shelter of any kind unnecessary. 
For the most part they wander the 
ranges at will, without the care of a shep- 
herd, and the vast droves, like the billow- 
ing waves of the sea, form a sight inter- 
esting and picturesque to the motorists 
along the highways leading into the city. 

Catering to the trade of the sheep and 
goat ranchers presents an_ interesting 
angle of the lumber business, and a very 
profitable one as well, according to Henry 
Seale, manager of the John F. Grant 
Lumber Co., at Del Rio. The firm deals 
in building materials of all kinds, as well 
as lumber, and some of its side lines are 
so important as almost to rival lumber. 

“Most of the range land is now being 
fenced in,” said Mr. Seale, ‘and many 





Showing a pair of steer's horns measuring 7!/2 feet from tip to tip boxed in the yard of 
Del Rio, Tex. ready for shipment to New York. Stand- 


the John F. Grant Lumber Co., 
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Wire fencing by the mile, and gates by the hundred, are sold sual a the John F. 


Grant Lumber Co., 


Del Rio, Tex., situated in the heart of a great 


ivestock section. 


Standing in front of the pile of rolls of fencing is Manager Henry Seale, while at the 
right is seen part of the stock of gates 


of the ranches are being cut up into 
smaller pastures, and all this requires 
quantities of wire fencing. Everything is 
done on a big scale here; a rancher does 
not come in and ask, ‘How much a roll?’ 
but ‘How much a mile?’ when he wants 
a quantity of fencing. We carry about 
two carloads of fencing regularly and get 
two turnovers a year. Formerly the 
coyotes were numerous and every rancher 
maintained a pack of dogs to hunt them. 
We suggested to the ranchers that they 
build compounds for their dogs, and sold 
much 8-foot wire fencing for this use. 
“Stock gates is another item for which 
there is an immense demand. We carry 
about 100 on hand at all times. At first 
we bought them, but we soon found that 
we could manufacture better gates for 
less money than we could buy them, so 
we now make our own gates. Since 
stocking them we have sold more than 
eight carloads. We were the first firm to 
buy and stock gates in quantity, and when 
we bought 2,500 it was considered the 
height of folly. But we disposed of thém 
all, and the demand has been constant 
ever since. These gates come in various 


ing second from the right i is Henry Seale, manager of the Grant yard 


sizes and prices, but the most popular is 
a 10-foot gate priced at $6.75. 

“Another good seller is our self-feeder 
for sheep. We manufacture these boxes 
ourselves, of cull lumber and shorts, and 
utilize a great quantity of material that 
otherwise would be wasted. Finished and 
painted, they sell for $8.40 each, and we 
keep quite a stock on hand. 

“The long horned cattle of olden days 
are almost a myth in this community 
now, but we still occasionally come across 
some fine specimens of horns. We re- 
cently made a box for the shipment of a 
pair of horns, prepared by a local leather 
firm, that measured 7 feet, 6 inches. 

“But while we cater extensively to the 
ranchers, we do not neglect our main line 
—lumber and building materials. All of 
our lumber is carefully graded and stored 
in compartments under cover. There is 
ample drive-in space, and trucks can 
come right up to the lumber racks for 
loading and unloading. 

“Many dealers in the Southwest, where 
there are so many houses of concrete and 
rock, seem to think there is not much 
building opportunity for the lumberman. 
But considering that the cost of the walls 
is only from 10 to 15 percent of the cost 
of the entire structure, and that the frame, 
floors, ceilings etc. are of wood it pays 
extremely well to get all the building 
business possible. 

“We are fortunate in that we handle all 
kinds of building materials as well as 
lumber, so our sales include all the mate- 
rials that go into the erection of a home. 
We furnished all the materials recently 
for the building of the finest residence in 
the city—the $75,000 home of one of the 
wealthy ranchers of this district. The 
lumber alone in this house came to a very 
sizable figure, while the brick came to 
even more. We do not carry brick but 
have it shipped in when wanted. 

“With four lumber firms doing busi- 
ness in a city of 12,000, it is necessary 
of course, to keep in touch with all build- 
ing. The ranches are our most profitable 
customers, and we keep after the owners 
and foremen continually. The success of 
our efforts is shown by the fact that we 
deliver material to a radius of 100 miles.” 
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Pays to Modernize 
Yard, Dealer Says 


The Bucy-Ingram* Lumber Co., Ft. 
Worth, Tex., remodeled its office and 
salesrooms about a year ago—the result 
being a plant that attracts numerous 
prospective builders. The exterior is 
stream-lined, in white, black and chrome, 
and the interior is divided into a number 
of rooms, light and airy, with high ceil- 
ings, fitted up for the convenience of 
both patrons and employees. The walls 
of both the general offices and private 
consultation rooms are paneled in differ- 
ent kinds of woods, so that prospective 
builders can compare them, and deter- 





The well arranged 
office and sales room 
of the Bucy-Ingram 
Co., Fort Worth, Tex. 





mine the treatment best adapted to their 
own new homes. 

The general office holds a commanding 
position in the center of the building, 
with the drafting room at one side, and 














Streamlined and attractive is remodeled yard of Texas retailer 
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a wide space in front where are displayed 
different types of roofing, siding, paints 
etc. At one side is a pair of private con- 
sultation rooms, also paneled in different 
varieties of woods, and here are tables 
and comfortable chairs, books of plans, 
and photos of interiors and exteriors of 
many types of homes. 

“Remodeling has proved an excellent 
business proposition,” said E. B. Ingram. 
“Tf a dealer’s own plant is up to date, 
the public is bound to think that his stock 
likewise is modern and of high quality. 
And the more people are able to visual- 
ize how their ‘dream house’ is going to 
look, the quicker they strive to make it a 
reality. That is why it pays to have ac- 
tual samples of interior and exterior fin- 
ishes on all sides, instead of mere photos 
and plans—though there should be plenty 
of these, too, to suit every taste and 
purse.” 


How to Handle Appeals For Donations 


Retail dealers who wish to save time 
that might be wasted in individual inves- 
tigation of cases, conserve money through 
rejection of improper solicitation of 
funds, and utilize a means of saying “no” 
with lessened comeback, may well inspire 
their local chambers of commerce to fol- 
low the example of work done in New 
Orleans, according to building material 
dealers there. 


For many years, the New Orleans As- 
sociation of Commerce, through its retail 
merchants group, has had a committee, 
the membership of which is not revealed 
to the public, which passes on applicants 
for contributions or advertising. The ac- 
tivity is known as the “Contributions and 
Advertising Committee.” 


Those wishing to avail themselves of 
united action—and protection—sign an 
agreement under which all cases of ap- 
peal for funds or merchandise donations 
are referred to the organization for con- 
sideration of the Committee. No dona- 
tion or contribution is given unless a let- 
ter is produced showing endorsement has 
been obtained. 

When the applicant goes to the central 


organization, the staff member or secre- 
tary handling such matters furnishes an 
application and questionnaire to be filled 
out. The applicant is told that for en- 
dorsement ten standards must be met. 
They are: 

1. Active or responsible governing body 


holding regular meetings or other satisfactory 
form of administrative control. 


2. Legitimate purpose with no avoidable 
duplication of the work of other efficiently 
managed organizations. 

3. Reasonable efficiency in conduct of work. 

4. No solicitors on commission or other com- 
mission methods of raising money. 

5. Non-use of “remit or return” method of 
raising money by the sale of merchandise or 
tickets. 

6. Ethical methods of publicity, promotion 
or solicitation. 

7. Agreement to cooperate with other agen- 
cies in the community. 

8. Complete annual auditing or accounts pre- 
pared by a certified public accountant. 


9. Agreement not to raise funds by means.of 
tag days, or through any form of indiscriminate 
solicitation on streets or other public places. 


10. Sectional or international organizations 
operating in New Orleans should not send 
away more than 20 per cent of the funds raised 
locally. 


Over a period of years the Contribu- 
tions and Advertising Committee devel- 
oped a general policy, interesting points 
of which are listed below. 

Special Appeals: If for a special class 
or group, solicitation should be only 
among that class or group, without refer- 
ence to all business men. 

Church or fraternal activities should be 
supported by those interested in the 
church or society, without widespread ap- 
peal. 

Appeals from outside agencies should be 


answered only after those at home are- 


first cared for. 

Benefit performances are subject to 
abuses and frequently the beneficiary gets 
only a small part of the returns. 

Beware of the list of “patrons.” Many 
persons are “taken in” as sponsors and 
business men should exercise care if ap- 
proached to lend their name to causes. 

The Committee discourages donations 
of funds, or merchandise to sell in ba- 
zaars, lawn fetes, benefit performances, 
charity balls, picnics. Its policy is against 
giving or selling at wholesale to a benefit 
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where the articles will be resold, as this 
creates competition for legitimate retail 
merchants who pay rent, taxes and pay- 
rolls. 

The Committee points out that most 
souvenir books, year books, programs, ir- 
regularly published issues, or miscellan- 
eous advertising propositions have little 
or no advertising value. 

For the benefit of business firms, the 
Committee has set up seventeen guide 
posts : 

(1) Designate one person to handle all 
requests for contributions or advertising. 


(2) Don't give to an individual without 
first calling the organization that should 
handle the case, 

(3) Don’t give cash. 

(4) Don’t make checks payable to solici- 
tor—instead get the name and address of 
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(6) Don’t rely on credentials or lists of 
subscribers, which may not be good. 

(7) Don’t sign subscription lists. 

(8) Don’t believe the solicitor just because 
he or she makes a good impression. 

(9) Don’t sign your name to anything be- 
fore first learning the facts. 

(10) Don’t contribute just because the or- 
ganization’s name is familiar. 


(11) Don’t sign for a book or directory 
unless you know the facts, as your signature 
may turn up On a contract. 

(12) Don’t make a contribution just to get 
rid of a persistent solicitor. 


(13) Make the solicitor state the basis on 
which he or she solicits. 


(14) Require detailed information. 
(15) Inspect credentials carefully. 
(16) Don’t be afraid to say “No.” 


(17) If you have any doubts phone the 
Committee’s secretary. 


When first instituted, the contributions 
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It soon spread until all classes of business 
men were subscribers, including the retail 
lumber-dealers. It saves time and money, 
affords a graceful “out” in the case of 
some appeals, and confines aid to those de- 
serving of it, hence results in contribu- 
tions doing greater good. 


SOLICITATIONS AGREEMENT 
OF THE 
NEW ORLEANS ASSOCIATION OF 
COMMERCE 


This firm will not recognize requests for 
contributions or donations of merchandise until 
the facts concerning the cause for which con- 
tributions and donations have been requested 
have been presented to the Contributions and 
Advertising Committee of the New Orleans 
Association of Commerce for approval. 

Organizations which have been approved must 
show an endorsement card from the Contribu- 





treasurer and mail it. 


(5) Don’t pay for advertising in advance 
but demand proof of publication. 


and advertising agreement in New Or- 
leans was a retail merchant proposition. 


tions and Advertising Committee. 
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Improvements Aid 
Sale of Materials 


Cuariton, Iowa, March 6.—The firm of Eikenberry & Co., 
which has been in business here since 1901, recently remodeled 
its office and added a salesroom, 20x24 feet, to the main build- 
ing. The new display quarters is used as a showroom for the 
line of paint which the concern took on last September. The 
large windows in the salesroom are beneficial for the major 
portion of the whole twenty-four hours of a day as they are 
illuminated until 10 o’clock each night through connection with 
the city window lighting circuit. 

Clear oak flooring was laid in the remodeled main office and 
the new addition. Nu-Wood was applied to the ceiling, and 
the side walls plastered above a four-foot wainscoting of brown 
wallboard which was trimmed with chromium plated moulding. 
The rounded counter in the main office was built of brown and 
black Presdwood, and enhanced with metal moulding. The 
side walls of the 16x20-foot private office are paneled with vari- 
ous types of wallboards, some of the panels being finished as 
natural cherry, mahogany, walnut, oak, and fir. Knotty white 








Raymond Johnson of Eikenberry & Co., Chariton, lowa, is using 
the company’s new display room in making a paint sale 





The principal wallboards, wainsceting panels, and other decorative 
materials handled by the firm were used in the private office 


pine was used for one of the walls, while Nu-Wood plank and 
sheetrock were applied to another. Windows in both offices 
are fitted with Venetian blinds. 





This attractive looking main office is the result of remodeling the 
old one with modern materials stocked in the yard 








When we introduced ourselves to Earl 
Léenatd, of the Galion Lumber Co., Gal- 
iof;="Ohio, as a representative of the 
AMERICAN LUMBERMAN, we were greeted 
with none of the usual salutations. In- 
stead, Mr. Leonard hesitated a moment, 
then burst out in loud laughter. We 
know there is nothing particularly funny 
about our paper or the fact that a man 
may represent it, but when a fellow 
laughs at you just because you tell him 
who you are, there must be a reason. We 
glanced hastily down to see if by any 
chance our pants had fallen off, felt of 
our tie, passed a hand across our face for 
smudge spots, then with reasonable as- 
surance that all of our clothing was on 
and intact and our face was clean, we 
smiled:a bit wanly and suggested that we 
had a pretty good sense of humor, so 
What was the joke? 

“Well,” said Mr. Leonard, “there is no 
joke, but this is certainly a coincidence. 
The last man I have seen from your paper 
called on me three years ago when I was 
at Bucyrus. He listened in on a three- 
way conversation between.a farmer, a con- 
tractor and myself, in which I succeeded 
it’raising the contract price several hun- 
dred dollars. by selling some barn equip- 
ment to the farmer for the contractor to 
install. Your man wrote quite a story 
about it. Not long after that I left Bucy- 
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rus to come here. The man that just 
passed you is the same contractor. I 
just sold him a bill of material for a barn.” 





Showing set of rollers used for unload- 

ing lumber direct from cars to bins 

in Avenue Lumber & Supply Co., 
Marion, Ohio 





With the laugh, in which we then 
joined, all cleared up, we inquired about 
second houses on farms in that section of 
the country. 

“There are quite a lot of them,” replied 
Mr. Leonard. “We are just starting one 
on a farm about 
eight miles away. 
The Wingerts have 
a son who is going 
to be married soon. 
They are building 
the house for him 





Part of builders’ 

hardware display in 

Avenue Lumber & 
Supply Co. 





across the road from 
the old _ residence. 
The farm is a 120- 
acre property. The 
house is 29 x 31 feet, 
and will cost about 
$5,000, including a lumber bill of 
about $1,800. The Wingerts are working 
with the contractor, and will truck the 
sand and stone. Here is a picture of a 
house we built in town last year, which 
the Wingert house will duplicate exactly. 

“We have had a number of cases where 


farmers have made duplexes out of old 
farm homes, to give separate quarters to 
newly married sons or daughters. Gen- 
erally, farmers’ wives know that young 
people should be alone. In one case a 
mother and daughter took one side of a 
house, which we divided into two apart- 
ments, and the son and his wife took the 
other side. The second house on the farm, 
and in some cases, the duplex, are defi- 
nitely here to stay. We will see a lot 
more of them. The nicest part about this 
kind of business is that most such jobs 
are cash sales. The Wingert job is one 
of them. We like farm business of all 





kinds. When you once prove to a farmer 
that you are treating him fairly, you have 
made a friend and a permanent customer. 


Offers Complete Building Service, 
and Does Industrial Fabrication 


“We carry every kind of material that 
goes into a building. A builders’ supply 
man as such might as well quit today. It 
is becoming increasingly important to be 
able to offer complete building service if 
you want to stay in business. Lumber 
yards are fast becoming building head- 
quarters for their communities. 

“Business thus far this year has been 


‘pretty good. In addition to a nice volume 


of retail sales, our mill produces quite a 
lot of small work and rough fabrication of 
one kind and another for the local fac- 
tories. We turn out boards for flat-bot- 
tom trucks for one factory, and have sup- 





- Front view of plant of the Avenue 


Lumber & Supply Co, 
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Two Ohio Yards Find Demand 
For Second Houses on Farms 


Making Friends by Being Friendly--Stocking Complete 
Lines and Keeping Them in Public Eye --"'Trading Up” 
on Kitchen Hardware 


plied as many as 325 in one month. Just 
now we are working on an order for 500 
wooden trays for another plant. The 
whole mill is operated with natural gas 
at a cost of about $1.50 a day. The gen- 
erator is pretty old, but it still does what 
we want it to do. Brooder houses are al- 
ways a big item here, with the farmers’ 
market located just across the street.” 


Co-operation in Community 


Efforts Builds Goodwill 


Co-operation is a by-word with Mr. 
Leonard. Several years ago he began 
teaching a class in a local high school for 
an hour a week. The boys were taken to 





the lumber yard to familiarize them with 
lumber and other materials, and at school 
they were taught how to build brooder 
houses and other small structures. 

“You can never tell how helping other 
organizations is going to repay you. It 
is certain that you always derive a certain 
amount of business from it, although you 
can not measure that. Sometimes you 
get direct repayment, however. One time 
we donated some trellises to the garden 
club for use at its annual show, and then 
built a small model house and a terrace 
for it to exhibit. About six months later 
we held a building show, and the ladies 
of the garden club provided us with all 
the peonies we could use. Co-operating 
in every worthwhile movement every 
time we get a chance, doing some newspa- 
per advertising, and keeping up frequent 
personal contacts with our customers—are 





Old house across the street from 
Avenue Lumber & Supply Co., remod- 
eled to serve as auxiliary display room 


what we find to be our most valuable aids 
in selling.” 

We were told by Mr. Leonard that if 
we would go over to Marion and talk to 
Frank Brabson, manager Avenue Lumber 
& Supply Co., we would find a fine fellow 





Frank Brabson, manager Avenue Lum- 


ber & Supply Co., Marion, Ohio 





and heads-up lumberman. We _ took 
Mr. Leonard’s advice, and found every- 
thing he said we would find. We were 
still thinking about second houses on the 
farm when we got there, and when we 

mentioned the sub- 
_ ject to Mr. Brabson, 

he said, “There are 
quite a lot of them 
around here. They 





House in Galion, 
Ohio, duplicate of 
which is being con- 
structed as second 
house on farm 





are coming more and 
more.” 

The most notice- 
able thing about Mr. 
Brabson’s yard is its 
cleanliness. We felt 
that we would be willing to eat a meal, 
using any part of the driveway as a plate. 
This is another yard where insulated 
brooder houses sell very well. Here, the 
principle is to build one for display, and 
keep it until it begins to look just a little 
weather-worn, then sell it at a price, and 


eee 








build another for display. 
the display always looks fresh and clean. 


In this way 


Fence Use as Stage 
Property Helps Sell It 


The yard does a nice business with the 
new Rowe picket fence, and has found a 
unique way of advertising it. Like most 
towns, Marion has a number of home- 
talent shows and musicals in the course 
of a year. Whenever one of these re- 
quires an outdoor scene, Mr. Brabson of- 
fers some of the Rowe fence for use. A 
little of this fence on such a scene dresses 
it up immeasurably, and sales always fol- 
low the appearance of the fence in a show 
or musical. 

All of the yellow pine handled in the 
yard is ordered sanded at the mill. In 
this way, a small bench sander in the shed 
takes the place of a large sander that 
would otherwise be required. One of the 
items which has been selling in increasing 
volume in the yard is metal roofing, which 
is now being ordered in carload lots. All 
lumber is unloaded directly from cars onto 
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rollers spotted strategically along the shed. 
Thus, in one continuous operation, lum- 
ber can be taken from cars and piled neatly 
in bins, usually requiring only two men, 
except for the long distances in a few 
places in the shed. 

“Three years ago,” said Mr. Brabson, 
“we laid in a small quantity of cabinet 
hardware made by American Cabinet 
Hardware Co. This really sells. When 
you show the line to a fellow who is build- 
ing or remodeling a house, he takes it, 
and price is no object. We used to equip 
cabinets for about three dollars. Now we 
sell an average of fourteen dollars worth 
of merchandise on such jobs. It has 
proved to be a very fine line for us. The 
same can be said for Curtis windows. On 
new construction, our customers nearly 
always prefer them. 

“Quite a long time ago we began de- 
signing complete kitchens. You have to 
do so if you want any kitchen business 
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at all. Other industries are after that 
business, and we sell at least as much ma- 
terial on a kitchen job as any other busi- 
ness can. If you are going to move lum- 
ber, cabinets, paint and hardware for 
kitchen remodeling, you have to place 
yourself in a position’ to furnish a real 
kitchen planning service.” 


Auxiliary Display Provided by 
Remodeled Old House 


Aside from the main office and display 
room of the yard, an old, but well-pre- 
served house across the street has been 
altered and provided with large show win- 
dows, and used as an auxiliary display 
space. The house occupies a command- 
ing position on a slight rise, and is the 
focal point at the convergence of two 
heavily traveled streets. Mr. Brabson’s 
home is adjacent to the yard, a situation 
which has its drawbacks as well as its ad- 
vantages. 
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When the kitchen planning service was 
first inaugurated, he modernized the 
kitchen in his own home, and since then 
has been able to use it effectively to dis- 
play to prospects. In this sense, the loca- 
tion of the house is advantageous. 

“When you have to leave home, though, 
to get some rest,” said Mr. Brabson, “you 
find it a distinct disadvantage. People 
know that they can usually find me here, 
and they have no compunction about turn- 
ing up at any hour of any day or night 
for a few dollars worth of material.” 

We have an idea, however, that he is 
happy to serve them, and that he is prob- 
ably fortunate that he does live so close. 
Were he located across town, the only 
difference is that he would probably have 
to get in his car and drive a couple miles 
instead of just leaving his house and walk- 
ing a few feet. He is the kind of fellow 
that people just naturally like to do busi- 
ness with, 





Quality Paint Stressed at This Yard 


Last fall when a rambling representa- 
tive of the AMERICAN LUMBERMAN 
passed through Wilton Junction, lowa—a 
community of 1,100—and decided to call 
on a lumber retailer, he had trouble find- 
ing the office of the Hawkeye Lumber 
Co., formerly the Wilton Lumber & Fuel 
Co. There was a neat little, shuttered 
cottage across a drive from the sheds, but 
the writer wasn’t expecting the company 
to be established in such good-looking 
quarters. However, since there was no 
other building around, he went to the 
front door as an experiment and was 
greeted by the yard manager, S. Leslie 
Torrence. 

The 20x28-foot office has been open a 
year, and, like many being erected by 
enterprising retailers, is a practical ex- 
hibit of some of the materials which are 
sold. Red cedar shingles on the roof are 
stained green, and the exterior walls are 
12x24-inch asbestos cement shingles. 








S. Leslie Torrence, | 
manager of the Hawk- | 
eye Lumber Co., Wil- 
ton Junction, lowa, 
stands by the attrac- 
tive new office which 
sits on a well land- 
scaped plat. The lum- 
ber sheds may be 
seen at the rear 





Inside, the display room ceiling was fin- 
ished with Celotex of different colors and 
designs, while plywood was applied to 
the walls and ceiling of the space behind 
the counter. A popular tileboard covers 
the display room walls wainscot high. 
Mr. Torrence has a well-rounded stock 
of paint attractively displayed, and sold 
about $1,200 worth 
last year. He refuses 
to even handle cheap 
paint for the purpose 
of meeting competi- 
tion, and advises his 
customers not to use 
it. After studying 
up on paint form- 
ulas and their dur- 





The main section of 
the company's paint 
display is against one 
wall of the outer of- 
fice. There is, also, a 
paint “island” in front 
of the shelves. No 
cheap paint is stocked 
by the concern 





abilities, the manager is qualified to show 
people why it “doesn’t pay them to buy 


cheap paints.” Being located in a small 
town, the yard draws most of its trade 
from rural areas, and farmers as well as 
those in town are being taught the advis- 
ability of applying quality protection over 
the lumber used in construction. 
Materials for several new barns were 
sold during the year at an average cost 
to the farmer of $2,000, with about half 
of this figure representing stock from the 
lumber yard. Ifa customer wants a com- 
plete price on the contemplated barn Mr. 
Torrence and a contractor figure the job. 
The manager believes that cordial and 
fair treatment of customers is as good 
advertising as he can do. A considerable 
amount of rigid insulation is sold for hog 
and chicken houses, it was said. About a 
dozen permanent corn cribs were sold by 
the Hawkeye Lumber Co. during the past 
fall. The first new residence to be 
erected in the village since 1927 was 
under construction at the time of the 
writer’s call, and all of the materials 
going into it were being delivered from 
the yard. It was costing the owner 


$5,000, 
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Nebraskans Urge Extension of 
Building Financing to Farmer. 
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Are Advised to Sell Homes Complete--- 


They Give Sales Training Endorsement 


OmaHA, NEs., March 6.—History was made 
at the forty-ninth convention of the Nebraska 
Lumber Merchants Association held here Feb. 
22-24. A few over 1,200 registered. Those at- 
tending the banquet the evening of Feb. 23 num- 
bered over 650. Every speaker on the program 
was in attendance and spoke as per schedule. 
Paul C. Larsen, of the Larsen Lumber Co., 
St. Paul, Neb., was elected president; J. B. 
Elliott, of the Tollefsen-Elliott Lumber Co., 
Kearney, Neb., vice president; Phil Runion, of 
Lincoln (re-elected) secretary-treasurer ; W. A. 
Keitges, Lincoln (re-elected) assistant sec- 
retary. 

The meeting was called to order promptly on 
time by Karl Christensen, retiring president. 
Mayor Dan Butler gave the address of wel- 
come. President Christensen replied in a few 
well chosen remarks. Following this, the pres- 
ident’s and secretary’s reports showed the or- 
ganization to be in good, healthy condition. 
Later in the afternoon the delegates present 
listened to an address by Joe Sanders, of the 
Insulite Co., Chicago, on “Sales Training Pro- 
gram of the National and Affiliated Associa- 
tions.” In this he showed the wisdom of all 
co-operating in the movement, as it meant more 
and better business. 


Registration Passes |,000 Mark 


Registration the first day went over 600, and 
continued to grow until by ten o’clock Thursday 
morning it had reached the 1,000 mark. There 
was no evening session the first day and some 
of the members amused themselves by attending 
shows in the city. Others gathered in groups 
and exchanged ideas as to future trade and 
what could be expected. One thing was very 
noticeable here. All were very optimistic as to 


OTTO LIEBER, 
Neenah, Wis.; 
Urges Co-operation in Describes Successful 


JOE SANDERS, JR., 
Chicago; 


Sales Training Selling Methods 


the business outlook and agreed that co-opera- 
tion, as well as plenty of good planning and hard 
work, was necessary if all were to succeed. 
Thursday morning saw all out early, visiting 
the many booths containing good displays, and 
watching the show of the films on “Steel; 
Man’s Servant,” “Stokers and Stoker Coals,” 





and “Modern Building Materials in the Home 
of Tomorrow.” The last was extra well re- 
ceived as it was in line with preconceived ideas 
that selling the home complete was the proper 
way to increase the sale of material. Forget 
the various elements that enter into a well con- 
structed and beautiful home—show the com- 
pleted building, and the benefit to be derived 
from owning such a building. 


Dealer Talks About Methods 


Thursday afternoon was full of interest to 
all as three very fine speakers gave addresses. 
The first on the program was Otto Lieber, of 
Lieber Lumber & Millwork Co., Neenah, Wis. 
Mr. Lieber gave his address from facts as 
brought out in the management of his own 
company—no guesswork, but actual facts proven 
by the management. He advised dealers to clean 
their own offices, dress them up, make them at- 
tractive and ask their friends and patrons to 
call for a social visit. Make displays in the 
office and windows that are really beautiful; 
place your business on a par with that of the 
merchant dealing in ladies’ fine clothing. 

He had found advertising good, and did not 
hesitate to place newspaper publicity at the 
head of sales helps; direct mail came second, 
closely followed by billboards. “In all your pub- 
licity think of the completed whole, and what 
it will do for the consumer.” He here referred 
to a display of fine cupboards for the “better 
home” kitchen that was held for a month re- 
cently in his office and which sold 42 of the 
cupboards. This was just an instance of what 
can be accomplished by displaying the com- 
pleted product. 

A. P. Haake, National Association of Furni- 
ture Manufacturers, gave a talk on “When 
Will Business Really Recover, and Why?” He 
left no doubt that he was in favor of capital 
operating business, and letting the theorists 
play with fantastic ideas, but keep them out of 
business and other places where they could im- 
pose their brain children on enterprise. “Every- 
thing is now uncertain,” said Mr. Haake, “no 
more can we chart business on actualities, so 
much error and so many theories have crept 
in. There is no longer any certainty; govern- 
ment has taken control of business. What we 
now need is permanency, so one can make plans 
that are practical, and be assured that he will 
be permitted to carry through to success.” 

According to Mr. Haake individualism must 
control business or it will prove a failure. 
“There must be responsibility resting with the 
capitalist as well as the workman. They must 
be permitted to arrange satisfactory terms to 
all. Both must live and prosper, and to that 
end both must have a part in effort and re- 
sponsibility. How successful you are depends 
on the manner in which the consumer accepts 
your ideas of business. The consumer is the 
judge and jury and should he turn thumbs down, 
then you are a failure. Therefore cater to the 
whims of the consumer.” 

Tom Collins, of Kansas City, entertained the 
members with truths wrapped in comic form, 
and made easily digestible. He stated that just 
as long as people are possessed of curiosity 
there will be means available for good publicity 
in the lumber business. “Curiosity arouses in- 
terest, and so long as business men are possessed 
of enthusiasm there is no danger of business 
going to the dogs.” He closed his talk by dis- 
puting the old adage that “Old dogs can not 
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PHIL RUNION, 
Lincoln, Neb.; 
Secretary-Treasurer 








learn new tricks,” saying that “the old dog 
that can learn new tricks is the one that will 
survive.” 


Banquet Attracts Many Guests 


The banquet was held at the Fontenelle Hotel 
the evening of Feb. 23. Over 600 were present 
and witnessed a fine floor show following the 
banquet. Later in the evening all took part in 
dancing. 

Omaha Hardwood Lumber Co. was awarded 
first place for having the best and most at- 
tractive display at the convention hall. 

Friday morning G. B. Blackstone, engineer 
for the Western Clay Products Co., gave a 
talk on “Clay Products and the Retail Dealer.” 

Dr. C. J. Courtney, of the marketing division 
of Creighton University, Omaha, gave a very 
interesting address on “You Get What You 
Pay For.” Among other things Dr. Courtney 
stated: “There are three vital points in the 
retail lumber business: (1) Manner of selling. 
(2) Price chiseling. (3) Lack of co-operation. 

“The selling methods of the retailers are 
woefully weak in that they do not sell the com- 
pleted product. Instead of selling lumber and 
lime for the new home, sell that home com- 
plete, as it will appear to the possible buyer. 
Sell the idea of comfort, protection, beauty. 
The average home owner does not know the 
difference in materials, but does know when he 
or she sees a home that pleases. Cater to the 
woman in selling homes, as she does virtually 
all the buying anyway.” 


Resolutions Are Adopted 


Among the resolutions passed the closing day 
was one urging the government to extend the 
moratorium for two years, as the farmers are 
not yet out of the financial difficulties sufficiently 
to carry the burden alone. It was also urged 
that accommodations now extended city home 
owners be accorded the farmer. He should be 
permitted to borrow funds on the home to 
make necessary repairs. The selling course of 
the Merchandising Institute was endorsed. 

After short acceptance speeches by the newly 
elected officers, the convention adjourned. 





Probes Intercoastal Rates 


San Francisco, Cauir., March 4.—Acting on 
petitions expressing dissatisfaction with the ex- 
isting intercoastal rate structure, the United 
States Maritime Commission, recently an- 
nounced institution of a comprehensive investi- 
gation into rates, charges, rules, regulations and 
practices in the intercoastal steamship trade. 
The investigation involves 55 carriers engaged 
in the transportation of property in interstate 
commerce by way of the Panama Canal, as well 
as all carriers participating in their rate agree- 
ments. Respondents include all transshipment 
lines, including coastwise carriers, launch com- 
panies, bay and river transportation units and 
barge lines handling freight operating feeder 
services for intercoastal lines. 









SWIFT BERRY, Cc. L. ISTED, 
Camino, Calif.; Bend, Ore.; 
Elected President Retiring President 


San Francisco, Cauir., March 1.—Meeting 
in the Palace Hotel in this city of many attrac- 
tions—not least of which today is the aliuring 
Golden Gate Exposition—100 or more members 
of the Western Pine Association worked dili- 
gently with committees for two days preceding 
the annual session of the board of directors and 
stockholders held Feb. 24. 

Electing as president Swift Berry, general 
manager of the Michigan-California Lumber 
Co., Camino, Calif., the association directors 
launched an enlarged trade promotion program, 
a plan to increase the work of the research de- 
partment, and authorized a 33% percent in- 
crease in Western Pine’s financial support of 
the National Lumber Manufacturers Associa- 
tion. The association statistical department pre- 
dicted a 10 to 12 percent increase in Western 
Pine business over 1938. 


Staff Members are Honored 


One of the unusual features of this meeting 
was the recognition given members of the as- 
sociation staff, ten of whom have served the 
organization fifteen or more years and who 
were brought to the meeting; with the excep- 
tion of A. O. Lund, who found it impossible 
to get away long enough for the trip across 
the continent. Secretary-manager S. V. Fulla- 
way, Jr., presented the veteran staff members 
individually, and the association members gave 
them a rousing tribute. 

Western Pine members, though widely sep- 
arated from one another over a vast territory, 
extending from Canada to Mexico, have 
through their association established many 
warm friendships, and it is always the personal 
matters that they think of first. So it was 
when President C. L. Isted, on opening the 
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meeting, entertained a motion to send tele- 
graphic greetings to the association’s vice 
president, J. P. McGoldrick, Spokane, and tell 
him how much his associates miss him. 


Tribute to the Departed 


Next, a tribute to those associates who have 
passed into eternity during the last half-year 
was expressed in a moment of silence. This 
list included: 


A. G. Breitweiser, Lassen Lumber & Box 
Co., Susanville, Calif. 


P. P. Breece, Geo. E. Breece Lumber Co., 
Alamagordo, N. M. 


Ray Hart, Helena, Mont., formerly of Black- 
well Lumber Co., Couer d’ Alene, Idaho. 


Mrs. C. S. Peterson, wife of C. S. Peterson, 
Potlatch Forests, Lewiston, Idaho. 


Mrs. Huntington Taylor, wife of Hunting- 
ton Taylor, Crater Lake Lumber Co., Sprague 
River, Ore. 

Mrs. John Tennant, wife of John D. Ten- 
nant, Long-Bell Lbr. Co., Longview, Wash. 


Mrs, Margaret Weyerhaeuser Jewett, Cam- 
bridge, Mass., daughter of the late Frederick 
Weyerhaeuser and mother of George F. 
Jewett, Weyerhaeuser Timber Co. 


President Discusses Distribution, Volume 
and Prices and Housing Prospects 


President C. L. Isted, in his annual report, 
said in part: 

A year ago now, it was strongly empha- 
sized by Mr. Fullaway that a particularly 
weak spot in the Western Pine group was 
our distribution practices. Early in April of 
last year a voluminous report was made by 
the membership of a comprehensive study 
made by the association staff, placing before 
the membership a complete picture of what 
was happening in the way of undesirable 
methods that have crept into the industry 
over a period of years—this information, 
applying to both the group and to the 
individual operations. While this is a con- 
dition that the association can not correct 
collectively, it was strongly recommended 
that the individual member tackle his own 
problem in this line, and by so doing save 
many dollars for himself and put our indus- 
try as a whole on a firm, logical, and more 
economical basis, as far as the distribution 
of our product is concerned. Even though 
this matter was brought very forcibly to the 
attention of the membership a year ago, fol- 
lowed by the presentation of facts and fig- 
ures, I do feel that there is much yet to be 
done to improve our distribution problem. 
I am in hopes that upon the advice and 
recommendations of your economic commit- 
tee, a renewed effort at this time will be 
made, and that each member of Western Pine 
will tackle this thing so heroically and con- 
scientiously that, as a result, whatever weak- 
ness may still exist may be fully corrected. 


Buying Falls Off on a Declining Market 


There is also the question of the relation- 
ship between prices and volume of business, 
which calls for constant study by individual 
operators. It is true that shipments declined 
until the end of July last year, registering 
substantial losses from month to month be- 
low shipments for the preceding year, but 
August, 1938, shipments exceeded shipments 
in August, 1937, and continued steadily to 
increase during the balance of the year so 
that shipments for the last half of 1938 ex- 
ceeded the footage shipped during the last 
half of 1937 by 6%%. We had a favorable 
condition of the relation of stocks to demand. 
No doubt this improvement in supply-de- 
mand relationship had something to do with 
halting the downward trend of prices during 
the recent months. Now quoting from the 


statistical summary compiled by Mr. Zaayer: 
“The annual Ponderosa Pine index price 
dropped $3.40 below 1937. The Idaho White 
Pine index price was, in 1938, $2.43 lower 
than in 1937. The Sugar Pine 1938 price was 
$4.32 below the 1937 average.” Prices hitting 
the toboggan, as they did just as soon as 
volume started to shrink, seems the regu- 
lar course of events. The theory is some- 
times advanced, perhaps soundly in certain 
cases, that a reduction in prices will result 
in a compensating increase in volume, but 
the experience in the last year, and in fact 
over a long period of time, does not support 
this theory, but indicates that indiscriminate 
price reductions not only fail to check the 
shrinkage of volume but actually accentuate 
it. 

As to what the future year has in store for 
the industry, Mr. Isted quoted the summary of 
the Lumber Survey Committee which appeared 
in the AMERICAN LUMBERMAN of Feb. 25, 
page 17. 

Building Prospects are Encouraging to 

Industry 


Most authorities expect business for 1939 
as a whole to be better than it was in 1938. 
They base this forecast upon signs of an 
active building construction season, Govern- 
ment spending, and increased expenditures 
by railroads and public utilities. In fact, 
there are many indications pointing to ex- 
panded activity in home building in the early 
spring. Bills have been introduced in both 
the Senate and House in Washington to ex- 
tend and expand the Federal Housing Admin- 
istration’s authority to insure home mort- 
gages up to six billion dollars, or double the 
amount previously authorized. Then the in- 
dustry will have the additional help of the 
National Small Homes Demonstration pro- 
ject. This project was, I believe you all know, 
originated by the National Lumber Manufac- 
turers’ Association in co-operation with the 
National Retail Lumber Dealers’ Association 
and is participated in by more than thirty 
groups of prominent material manufacturers 
and is apparently all set and ready to go. 
The F. W. Dodge Corp. also gives us a basis 
for some further encouragement in its report 
on December construction. 


At conclusion of the general session, the 
members were given a preview of the asso- 
ciation’s newest talking film, which depicts step 
by step the construction of the “Western Pine 
Home” at the Golden Gate Exposition, which 
is attracting many thousands of visitors daily. 


The Roster of Officers ° 


In addition to electing Mr. Berry president, 
other officers were chosen for the Western 
Pine Association as follows: 

Vice presidents—J. P. McGoldrick, Spokane, 
and J. G. McNary, McNary, Ariz. 

Secretary-manager—S. V. Fullaway, Jr., 
Portland, Ore. 

Treasurer—Truman W. Collins, Pondosa, 
Ore. 

Directors at Large—J. M. Brown, Spokane; 
J. P. Hennessy, McCloud, Calif. 

Directors National Lumber Manufacturers 
Association—Swift Berry, Camino, Calif.; J. F. 
Coleman, Kinzua, Ore.; C. L. Isted, Bend, 
Ore.; R. R. Macartney, Klamath Falls, Ore.; 
Walter Neils, Libby, Mont. 


Committee Recommendations Adopted 


The recommendations of the executive and 
economics committee, as presented by President 
Isted, were approved. They included such ac- 
tivities as appointment of a committee to study 
and make recommendations in regard to possible 
amendments in the Wagner Labor Relations 
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Studies Expansion of Research, Re-phrasing of 
Grade Rules and Marking, Distribution Practices 
and Labor Laws-- Depletion of Mill and Dealer 
Stocks Indicates Stronger Market -- Supports 
Proposal for Lower Rates on Higher Minima 


law; a study to determine seasonal operations 
to classify under the Wage and Hour Act; pro- 
duction schedules of 41.8 percent of normal 
annual production for first half of 1939; further 
study of the industry’s distribution methods. 


Presents Statistical Analysis of Industry 


A statistical analysis of the Western Pine 
industry in its relations to general business, to 
the lumber industry as a whole and to other 
branches of it, as well as to building materials 
and prospective building, was presented by 
W. E. Griffee, assistant secretary-manager, who 
said in part: 

National Production, Shipments and Stocks 

United States lumber production of all 
species, which rose steadily from the 15.5 
billion feet in 1934 to 26 billion feet in 1937, 
when it reached the 1930 total, fell to 20.6 
billion feet in 1938. Shipments of lumber 
increased from 15.3 billion feet in 1934 to 


Distributors Depleted Stocks During 1938 


From 1934 to 1938, the trend of Western 
Pine shipments followed very closely the 
trend in home building. During the second 
half of 1937, however, the residential con- 
struction trend dropped faster than the de- 
cline in Western Pine shipments. Retail 
dealer stocks, as well as those of manufac- 
turers, were increased, with the result that 
dealers generally had to reduce stocks dur- 
ing 1938 by buying less than they sold. Ap- 
parently this correction was in most cases 
completed by last fall, so during the next 
few months any increase in the consump- 
tion of lumber should be reflected promptly 
in orders placed with manufacturers. Re- 
tail sales in 1938 were larger than in 1937. 
All authorities are of the opinion that 1939 
will be a better home building year than 
1938. Current business seems rather dull 
after the rapid advance during the fall of 
1938. For the past ten weeks, general busi- 
ness has marked time. Severe winter storms 





Veterans of the staff of the Western Pine Association (front row): Left to right—Vern Johnson, chief 

inspector; Alene Herald, cashier and bookkeeper; Henry Jensen, inspector; V. E. Johnston, trade promo- 

tion. (Back row): J. W. Stewart, inspector; Albert Hermann, chief research engineer; A. E. Johnson, 
inspector; N. L. Cary, manager trade promotion department; T. A. Sandoe, inspector 


25.0 billion feet in 1937, but dropped to 20.8 
billion feet during last year. Total U. S. 
stocks of lumber were cut by one half bil- 
lion feet during 1938 to about 8.5 billion 
feet on Jan. 1, 1939. During 1934, the mills 
carried an average of 8.1 billion feet of gross 
stocks, while they shipped 15.3 billion feet. 
During last year, stocks on hand were only 
600 million feet heavier than in 1934, but 
shipments showed an increase of 5.5 billion 
feet over the 1934 total, indicating a 25 per- 
cent better turnover. 


Western Pine Increases Box Lumber Sales 


The Western Pine region increased its 
share of the total national softwood ship- 
ments from 20.7 percent of the total volume 
in 1934, to 21.3 percent in 1937, and 21.9 per- 
cent in 1938. As in previous recession years, 
the movement of box lumber, which was 5 
percent better in 1938 than in 1937, was in 
part responsible for this improved position. 
Performances of the Western Pine industry, 
and of other industries, during 1938 as com- 
pared with the previous year, are shown in 
the following percent changes: Business ac- 
tivity, 23. percent decrease; all wholesale 
prices, 9 percent decrease; residential con- 
struction, 9 percent increase; total carload- 
ings, 19 percent decrease; total lumber ship- 
ments, 17 percent decrease; West Coast ship- 
ments, 23 percent decrease; southern pine 
shipments, 4% percent decrease; western 
pine shipments, 9 percent decrease. 


in the East and Midwest were partly re- 
sponsible for a slight recent decline. Most ob- 
servers feel that general business prospects 
for the spring and early summer months 
are favorable, though there is a possibility 
that European developments may have a de- 
pressing effect. Sales of building materials 
as a whole registered substantial advances 
in January and February over those of a 
year ago. 


Ponderosa and Sugar Pine Stocks Lower 


The average weekly orders received by 
the barometer group of mills during the 
first six weeks of this year showed a de- 
cline of more than 20 percent from the high 
volume during December 1938. New business 
was 3.8 percent under the volume for the 
same period in 1938. Shipments for the first 
six weeks of this year exceeded new orders 
by about 12% percent, causing a reduction 
in the unfilled order file, which, at the be- 
ginning of the year, stood at 283 million 
feet, highest level since Aug. 1, 1937. 

Western pine stocks were reduced 167 mil- 
lion feet during 1938. Gross inventories of 
all species on Jan. 1, 1939,-were 2,014 million 
feet, as compared with 2,181 million feet a 
year ago. During the first two months of 
1939, stocks will be further reduced by about 
220 million feet. The reduction during the 
first two months of 1938 was 292 million 
feet. Total Ponderosa pine stocks on Jan. 
1 were about 9 percent lower than a year 
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ago, sugar pine stocks about 14 percent less, 
and Idaho white pine stocks slightly higher, 
while the other species showed some in- 
creases. 7 

Recommendations of the grading committee, 
as presented by chairman W. E. Lamm, Modoc 
Point, Ore., were approved. They included 
changes in the wording of grading rules for 
Nos. 2, 3 and 4 common, which in past have 
enumerated all defects in such a way as to 
convey a bad impression; that special study be 
made by committee, to report to semi-annual 
meeting, on the subject of 19/16 dimension 
and 11/16 boards, and whether grade marking 
of these sizes should be eliminated, as requested 
by the West Coast Lumbermen’s Association ; 
that grading rules be established for heavy duty 
flooring ; that Western Pine Association inspec- 
tors do inspection work for the Northern Pine 
Association; that 7000 Series patterns of mould- 
ings be eliminated from lists, and everything 
but 8000 Series mouldings be treated as spe- 
cial mouldings; closer control of grade-mark- 
ing stamps. 

Recommendations of the statistical committee 
presented by Don Lawrence, Spokane. were ap- 
proved. It was recommended that further dis- 
tribution study be carried on when funds are 
available for the purpose. A new cut-stock 
form, similar to the Red River Lumber Co.’s 
price list, was recommended. 

A. J. Voye, Klamath Falls, Ore., reported for 
the traffic committee, recommending support for 
the West Coast Lumbermen’s Association ap- 
plication for lower rates, providing no greater 
minima than 50,000 pounds are established, and 
that existing differentials are maintained; sup- 
port for the Inland Empire group in its appli- 


(Continued on page 72) 
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PORTLAND, ORE., 
March 4.—Setting a new 
high in enthusiasm and 
in attendance at busi- 
ness sessions the thirty- 
sixth annual convention 
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of the Western Retail Lumbermen’s Associa- 
tion Feb. 25 concluded threé days of meetings 
devoted to informative addresses by local and 
nationally known speakers. 

While registration was smaller than last year 
at Spokane, the accomplishments of this con- 
vention are outstanding. Carrying out the 
theme of the annual meeting which was “Mod- 
ern Merchandising and Better Selling,” the 
speakers time and again aroused the delegates 
from Washington, Oregon, Idaho, Montana and 
Nevada to vociferous applause. Back of the 
speakers’ stand was a huge display and painted 
back drop of homes and the Columbia River, 
with the slogan, “Timber is a crop . . . the 
harvest is homes,” in white letters. At no time 
during the busy sessions was there a period to 
which this slogan could not apply. 

Salt Lake City was selected as the 1940 con- 
vention site. 

Important accomplishments of the meeting 
was the adoption of resolutions expressing the 
association members’ appreciation to the FHA 
for its co-operation in promoting home building 
and pledging the retailers’ united assistance to 
the federal organization in its future housing 
program; the endorsement of the Merchandising 
Institute and the recommendation of its course 
to members, and the urging of Title I extension 
after July 1, 1939, and continuation of Title 
II in its present form. The program of Small 
Homes Demonstration by the National Retail 
Lumber Dealers Association was also strongly 
endorsed. 


New Officers Elected 


Earl E. LeValley of the Columbia Valley 
Lumber Co., Bellingham, Wash., was elected 
president. New vice presidents chosen were: 

Idaho:—L. A. Wright, Bonneville Lumber 
Co., Idaho Falls, Ida. 

Montana: — eastern division — William Al- 
drich, Jr., Aldrich & Co., Billings, Mont.; 
western division; W. C. Linder, Oil Field 
Lumber Co., Cut Bank, Mont. 

Nevada:—J. R. Coffin, Elko Lumber Co., 
Elko, Nev. 

Oregon :—eastern division—C, J. Claus, 
Lakeview Lumber Co., Lakeview, Ore.; west- 
ern division—Leo L. Gorman, City Lumber & 
Supply Co., Astoria, Ore. 

Washington:—eastern division—H. A. Shaw, 
Exchange Lumber & Mfg. Co., Spokane, 
Wash.; central division— Erling Helliesen, 
Helliesen Lumber Co., Yakima, Wash.; west- 
ern division—C. B. Sweet, Long-Bell Lumber 
Co., Longview, Wash. 














Directors elected for three years were: G. 
W. Kjosness, Madison Lumber & Mill Co., 
Lewiston, Ida.; Earl W. Clute, Clute-Polleys 
Lumber Co., Missoula, Mont.; H. C. Heinsch, 
Deer Lodge Lumber Co., Deer Lodge, Mont.; 
E. D. Alger, Eugene Lumber Co., Eugene, 
Ore.; W. H. Hermsen, Shockley Lumber Co., 
Baker, Ore.; Ray W. Beil, Baird-Naundorf 
Lumber Co., Spokane, Wash.; Fred Epperson, 
Epperson & Sons, Inc., Port Angeles, Wash.; 
and D. E. Smith, Smith Bros. Lumber Co., 
Logan, Utah. 


The carefully arranged program included en- 
tertainment features for both men and women, 
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and provision for displays of many building 
materials. 


Old Guard Banquet Held 


Formal opening of the convention was pre- 
ceded by a director’s meeting and the annual 
“Old Guard Dinner,” Feb. 22, which was com- 
plimentary to officers, past presidents, and dis- 
tinguished guests. Wes Anderson of the Ander- 
son Lumber Co., Ogden, Utah, presided. 

A large crowd greeted chairman Earl E. Le- 
Valley at the first business session Thursday 
morning. Mayor Joseph K. Carson, Jr., of 
Portland, greeted the convention and made the 
following interesting remarks: 

“The year 1925 was highest for Portland 
building permits which totaled 38% million dol- 
lars. By 1934 permits dropped to $2,300,000, the 
lowest vear. In 1938 they were 6% million. Our 
average for 1921 to 1930 was 25 million a year. 


Since 1930 they dropped sharply and so did our ° 


assessed valuation which went down $80,000,000. 
We in Portland believe that taxes going up 
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retard building and we are helping building in 
two ways: by keeping the city on a cash basis, 
and by reducing our gross debt from 52 million 
to 34 million since 1930. Yearly changes of 
taxation forbid prosperity.” 

Dovill Ekles, executive secretary for Gov. 
Charles A. Sprague of Oregon, extending greet- 
ings from the governor, commented: 

“Oregon is first of all a lumber State, but 
more lumber must be sold. Housing costs are 
too high. In the month after the wage scale 
was boosted and working hours decreased build- 
ing dropped one-half and went on declining.” 
He said that proceeds of 90 percent of the tim- 
ber crops grown upon land acquired by Oregon 
would eventually return to the counties. 


"Gypsy" Merchants Criticized 


Prefacing his introduction of President A. O. 
Sheldon of the Tri-State Lumber Co., Salt 
Lake City, Mr. LeValley said that Mr. Sheldon 
operated 35 retail yards but had given his time 
to the affairs of the association. In his report 
President Sheldon said in part: 

“At our meeting in 1938 the future looked 
bad; this convention opens upon a definite note 
of optimism. Most of the major problems of 
today are as old as the industry itself. That of 
distribution is still with us and always will be. 
The dealer is still an important link and must 
be preserved. The merchant traders in one 
State alone did a yearly business of $600,000. 
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Informative Addresses Will Be 
Remembered by Westerners 


Legislation should put them on the same basis 
as other carriers. The Golden Rule is needed 
among dealers. Attempts to solve the building 
problem by pre-fabricated houses and other 
means have failed. The FHA is a solution if 
we will use it; only 30 percent of dealers are 
now represented. The increased cost of doing 
business is a problem.” 

W. C. Bell, manager of the Western Retail 
Lumbermen’s Association, in his annual report 
said little about accomplishments but spoke of 
the future. He told how Western Homes Foun- 
dation had been pushed. Referring to the age 
of the association, Mr. Bell said that J. M., 
Howard, and Jim Crawford were among those 
present, and that J. M. was close to the found- 
ers. Bell added: . 

“Problems are being solved by organized ef- 
fort. Although 1938 was disappointing, indica- 
tions point to 1939 as a good year.” 

Mr. Bell presented Alfred Collier, Carl Black- 
stock, and A. O. Sheldon with bound copies 
of Western Retailer. These past presidents were 
told the magazine contained a complete record 
of their work with the association. 

A report on the financial situation of the 
association was given by H. F. Ostergren, sec- 
retary-treasurer, revealing the association had 
a successful year. President Sheldon then ap- 
pointed committees, and chairmen as follows: 
Resolutions, E. Lee Smith, Spokane; nomina- 
tions, Robert M. Graham, Great Falls, Mont.; 
1940 convention, Fred Epperson, Port Angeles. 


Tells of After-Fire Waste 


The afternoon business session was opened 
by an address, “The Business Parade,” by 
W. D. B. Dodson, executive vice president of 
the Portland Chamber of Commerce. He spoke 
at length on the waste following the disastrous 
Tillamook fire, and of how but $30,000 had been 
appropriated for salvage and to build a truck 
road to the edge of the burn while the recent 
New England timber loss from the hurricane 
is being salvaged through a $3,000,000 appro- 
priation. 

The retail lumbermen’s part in industry trade 
promotion was discussed by Kenneth Smith, 
secretary-manager Lumber and Allied Products 
Institute, Los Angeles. He said in part: 

“The tendency is to rest on our oars and do 
nothing to fight competitive products. Is your 
business founded on identifiable standards ? Why 
sell grade-marked lumber? The answer is, in 
order to have something to sell, and bring lum- 
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Importance to Industry of Grade-Marked Lumber Stressed 
By Speaker... Need for Better Selling Related... Plywood 
Market Described... New Officers Elected 


ber up to a standard rather than down to a price. 
Practically all else sold by retail yards is stand- 
ard, and that’s why lumber sales are decreasing 
while other sales go up. The public wants marks 
to identify products. Our young lumbermen do 
not feel they have to sell lumber but the oldsters 
want to satisfy today’s buyer with lumber be- 
cause they feel it is the best product.” 

Replying to his own questions Smith told how 
Los Angeles had met the problem by adopting 
grade-marking to lessen use of substitutes and 
restore confidence. He credited manufacturers 
of southern pine with the first effort to set 
standards fourteen years ago. 


Quality Lumber Campaign Reviewed 


Mr. Smith said that in 1936 lumber got down 
to being sold for price again so Los Angeles 
decided to quit selling unmarked lumber and 
to tell the public why. At this time No. 3 was 
commonly being sold for No. 1 and at the No. 
1 price. Mr. Smith’s organization used every 
means of publicity to inform lenders, speculative 
building men, architects and laymen what con- 
stituted good lumber. Douglas fir boards and 
dimension specifications were made known to 
all and how to get them and where. 

The campaign had the support of practically 
all interested groups, it was said, and showed 
lumber can be sold on its use value. It cre- 
ated confidence in the integrity of dealers, 
stopped cheating and is proving the most pow- 
erful weapon against substitutes. Those who 
opposed the campaign do not follow best prac- 
tices of the industry. There is no sound argu- 
ment against grade-marking. Smith stated that 
No. 3 does not dominate the market any more 
as substitutes for No. 1 and 2 grades. He de- 
clared the prohibition of No. 3 by FHA was 
helpful and added that critics of FHA don’t 
know all the facts; that these regulations are 
with us to stay. He urged grades be cut to 
two, as three grades so close together con- 
fuse the public. 


Describes Pre-Cut Walls 


In the concluding part of his talk Mr. Smith 
told how Los Angeles had developed pre-cut 
walls using No. 3 Douglas fir. He said it 
costs $25 per thousand feet for labor after lum- 
ber leaves the yard in the West and $35 in the 
East. A test made with 75 carpenters putting in 
pre-cut walls showed 40 percent less labor cost. 
He said Los Angeles area_used 50,000,000 feet 
of studs last year. 

A pre-cut wall made for the West Coast 
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Lumbermen’s Association was shown at this 
point. These walls have three-fourths the num- 
ber of pieces of old type walls. He told how 
bundles containing cross pieces, door pieces, 
studs and window framing can be delivered and 
put together for less labor. The pre-built wall 
gives the builder latitude. He called attention 
to two manuals issued by the West Coast Lum- 
bermen’s Association giving facts on pre-cutting 
of lumber and urged West coast mills to push 
pre-cutting. 

Mr. Smith averred that the quality of build- 
ing construction has declined in the past 50 
years and that the FHA is responsible for im- 
provement of modern building. Today’s crafts- 
men, he declared, are not the equal of older 
carpenters. The growth of cash-and-carry yards 
has contributed to lack of standards. In one 
large city 35 to 85 percent of the No. 1 lumber 
delivered when checked by FHA turned out to 
— He urged marking of grades at the 
mill. 

At this point in his address Mr. Smith listed 





W. C. BELL, R. M. GRAHAM, 
Seattle, Wash.; Great Falls, Mont.; 
Manager Nom. Chairman 


a considerable number of markets formerly dom- 
inated by wood but which have been lost to 
other manufactured products. He declared per- 
formance and service of lumber are the two 
things the public is most vitally interested in. 


Former President Speaks 


Carl Blackstock, former president of the as- 
sociation, was introduced, and said in part: 

“Now is a good time to build. . . I would like 
to see those who are not lumbermen quit tell- 
ing lumbermen how to build. . . Our national 
association work is mostly institutional and in 
the final analysis this is the more profitable.” 

“There is no question but that business is 
looking up,” Vincent Tutching, public relations 
director of the National Retail Lumber Deal- 
ers’ Association, last speaker of the afternoon 
session, began. Mr. Tutching anticipates 25 
percent more building or about six and a half 
billion dollars for 1939. He declared residen- 
tial building should increase 30 percent, and 
that 750,000 homes are needed each year for 
the next five years. The objective of the 
Merchandising Institute is to bring tried meth- 
ods to the industry. His department aims to 
stimulate consumer demand in every way. He 
urged retailers to advertise and to combat 
the widespread belief that financing is difficult. 
The speaker said the government should not 
build houses, and stated that the Fort Wayne, 
Ind., houses didn’t even measure up to the slum 
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code and added that 
the unit cost of 46,800 
government-built homes 
was $5,555, a figure any 
contractor in _ private 
building could beat. Mr. 
Tutching said the Small Homes Demonstration 
has been going on for two years, and told the 
retailers how to conduct a local demonstration 
program, details of which will be sent on re- 
quest. He credited the national association with 
taking the lead in renewing Title 1, which in 
one year developed business of 153 million dol- 
lars and may reach 200 million. He added that 
Title 1 before expiration created $561,000,000 of 
business. 

Carl Crow, publisher, an outspoken foe of 
grade-marking, declared irreparable damage had 
been done by this program. He said lumber 
which cost the mill $20 a thousand to produce 
found no market in Los Angeles and much had 
to be sold for $7. He urged that sawmill men 
be left alone to conduct their business. 


Tells Need for Good Selling 


“It’s Fun Selling If You Know How,” was 
the subject of Hawley W. Wilbur, president 
of Merchandising Institute and general mana- 
ger Wilbur Lumber Co., West Allis, Wisc. He 
stressed the need for good selling methods and 
gave facts of a survey made at Cedar Rapids, 
Iowa, showing the great need of building and 
repairs. He outlined the careful work the in- 
stitute has done to obtain facts upon which 
to base selling methods and said the program 
is the biggest step ever taken by the lumber 
industry. Mr. Wilbur concluded: 

“Customer interest must be turned into in- 
voices. Tested selling methods have been de- 
veloped by actual contact with retail yards in 
45 States and 150 dealers have read the manu- 
script for criticism. We take the view that 
competing lines kill lumber business. Fifteen 
thousand lumber dealers should move forward 
together.” 

One of the high spots in the convention was 
hit by Mrs. Bess Gearheart Morrison, lecturer 
of Lincoln, Neb., who addressed the conven- 
tion on “The Woman’s Point of View.” She 
urged the retailers to streamline their advertis- 
ing. She declared men think with their head: 
women with their heart. She averred that in 
visits to many lumber yards only 2 percent of 
the salesmen asked her name and address. Her 
technique for talking to women included the ad- 
vice not to talk price until necessary, not to be 
technical but to emphasize, beauty, color, con- 
venience, appeal. 





Foresees Much Home Building 


The Friday afternoon session was opened by 
an address by Frederick Olzendam, representing 
West Coast Lumbermen’s Association, and di- 
rector of public relations for the Weyerhaeuser 
Timber Co., whose subject was, “Trees and 
Homes.” 

“Western Homes Foundation is one of the 
best developments and we are back of it 100 
percent,” he began. “It fans the ever growing 
spark to own a home. Ejighty-two percent of 
the homes built the past two years cost less 
than $7,000. There are 20 percent fewer forest 
employees than in previous years and they need 
steady work. With 11,000 agencies approved by 
the government to loan money for homes it is 
easier to build now than ever before. Though 
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wages are higher and working hours less bet- 
ter homes are being produced. If 11 billion 
dollars is spent for building in the next five 
years, lumber and millwork should account for 
$2,900,000,000 of this figure. We must fortify 
our country by concentrating on homes. I be- 
lieve American family ties are strengthening 
again.” 

Activities of the Western Pine Association 
were recounted by A. K. Roberts, of the pro- 
motion department. He said advertising is be- 
ing aimed at the consumer, and told of litera- 
ture and motion pictures available to dealers. 
He declared that 10,000 persons went through 
the Western Pine home at the San Francisco 
Fair the first day. Seven pine field men made 
1,000 calls each last year. 

Jamieson Parker, FHA director of Oregon, 
declared Title II is the real meat of the Fed- 
eral Housing plan and predicted that, if pre- 
fabrication comes, wood will be used. He said 
that the FHA was not in private business nor 
a lending or spending agency but was formed 


Amemcanfimmberman 


to offer financial facilities. He pointed out the 
difference between FHA and the Federal Hous- 
ing Authority. He discussed Title III; a Fed- 
eral national mortgage association to take over 
mortgages. He declared amendments now be- 
fore Congress would extend the scope of FHA. 

“The FHA aims to improve standards of 
housing gradually and stimulate business for 
immediate returns,” Parker said, adding that 
Oregon homes covered by FHA insurance are 
valued at $9,000,000. 


Industry Units Must Cooperate 


Roy A. Dailey, western manager of the Na- 
tional-American Wholesale Lumber Association, 
stressed the dependence of the three main 
branches of the industry on each other. Too 
many lumbermen are wearing coats of too many 
colors he averred, speaking of destructive com- 
petition. Dailey said 60 percent of the retailers 
buy from wholesalers. He continued: 

“Some retailers have worked up schemes to 
cheat manufacturers and wholesalers. The Na- 
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tional-American is credited with the strictest 
membership qualifications yet some of our mem- 
bers occasionally step over the line, All we can 
do is to try to persuade such members to play 
ball. Manufacturers should initiate improve- 
ments; should know the sheep from the goats. 
Associations apparently find the subject too hot 
to handle. The Federal Trade Commission is 
now looking into distribution and this is a help- 
ful sign. Formation of the National Lumber 
Trade Conference is a good step forward and 
the best hope, but the competitive situation may 
get worse before it gets better.” 

“We are all a part of Western Homes Foun- 
dation and the Red Cedar Shingle Bureau is 
very appreciative of dealers insisting on the 
Certigrade label,” R. M. Ingram, president of 
the bureau, said. 


Stands Up for Retailers 


W. E._Difford, managing director of the 
Douglas Fir Plywood Association, was one of 
the few at the convention to say a good word 





PACIFIC COUNTRIES AND ISLANDS JOIN IN GOLDEN 
GATE EXPOSITION OF LUMBER----AND PLYWOOD 


San Francisco, CAuLir., March 4.—Contrast- 
ing with the plastic buildings predominating at 
the New York World’s Fair, the buildings at 
the Golden Gate International Exposition here 
are largely constructed of wood—so much so 
that it has been aptly called an “exposition of 
wood”-—Douglas fir, redwood, western pine, and 
lauan. The accent is on “natural charm,” giv- 
ing a restful feeling to way-Fairers. 

Plywood plays an important part at the Fair, 
in both structures of conventional design and 
ultra) modern buildings with streamlined, 
rounded corners. Among the most outstanding 
is the Federal Building, which employs “outdoor 
plywood” (Super-Harbord) for the outside cov- 
ering and regular plywood for the interior 
walls. Description of this, with photographs, 
appeared in the AMERICAN LUMBERMAN of Jan. 
28, page 18. 

Nearly all the buildings utilized, in part at 
least, this hotpressed plywood from the Ho- 


Treasure Island, site of the Golden Gate International Exposition, is shown in this photograph of an elaborate scale model, accurate 


quiam (Wash.) manufacturer. Shiplapped 
edges forming giant tiles characterize the prin- 
cipal construction detail of many buildings. 
Full advantage of the extra bracing strength 
has been capitalized upon, with resulting econ- 
omy of frame construction. 

Also, ease and rapidity of construction, plus 
resistance to weathering, were large factors in 
the choice of this building material. 

Some of the sights on Treasure Island are 
the following, which are among those on a long 
list using the outdoor plywood: Mission Trails 
Court, Southern Counties Building, Livestock 
Building, Dairy Industry, Floriculture, Recrea- 
tion, Coastguard, Coliseum, Press, Women’s 
Club, Netherlands, Brazilian Pavilion, Candid 
Camera Shop, Oak Barbecue, Do-nut Corp., 
Hydrosphere, Crillo’s Kitchen & Cocktail Bar, 
Shooting Gallery, and the aforementioned Fed- 
eral Building. 

This is said to be the first fair in the his- 


tory of the world where all the countries and 
islands of the Pacific have joined hands and are 
contributing their treasures. Japan has a dis- 
play valued at one and one-half million dollars, 
consisting of a feudal castle shipped from Japan 
in 2,000 separate pieces, and reconstructed on 
Treasure Island without screws or nails. 

A new Chinese Village, valued at $150,000, 
will intrigue many eastern visitors. 

Surpassing the world-famous “Street of All 
Nations” in Suva, Fiji Islands, will be the cos- 
mopolitanism of Treasure Island, with repre- 
sentatives and exhibitions from every part of 
the Pacific—Central and South America, New 
Zealand, Australia, Fiji Islands, Hawaii, Dutch 
East Indies, Jahore, Philippine Islands—all ex- 
cept Soviet Russia. It is said to be a fifty-mil- 
lion dollar show, culminating five years of prep- 
aration. 

The San Francisco Fair opened Feb. 18 and 
will last 288 days. 





to the minutest detail. "Outdoor" Plywood (Super-Harbord) was liberally used in the construction of many of the buildings 
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Backdrop for speakers’ platform at Western Retail convention was lauded by all. 
were thirteen model houses, made on a one-half inch scale, and illuminated with small lights. The back- 
ground is lettered, “Lumber Is a Crop—the Harvest Is Homes.” 
onstrators, one a Certigrade shingle place, one was made for the West Coast Lumbermens' Association, 
All have been shown to dealers by Western Homes Foundation com- 
posed of the Red Cedar Shingle Bureau, West Coast Lumbermen's Association, Western Retail Lumber- 


and another came from Montana. 
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SANDING MACHINE 
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MY SALES 
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men's Association, Lumber Promotion, Utah Lumber Dealers’ Association, and the Montana Retail Lum- : MOTOR 
bermen's Association 


for the ability of lumber retailers. He com- 
mented: “Retailers are improving as salesmen. 
Manufacturers should do a better job. In the 
past year I have directed advertising of ply- 
wood. We found plywood is not ready to be 
advertised to the consumer so have directed our 
efforts to the dealers and 90 percent of them 
are now selling it. Dealers need to be shown 
the big market for plywood. The World’s Fair 
at San Francisco is using 10,000,000 feet of ply- 
wood and this will help to spread knowledge of 
its uses greatly. We owe much to lumber sec- 
retaries who are helping by selling plans. Cleve- 
land has built many homes of plywood. Use of 
plywood eliminates 1,000,000 gallons of moist- 
ure from a six room house and helps reduce 
many costs.” 


Selling Advice Given 


The closing business session was held the 
morning of Feb. 25. Committee reports, elec- 
tion of officers and other business preceded an 
address by Ralph W. Carney, vice president 
and general sales manager, Coleman Lamp and 
Stove Company, Wichita, Kans., whose subject 
was “Welding the Weakest Link.” This proved 
one of the most inspirational talks of the con- 
vention. Mr. Carney’s “weakest link” is the 
retail salesman, and his talk bristled with ideas, 
suggestions and analyses of retail selling. 

Some of his remarks which will be remem- 
bered are: “Better lose the deal rather than 
on the deal.” .. . “No new homes will be built 
before long without air conditioning.” ...“Lum- 
ber selling must change from passive to per- 
suasion.” “The retail clerk is the most im- 
portant link in the chain of selling.” ... “No 
product is sold until it is in the hands of the 
user.” ... .. “The average retail clerk wants 
to get away from it; feels it is not important.” 

. “Thousands of. sales are only half made.” 

. “There are two kinds of retail salesmen, 

the ‘wrapper clerk and the salesman.” . . . “What 

is a sale—when a customer goes out ‘of a store 

with more goods of better quality than he ex- 
pected to buy when he went in.” 


Throughout the convention speakers praised 
the work of W. C. Bell, managing director. 
Each half-day session was headed by a different 
chairman: including the new and old presidents, 
and Claude Bistline, Idaho Lumber & Hard- 
ware Co., Pocatello, Ida.; R. W. Beil, Baird- 
Naundorf Lumber Co., Spokane, Wash.; I. E. 
Snyder, Snyder Lumber Co., Enterprise, Ore. 


H. D. Morgan, of the Aldrich-Cooper Lumber 
Co. was general chairman. A good attendance 
of women featured the convention. 





Difficult Logging Problems 
Solved on B. C. Western 


Coastline 


Victoria, B. C., March 4.—Operations of log- 
ging companies in the southwest section of Van- 
couver Island have shown a steady increase in 
the last year or so. This area is roughly lo- 
cated between Jordan River and Cape Beale, 
and extends inland for some distance toward 
Cowichan and Shawnigan lakes. This area has 
always been looked on by logging operators as 
a section which presented difficult problems. 
Magnificent stands of fir and spruce are prac- 
tically untouched for many square miles in the 
vicinity of Nitinat Lake, westward towards 
Barkley Sound, and easterly towards Port Ren- 
frew. 

C. S. Sorenson, pioneer logger, despite the 
hazards of the dreaded western coast, which 
seemed insurmountable on the surface, is raft- 
ing logs to market through the tortuous waters 
of the Nitinat River, and the still more diff- 
cult bar off its mouth; he has moved a total 
of 148 rafts, each containing 400,000 feet, with- 
out loss. The Sorenson’s company’s Nitinat 
Lake Logging Co. is now getting ready to open 
up a railway proposition, and expects to get 
out some 20,000,000 feet this year. 

From Port Renfrew, the Malahat Logging 
Co. has laid 19 miles of track and will log 
about 30,000,000 feet each year for export. In 
the same area is the Hemmingsen Cameron 
operation, with 15 to 17 miles of track; it is 
producing about 25,000,000 feet a year. 

Into Jordan River, Connor Bros. are dump- 
ing high-grade fir and spruce logs, the output 
being about 30,000,000 feet a year. 

The Garrison Logging Co. at Kirby Creek, 
thirty-seven miles from Victoria, logs 12,000,000 
to 15,000,000 feet a year. From the same tract, 
the Boyd Lumber Co. is annually taking 8,000,- 
000 feet, this being loaded on scows for ship- 
side delivery at Victoria. Near the Boyd camp 
is the Elder Logging Co., a pioneer outfit that 
cuts 12,000,000 feet a year, booming in Muir 
Creek. In the same tract, the Manzer Pole Co. 
cuts some 12,000 cedar poles yearly. 











Any aggressive lumber dealer who is look- 
ing for new merchandising ideas will find 
the Speed-O-Lite sander a steady generator 
of rich rental revenues and more sales. Yes, 
every time you rent out your Speed-O-Lite 
to refinish old floors or sand down new 


* floors, you will take in from $3 up to $6 


rental money. So, we know it is easy to 
earn $60 or more per month on rentals 
alone. And, you will sell more lumber, and 
more floor finishing materials to many new 
customers who do their own home improve- 
ment work, 


ACTUAL SALES RECORDS 


show that for every dollar gained in sander 
rentals, another dollar is taken in for floor 
materials. Don’t pass it up. Remember, 
this high-speed, light-weight sander is so 
easy to operate, that anyone can turn out a 
job with a smooth ballroom finish. Send for 
a Speed-O-Lite on FREE TRIAL—even rent 
it out before you consider its purchase. We 
furnish signs for your window and mats for 
your local newspaper that will start you 
making money the very first day. Conveni- 
ent terms may be arranged. Write for 
Proof of Earnings at once. Don’t delay! 


* 


INCOME 
PRODUCER 


%& WEIGHS ONLY 
16 POUNDS 

*& EQUIPPED 
LIGHT 


Another sales “pusher-upper.” Easy to rent. 
Sands tables, window sills, stair treads, 
closets and hard-to-get-at places. Equipped 
with dust-tite bag and floodlight. High 
speed flexible sanding disc conforms to all 
irregular surfaces. Easily rents for $3 a day 
thus providing a double-barreled income of 
$3 plus $6 a day for the Speed-O-Lite plus a 
like amount for floor materials. Join the 
thousands of successful dealers who have 
made bigger money with Lincoln-Schlueter’s 
43 year old tested plan. 


Write Today for Free Trial Offer! 
LINCOLN-SCHLUETER 


N 


The NEW Lincoln 


PORTABLE, DUSTLESS 
DISC-SANDER 


ANOTHER BIG 


WITH FLOOD- 
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lowans Put Punch in Forum 


Report of Large Inquiries for Paint, Insulation Gives Point to Dis- 

cussion of Extending Lines--They Protest WPA Competition on 

Sand Shipped at Land-Grant Rates and Would Compel Itinerants 
to Assume Responsibility-- Coal Selling Discussed 


Counctt Biurrs, Iowa, March 6.—Business 
problems resulting from increased taxation, 
continued invasion of itinerant merchants, dis- 
cussion of “department store” merchandising 
methods and loud oral opposition to action of 
the Iowa WPA in purchasing building material 
outstate and shipping it in on land-grant rail- 
roads at cheap freight rates keynoted the thirty- 
third annual convention of the Southwestern 
Iowa Lumbermen’s Association held here 
March 2 and 3. 

New officers elected are Paul Wheeler, of the 
Green Bay Lumber Co., Red Oak, president; 
M. J. Welch, of the James Lumber Co., Ham- 
burg, vice president; and Arthur C. Anderson, 
of the Farmers Lumber & Coal Co., Council 
Bluffs, secretary. 

H. E. Mathew, of Bedford, is the retiring 
president. 

Directors elected were Clarence Wilson, of 
the Creston Lumber & Coal Co., Creston; Earl 
Smith, of the Fullerton Lbr. Co., Oakland; Jay 
Stivers, of the Crawford Lumber & Coal Co., 
Glenwood; Leland Dahlby, of the Dahlby Lum- 
ber Co., Mt. Ayer, and Charles Goessling, of 
the Shenandoah Lumber Co., Shenandoah. 


Attendance Largest in Recent Years 


With the largest number of dealers (82) and 
manufacturers’ and jobbers’ representatives in 
attendance in recent years, highlights of the 
convention developed in open forums, where no 
punches were pulled and no quarter was asked. 


Sand Is Sifted in Forum 


Apparent establishment of uniform policy on 
Platte sand, sought for over a year by lowa 
Association of Lumber & Building Material 
Dealers and the Southwestern Iowa group, was 
reported by dealers as the convention opened. 
Mr. Goessling, opening the discussion, pointed 
out that check during the year showed prices on 
sand from main pumping points on the Platte 
varied between 20 and 40 cents a ton. In some 
cases, he pointed out, sand firms were selling 
direct. “It looks now,” Goessling said, after 
announcement had been made by William 
Badeaux, State association executive secretary, 
that two of the three major sand companies 
had the day before indicated they sought a uni- 
form sand policy, “that we might possibly get 
this sand price problem ironed out. “However, 
down in my county (Page) I know that 124 
cars out of more than 200 were shipped direct— 
and not through the dealer.” 

Elmer Doolittle, owner of the Bluff City 
Lumber & Coal Company, Council Bluffs, then 
touched off the spark that keyed the whole con- 
vention. “The whole trouble,” he said, referr- 
ing to the various prices offered dealers on 
Platte sand, “has been brought about: by the 
smart practice of the WPA at Des Moines. 
They use land grant railways, and under that 
kind of competition with freight rates the dealer 
has no show of making any money. They 
(WPA) have put the wholesaler up against 
the retailer—taking advantage of the land grant 
rate—and literally put us out of the sand busi- 


ness.” 
WPA Construction Projects 


Bids for construction work on WPA projects 
should be let to dealers in the territory where 
the work is being done, Doolittle added, pointing 
out that now his office receives WPA bid re- 
quests on jobs all over the State. 

“T can tell you,” Secretary Badeaux offered, 
“that we are now attempting to clear the mail- 
ing list of the WPA, and will inform you later 


how to get your name on the bidding list for 
projects in your. trade territory.” 

“A lot of dealers are trying to make depart- 
ment stores out of the lumber yards,” spoke up 
Mitchell Garnes, of the Farmers Lumber Co., 
Adair, “and I’d like to know, does it pay?” 

Lloyd Upson, of Republic Steel, furnished the 
first answer: “Dealers I know have found it 
profitable to handle nuts and bolts. We feel, 
and so do many dealers, that with the added 
use of bolts in building, the building yard is 
the place where they should be sold. I, for 
one, like the idea of diversification!” 


Dealers Who Handle Wallpaper 


“How many dealers here handle wallpaper ?” 
asked Lyle Cassat, of the Richardson Lumber 
Co., Clarinda. A show of hands brought up 
seven. “I’ve been hearing about this trend,” 
Cassat continued, “and they say it goes well 
with the paint stock. Perhaps that is the solu- 
tion, as we seem to sell less and less lumber. 
We may have to add these lines to make up for 
the many items that are slipping away from 
us. : 

Cassat then directed the forum toward the 
problem of selling for cash, credit, or both: 
“To get more rattle in our cash registers, it 
would seem we have to make it worth while 
for our customers to pay cash. Do you dealers 
make a special price for cash, or how do you 
handle it? Do you have two price lists? Do 
you charge more for that which goes on the 
books ?” 

Mr. Goessling, whose firm operates a cash 
and carry yard in addition to the regular busi- 
ness, gave this statement: 

“We have a cash and carry yard. We handle 
the merchandise once only. There are no ex- 
changes; no returns; no split rolls of roofing 
or part bundles of shingles. “When the ma- 
terial leaves the yard we have the cash. It 
has worked out well, and we make no excep- 
tions to anyone. In one or two instances it has 
caused a bit of inconvenience; as when we have 
a man who knows his credit is good and won- 
ders*why we insist on cash. We explain that 
everything that comes out of that section of the 
yard is cash. It takes care of the unruly com- 
petition from other cash yards.” 

“Suppose you want something not in the cash 
yard?” asked Cassat. “Then what do you do?” 

“That never has come up,” Goessling replied. 
“We have a complete stock. We can build any- 
thing from material in that yard.” 

Badeaux then halted the discussion on cash 
yards, suggesting the matter might be brought 
up at a meeting to be held soon at Shenandoah. 


WPA After Small School House Jobs 


Ed Evans, of the Fullerton Lumber Co., 
Council Bluffs, reopened the WPA question by 
declaring “the WPA are now going out and 
taking little school houses away from the deal- 
ers. They not only want to dictate the labor,” 
he said, “but now the material.” 

In some instances, the discussion brought out, 
WPA representatives have instructed school 
boards not to purchase any material until the 
WPA “tries to get a better price for you.” 

Dealers have recently reported cost of doing 
business has increased from 2 to 7 percent be- 
cause of increased taxes, Secretary Ormie C. 
Lance, of the Northwestern association, told the 
convention in opening his talk on “Taxes and 
the Dealer.” 

After outlining eleven major Federal taxes 
and six major State taxes, Lance warned the 
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dealers that under Iowa law lumber dealers, 
in certain instances, are held responsible for col- 
lection of the unemployment compensation taxes 
if they have contracted with building contract- 
ors to do certain work within the building in- 
dustry. He urged close study of the tax law 
before entering into this type of contract. 

He also urged that dealers exercise their 
rights as citizens to contact school and county 
commissioners and city councils in an attempt 
to keep real estate taxes down. 

Dealers were also urged to contact State rep- 
resentatives and senators in behalf of passage 
of the itinerant merchant bill now before the 
legislature, as well as several other measures. 

Mr. Doolittle reopened the forum discussion, 
urging a revision in the State sales tax law 
which makes it mandatory that merchants pay 
the 2 percent tax on sales, not on the collec- 
tions. 

“We have to pay the 2 percent ‘float’ on 
credits on the books at the end of each quarter,” 
he said. “In other words, we pay the State 
on money which we have not yet collected, and 
it operates on our cash. If we have $10,000 
on the books at the end of the quarter, we 
take $200 and have to give it to the State.” 

A check, “the best one possible, taking in all 
considerations,” cost his firm $280 for time of 
his employees last year to collect the sales tax 
for the State, Doolittle declared. 


Secretaries Enter Discussion 


Briefly reviewing what dealers had previously 
said about WPA purchases in the State, Secre- 
tary Badeaux then told the group “we are about 
to start a WPA campaign in this State.” 

Attempts to straighten out the out-State buy- 
ing through the Iowa procurement office had 
failed, he said, so the problem is now to be 
carried to Washington. 

“Another thing I want you men to notice,” 
Badeaux added, “is the increasing number of 
manufacturers and jobbers that are now sell- 
ing direct to the WPA in Iowa. 

“The State association wants each one of 
you men to write to every one of these manu- 
facturers and jobbers and ask them if that is 
to be their future policy.” 

While the itinerant merchant bill has been 
reported out of the legislative committee to the 
floor of the house, Badeaux urged all dealers 
to contact their representatives in regard to 
securing favorable action on the measure. 

“We are having opposition from one senator 
who says it will put the strawberry raiser or 
a Mississippi River fish peddler or two out 
of business. Then there is the brother of a 
legislator who has another brother in Minne- 
apolis who opposes the bill. These were things 
which the association could not foresee, so it’s 
up to you men to contact your representative 
now !” 

The itinerant merchant bill was never in- 
tended to put anyone out of business, Secretary 
Lance declared. “The only purpose is to identify 
the itinerant merchant and give customers some 
guarantee of his responsibility—something they 
do not now have. It will eliminate no one but 
the crook. 

“Towa now. has some 51,000 established mer- 
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chants. Here we have a new system coming along, 
operating from a moving platform or truck. It’s 
something the legislature should act upon. 
These 51,000 merchants, in all lines of busi- 
ness—not just the lumber field—are established 
and are heavy taxpayers.” 


Bouquet for Collection Service 


Success of the state association’s collection 
service was related by Jack Neighbor, associa- 
tion field man, who told the group that from 
$24,500 in bad accounts sent in by dealers, over 
$10,000 was collected, at a cost of approxi- 
mately 4 percent. He urged dealers to take in- 
creased advantage of the service, which he 
said, experience shows will collect about 40 
percent of the poor accounts submitted. 


More Painting and Insulating This Spring 


Prediction that the spring of 1939 would 
bring more painting and insulating than has 
been done in recent years was made by C. H. 
Van Vlack of the agricultural department, Iowa 
State college, Ames. He based his prediction 
“on the tremendous increase in inquiries from 
farmers about paint and insulation.” The build- 
ing industry, he said, is faced with a problem 
in vapor pressure going through paint because 
of the use of fill-in insulation. The problem is 
easily solved, he said tests at the college show, 
by the use of proper moisture barriers on the 
warm side of the wall. Unless proper cog- 
nizance is taken of this factor by building ma- 
terial dealers, Van Vlack said, they face com- 
plaints of selling poor paints, lumber and insu- 
lation due to vapor causing the paint to flake 
off, wood to rot and decay and insulation to 
lose its effectiveness through absorption of 
moisture. 


Building Up a Coal Business 


How a coal business in a small community 
was increased from a net of $400 a season to 
$2,000 was explained by John Mitchell, of Glid- 
den, who attributed his success to modern mer- 
chandising methods. Mitchell said the increase 
in his business was due to pushing small, or 
egg, coal, then applying a series of merchandis- 
ing plans which include explaining to the cus- 
tomer how to burn the coal, and following 
through with servicing of the customer. 

“tts important to explain how to fire the 
coal you sell,” he said. “Then you should hook 
up with a furnace cleaning agency. If you 
don’t, you are going to lose more business, as 
customers are now demanding this service. The 
oil and gas men see that the furnaces are 
cleaned—why shouldn’t we do the same? 

“Then you should try and install automatic 
control. If householders can’t afford stokers, I 
teach them how to fire their furnace with a 
method similar to stoker firing. 

“Dealers should display coal in the office,” 
Mitchell said. “They should have a mailing 
list, and keep it up to date. They should serv- 
ice customers by actually going out and looking 
at the heating plant. If you don’t, you are going 
to lose business. 

“Make friends with the city clerk and the 
telephone lineman. He can tip you off when 
people move or new residents come into town. 
Last year we tried a plan that brought us 
some new business. We sampled fifty potential 
customers with a peck of coal, about fifteen 
pounds, and got twenty-five as regular custom- 
ers out of that fifty.” 

In four years of doing some $30,000 worth of 
coal business, Mitchell said, only once was he 
confronted with a man who wanted the price 


- CU, 


Glidden is located within thirty-five miles of 
a coal mine, out of which truckers operate to 
all communities within a hundred miles. 


Collecting the State Use Tax 


Aid of the dealers in reporting violations of 
the Iowa use tax law is needed if the State is 
to be able to collect the 2 percent tax on ma- 
terial purchased in adjoining States, J. T. Tin- 
cher of the use tax division, Des Moines, said. 
Reports should be made to the association’s 
office at Des Moines, which in turn gives them 
to the tax bureau for collection. 

“In every case reported,” Badeaux interpo- 
lated, “collection has been made.” 


Amemcanfimberman 


Asked why the State did not permit dealers 
to pay sales tax on collections made instead of 
sales, Tincher said that was a problem for the 
legislature to pass upon. 

When informed that dealers complained about 
advancing sales tax money to the State on ac- 
counts on the books, Tincher replied: “You 
should be over that hard period now. Assum- 
ing your credits run about the same the year 
around, after you advanced payment for the 
first quarter when the tax was installed, you 
should be collecting enough on older accounts 
to make up the amount each quarter now.” 

FHA activity during the first two months of 
this year has doubled over the same period of 
1938, Dale Tullis, field man for FHA at Des 
Moines, said. Loans made by FHA under Title 
2 have now passed the $14,000,000 mark in 
Iowa, he stated. Survey showed the average 
cost of houses built in the State last year was 
$3,800. “That,” he said, “shows you where your 
market is—in the lower-cost housing field, and 
not in the high-price bracket.” 

Others who spoke briefly at the convention 
were Horace Greenwood, of the Greenwood 
Lumber Co., Emerson, State association presi- 
dent, and B. E. Urheum, of Minneapolis, new 
secretary of the Northwestern Retail Coal 
Dealers’ Association. 


CLUB NEWS 


Know Lumber Better and Sell More 


WasuinctTon, D. C., March 6—The school 
for lumbermen, under auspices of Hoo-Hoo 
Club No. 99 here, at the Continental Hotel last 
Wednesday evening, heard Phillips A. Hay- 
ward, chief of the Forest Products Divi ision, de- 
liver a talk on marketing. A decline in con- 
sumption he attributed largely to improper 
methods on the part of wholesalers and retail- 
ers. Purveyors of other materials were con- 
stantly on their toes. He advised attaining a 
better knowledge of the excellences of lumber. 
The session was preceded by a dinner, as usual, 
and there were upward of forty “pupils.” 

















Cincinnatians Prepare for Election 


CINCINNATI, March 6.—Committees were 
named tonight, at the monthly meeting of the 
Cincinnati Lumbermen’s Club in Hotel Metro- 
pole, to prepare nominations for the election the 
first Monday in May. John H. Bade presided. 


Club Scheme "Runs" Up Attend- 
ance; Forest Fire Prevention 


Planned 


SPOKANE, WASH., March 4.—Spokane Hoo- 
Hoo crowded to the meeting yesterday noon— 
the first result of organization of the member- 
ship into eight “baseball” nines, captained 
mostly by the younger members, who are 
credited with a “run” for each member of their 
nine attending. Robert Wallis, representing the 
Spokane Red Cross, suggested the possibility 
of a co-operative effort by the Red Cross, the 
Hoo-Hoo Club, the Timber Products Bureau 
and the Forest Service in an attempt to educate 
the public as to. the value of forest fire pre- 
vention. O. C. Bradeen, of the Forest Service, 
said it would do its part, and John Bemis said 
radio stations would be glad to sponsor the 
school essay contest, to be a part of the plan. 








Loadings of Revenue Freight 

A report of the car service division of the 
Association of American Railroads. shows that 
revenue freight for the two weeks ended Feb. 
25, totaled 1,140,680 cars, as follows: Forest 
products, 49,871 cars (an increase of 794 cars 
above the amount for the two weeks ended Feb. 
11); grain, 57,472 cars; livestock, 21,055 cars; 
coal, 261,070 cars; coke, 14,742 cars; ore, 16,828 
cars; merchandise, 282,215 cars, and miscel- 
laneous, 437,427 cars. The total loadings for 
the two weeks ended Feb. 25 show a decrease 
of 16,028 cars below the amount for the two 
weeks ended Feb. 11. 
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“Most prospects want to be sure 

that the fireplace they build is a 

good heater, and that it is thoroughly 
reliable,” says this dealer. ‘““That’s why 
IT IS EASIER to sell them a Heatilator 
Fireplace. The Heatilator gives complete 
satisfaction. It has proved itself in thou- 
sands of homes and camps.” 


You’re right, Mr. Dealer. And the 
Heatilator gives you these selling points 
to talk about: 


1. Circulates heat, warms even ad- 
joining rooms. 

2. Will not smoke. 

3. Cuts dollars from heating bills. 

4 


. Makes 
longer. 


5. Easier to build. 


WRITE TODAY for prices and com- 
plete dealer information. 


HEATILATOR COMPANY 
883 E. Brighton Ave. Syracuse, N. Y. 


HEATILATOR Fireplace 


camps usable weeks 








HE SCREEN DOOR GRILLE 
SENSATION- CUSTOMERS GO 
FOR THIS BEAUTIFUL GRILLE 


ATTRACTIVE SERVICEABLE ECONOMICAL 

















Grille is different. It has everything 
NU -WA —beauty, service, price, simplicity of 

installation. Ornamental uprights re- 
movable or adjustable. Furnished with either 9 or 10 
uprights. Height 24-in. Also in 36- in. height. Black 
Enamel or Antique Bronze finish. Nu-Way grille may 
be split to equip any screen door. Also furnished in 
knocked-down stock. Nu-Way is a fast seller. Profitable. 


EASIER TO APPLY 
Nu-Way grille furnished completely 
assembled, including screws and 
illustrated instructions, ready for 
anyone to install in 10 minutes. End 
cap used as shown as left when in- 
stalling on inside edge of screen door 
stile. At right, when attached 
against screen on outside of door. 


WRITE TODAY 


We also furnish Nu-Way push 
bars, and grilles of many other 
types. Write for catalog and 


prices. Dept. G 


MACKLANBURG-DUNCAN CO. Sktanoma 


OKLAHOMA 
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Predictions of Building In- 
crease Are Coming True 


Big Milwaukee Housing Project 


MILWAUKEE, Wis., March 6.—A_ $375,000 
low-cost housing project, consisting of 86 FHA 
approved homes, has been started on Highway 
41, about two miles south of Milwaukee. It is 
said that the project is the largest private home 
building enterprise in Milwaukee County in 
recent years. The project is under sponsorship 
of Van Dyke Bros., building contractors who 
for several years have done extensive building 
on the north side of Milwaukee. It is estimated 
that about 50 of the 86 proposed structures 
would be completed this year. The model home 
will be opened for public inspection Sunday, 
March 12. Most of the structures will be of 
colonial architecture, with the design varied for 
each individual residence. Homes are com- 
pletely insulated and each is being built with 
garage attached. They will be four and five 
room dwellings, heated by hot air and with 
electric kitchen ranges installed. Surroundings 
will be landscaped. 





Loans Forecast Big Chicago 
Building Season 


Dollar volume of mortgages upon which in- 
surance was asked at the Chicago office of the 
FHA in February was the second highest ever 
recorded for a single month since inception of 
the National Housing Act in 1934, it was an- 
nounced yesterday by John R. O’Connor, State 
Director of the FHA. During the short month, 
in which there were two holidays when the local 
office was closed, there were 1,035 applications 
for insurance on mortgages totalling $5,530,800. 
Only in August of last year, at the peak of the 
1938 building boom was this figure topped, he 
said. During that month there were 1,060 ap- 
plications on mortgages totalling $5,585,550. 

The volume of applications for February this 
year, Mr. O’Connor reports, more than tripled 
that for February, 1938, when 368 applications 
were made totalling $1,897,702. The month also 
showed a substantial gain over January, 1939 
when there were 842 applications received for 
a total of $4,615,000. For the first time appli- 
cations for mortgages covering new construc- 
tion were in a larger amount than those asked 
on existing properties, 541 of the applications 
in an amount of $3,139,500 being on mortgages 
covering construction which will begin almost 
immediately as against 494 totalling $2,391,300 
covering existing structures. 

“This goes far to confirm,” Mr. O’Connor 
said, “predictions which we have been making 





for several months, that the coming spring will 
show a wide expansion in FHA underwriting 
activity and building in general. We thought 
that 1938, which was a record shattering year 
for FHA, was pretty good, but indications 
now point to a volume far in excess of last 
year.” 





This Pleasures Building Owes 
Its Good Looks to Wood 


New Or eans, La., March 6.—That frame 
gymnasiums, whether for school or other use, 
must look like warehouses, is refuted by accom- 
panying pictures of the Belle Chasse (La.), au- 
ditorium, recently completed by the Plaquemines 
Parish Board of Education. This attractive 
structure was designed by Numa C. Hero, of 
Gretna, La., engineer for the Jefferson and 
Plaquemines Drainage District, who also super- 
vised the construction. 

The building is constructed mainly of south- 
ern pine, longleaf being specified only where 
cross-bending strains were to be encountered. 
or materials were to be exposed to the weather. 
About 75,000 feet board measure was used. The 
materials were supplied by the Davis-Wood 
Lumber Co. and the Davis Manufacturing Co., 
both of New Orleans, the Mayronne Lumber 
& Supply Co., Marrero, Louisiana, and the 
American Creosoting Co., New Orleans. 

The southern colonial design of the building 
was made to conform to the famous plantation 
home of Judah P. Benjamin, celebrated Confed- 
erate leader, which it adjoins. 

The building is 102 feet by 60 feet, with an 
18-foot ceiling. It has a clear floor space of 
77 feet by 60 feet, which has an all-purpose 
hardwood flooring, finished as a dance floor. 
The auditorium has a seating capacity of 700, 
and in addition to its use for basket ball, shuffle 
board, dancing etc., it will be used for theatri- 
cals, for which a stage has been provided. 

The lighting is ultra-modern, a combination 
of direct and indirect, so controlled as to afford 
suitable light either for the fastest ball game 
or for dances. Heating is through a warm air 
forced circulating system worked out by the 
Air-Flow Co., of New Orleans, rendered so 
noiseless by special installation features that its 
operation goes unnoted even when the building 
is empty. 

Labor on the building was _ contributed 
through the WPA, and the total cost, includ- 
ing drainage, site landscaping and an under- 
ground cistern, amounted to $31,000, which is 
cited by Mr. Hero as comparing very favor- 
ably with the contract work. 


This fine-looking gymnasium-auditorium, described in story above, is ultra- 
modern in its lighting and forced-air heating equipment, and has provision for 


sports, dancing and theatricals. 


It is of wood construction, and has large 


77x60-foot clear space floored with hardwood 
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Building-Loan Volume Grows 


The largest dollar volume of home lending 
in any January for nine years was done by the 
savings, building and loan associations this 
year, the United States Building and Loan 
League reports. Their $55,567,000 estimated 
loan disbursements represented a net gain of 
13.2 percent over January, 1938, and more than 
half of the gain was accounted for by loans for 
building new homes, the rest of it by loans to 
buy existing properties. 

A total of $19,488,000, or 35 percent of the 
month’s lending, went directly for construction 
of some kind, either the building of an entirely 
new house or the remodelling of an old one. 
This continued the emphasis upon job-making 
activities which has prevailed the past six 
months in the savings and loan associations’ 
lending programs. 

Clarence T. Rice, Kansas City, Kansas, pres- 
ident of the League points out that organized 
efforts to keep home building going on in winter 
as well as in the more seasonable months have 
had their part in maintaining the high percent- 
age of savings and loan mortgage money di- 
verted to these channels. As examples he cites 
the $1,264,000 construction loans by associations 
in New York state, and the $1,821,000 by those 
in Ohio as well as the $2,756,000 in California 
where home building is always in season. IIli- 
nois also made a creditable showing with $859,- 
000 in construction loans by savings and loan 
associations in January. 





Small Homes Going Up in 
Empire State 


New York, N. Y., March 6—The record 
number of 6,850 small homes are under con- 
struction in the metropolitan area, according to 
announcement here by New York State FHA 
Director Thomas G. Grace. Business of the 
FHA organization in the district during Janu- 
ary and February had increased $6,644,300 over 
the corresponding 1938 months, he said, adding 
that at no time in FHA history in the area had 
there been more home building. The total obli- 
gation in insurance assumed by the three ad- 
ministration offices in the district for Janu- 
ary and February was announced as $11,193,200, 
as against a corresponding 1938 figure of 
$4,448,900. 





Makes Low Bid on Large 


Housing Project 


New OrteEans, LA., March 6.—R. N. Farns- 
worth & Co. submitted the low bid of $2,478,980 
for the construction complete, including demo- 
lition of existing structures and landscaping, of 
the Magnolia (negro) slum clearance housing 
project. Bids were opened Feb. 28 by the New 
Orleans Housing Authority. The project in- 
cludes 55 residential structures, 732 units and 
2,846 rooms. Considerable lumber will be used. 
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PROGRESSIVE LUMBERBUILDING SUPPLY DEALERS 


INCREASE FIREPLACE PROFITS 
amd ends of customts 


by Aéconmending- 
SUPERIOR 


HEAT ‘CIRCULATOR 


































Arrows show warm air circulation from the Superior Fireplace. 
Burns Coal, Wood Through this method uniform temperature is maintained throughout 
or Gas the room and adjoining rooms. For mild climates no other heat 

facility is necessary. 


THE SUPERIOR HEAT CIRCULATOR 


is smokeless in operation because it is a double-walled metal form made to proper angles 
and dimensions around which the fireplace is built. 


It cuts fuel bills and increases fireplace heat delivery 4 or 5 times because the heat pene- 
trates through the metal lining into the chambers surrounding the firebox and smoke dome, 
removes cold air from floors, delivering warm air into the room through front warm air 
outlet grille instead of being lost up the chimney. 


SUPERIOR MODEL “A” HEAT CIRCULATORS have the following exclusive 
advantages: 


G 
Pat. No. 1987252. 
Other Patents Pending. 


X-RAY PICTURE 


A complete double walled form consisting of 

























—More heat Delivery—one-third to one-half more heating surface over which the air passes. 


reinforced firebox, smoke dome and damper. —Larger volume of air circulation and a more uniform room temperature because cold air inlets and 
Made in sizes 24” to 59” wide. warm air outlets are three times larger. 
(A) Front warm air outlet, also showing air flues —No dead air pockets. A series of air flues connecting lower back heating chamber with upper. 
connecting lower back wall with upper f . , i 
heating chamber. —Longer years of service because of patented reinforced firebox and 3/16” boiler plate back. The larger 
(B) Side outlets may open into living-room or volume of air and its even distribution over all heating surfaces reduces deterioration of metal from 
other — — to the fireplace or be excessive heat. 
carried to secon oor. ° 
(C) Reinforcing and baffle plate welded to inner Book mailed upon request 
lining. 
(D) Reinforcing plate welded to inner lining. 48-page Fireplace Plan Book showing 50 fireplace designs and 30 four- and five-room floor plans for one- 
(E) Air intake at floor level. and two-story homes and cabins and how to heat them with one Superior Fireplace. 


(F) Double thickness of iron prevents expansion 
and contraction from breaking at bended 
back. : 

(G) Reinforcing ‘'T’’ irons provide air space 
between fire and back wall, prevent over- 
heating, warping and scaling. 


Particularly suited for heating basement playrooms, large living rooms and one and two story 
small homes and cabins. 


Immediate shipment can be made from the following Superior Warehouse points. 
Send all orders and correspondence to our Los Angeles office. 








| Advertised in Western and National Home Magazines 





Birmingham, Ala. Jacksonville, Fla. St. Louis, Mo. Great Falls, Mont. Dallas, Texas 
Phoenix, Ariz. Boise, Idaho Detroit, Mich. Reno. Nev. Houston, Texas 
Little Rock, Ark. Indianapolis, Ind. Minneapolis, Minn. Portland, Ore. Salt Lake City, Utah 
San Francisco, Calif. Kansas City, Mo. Billings, Mont. Memphis, Tenn. Seattle, Wash. 
Denver, Colo. Milwaukee, Wis. 
& * = Be sure to have on display at all times SUPERIOR 34D MODEL A—the best selling model. = = & 


Customers like to see what they buy. Order yours NOW! 


SUPERIOR FIREPLACE CO. tos ancsizs cauroaa 


MANUFACTURERS OF 
Superior Fireplace Circulators, Glow-Gas Fireplace Circulators, Fireplace Grates, Form Dampers. Blade Dampers, Stay-Put Clean-Out Doors, Ash Dumps 
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A short recess was called so that the Chicago class shown here and below could be photographed 


22 Men Learn Modern Way to Sell 


Record Enrollment Studies J-M Nine-Day Course in Chicago 


Mastin, T. H. Russell, J. F. Schaffhausen, J. P. 


It is always a pleasure to sit in on the 
Johns-Manville National Housing Guild school 
and witness the genuine enthusiasm with which 
the “student” lumbermen absorb the valuable 
information that is presented by the capable 
staff of instructors. This year the course in 
Chicago from Feb. 24-March 4 attracted the 
record-breaking attendance of 422 men, and the 
keen attention which they gave at every session 
was indeed stimulating. It was visibly evident 
that the retail lumber and building material 
business is ON 1TS WAY to the most efficient 
and successful merchandising that has ever 
been done! Four hundred and twenty-two men 
would not voluntarily take a stiff course in 
consumer sales and management training unless 
they wanted it and intended to use the knowl- 
edge afterwards in their businesses. One must 
remember, too, that the Chicago school is one 
of the seven being sponsored by Johns-Man- 
ville this winter throughout the country. 
Courses have already been given in Dallas, 
Tex., Cleveland, Ohio, and Oakland, Calif. 
Schools are yet to be held at Atlantic City, 
March 10-18; Atlanta, Ga., March 24-April 1, 
and in Niagara Falls, Ont., April 14-22. 

The faculty of the 1939 course is again headed 
by Arthur 
Guild Training Course, who has had broad ex- 
perience in the retail lumber business. Mr. Hood 
is recognized throughout the industry as an au- 
thority on the merchandising of building ma- 
terials. Assisting him in the schools are: D. L. 
Pomerantz, H. D. Bates, A. W. Bergman, E. F. 
Boyle, R. S. Brookings, A. A. Haniford, G. D. 
Kellogg, A. D. Lierman, H. F. Lotz, D. W. 


A. Hood, Director of the Housing: 


Schock, Jr., H. L. Steiner, W. G. Wendland, 
W. R. Wilkinson and J. L. Wood. 


Beginners Get Brief Digest 


The opening two days of this year’s course 
is for those sales managers, company execu- 
tives, and consumer salesmen who are attending 
their first Housing Guild School. During these 
two days, they are given a thorough grounding 
in the fundamentals of the Guild system and a 
boiled-down resume of previous courses. He- 
ginning the full week of study, the managers 
and executives receive a special management 
course in addition to intensive training in con- 
sumer selling and estimating. The “freshman” 
salesmen are given a practical course in con- 
sumer salesmanship in their last six days during 
which they are taught every detail from secur- 
ing the first interview with a prospect to closing 
the sale. 

A special feature of the 1939 edition of the 
J-M school, which is now four years old, is 
the special training afforded to those whose 
markets are primarily rural or small town. 
Directing this phase of the course is Harold 
D. Bates, assistant manager of the Housing 
Guild division, who has seventeen years of 
experience in selling building materials. He is 
assisted by J. I*. Schaffhausen, Johns-Manville 
agricultural engineer. Mr. Bates discusses 
potential sales, market analysis, and the differ- 
ences in sales technique between small town 
and farm merchandising and that used in cities. 

The information which Mr. Schaffhausen is 
delivering at the seven schools amounts to a 


concise course in agricultural engineering, and 
the response of lumbermen has indicated their 
appreciation of receiving such helpful data. 
Among the subjects of particular value dealt 
with by the speaker was one of farm building 
analysis in which the students were taught how 
farmstead structures are built and why. They 
learned sound structural points which will 
enable them to sell better buildings to their 
rural clientele. Another topic given consider- 
able attention was preparing the men to go back 
home and show customers how inexpensively 
present buildings can be remodeled into more 
serviceable, modern and comfortable units. 

A special lesson in the rural and small town 
course was given by J. L. Wood, general credit 
manager of Johns-Manville, and concerned the 
peculiarities of small community and country 
credit. Mr. Wood was a regular instructor in 
the management course for executives and 
taught them how to organize financing for new 
homes, repairs and modernization. Salesmen 
learned the use of monthly payments for more 
effective selling. 


Advised About Advertising 


A. D. Lierman of the sales promotion depart- 
ment of the company gave the dealer students 
valuable advice on tested advertising. Hints 


were offered on effective drafting of merchan- 
dise ads for local use, and other information 
designed to aid lumbermen to publicize their 
products was suggested. 

The small town retailers were also told the 
sales possibilities in getting a 
campaign 


“Main Street 


Modernization” started in their 
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localities. Examples were given where such 
projects have been carried on to the mutual 
benefit of property owners and dealers. 

The beginners’ course at Chicago registered 
296 men, whose ranks were increased by 126 
fellow lumbermen during the final full week. 
These figures show that 30 percent of the 
enrollees came back for more training after 
taking the course in a previous school. 

For the first time at a Guild School a round 
table discussion was held the night of March 1. 
Headed by five dealers in the school, the ses- 
sion was voluntarily attended by 200 men. The 
previous night a special estimating course for 
those who wished additional instruction on the 
subject of estimating home improvement and 
packaged new homes attracted 360 students. 

Including the Chicago school, 1,400 lumber- 
men have been trained so far in 1939 by the 
Johns-Manville National Housing Guild. This 
figure boosts the total for the three previous 
years and to date this year to about 4,400! 

A feature of the final afternoon session was 
the presentation of the two-act play, “Picking 
the Picture,” written and produced by J. L. 
Wood, general credit manager. Mr. Wood and 
H. D. Bates each doubled in roles, and were 
assisted by D. W. Mastin and R. S. Brookings. 

The Chicago school concluded as in other 
years with a banquet and graduation of the 
enrollees at which they received their diplomas. 
P. A. Andrews, vice president of the Johns- 
Manville Sales Corp., came from New York 





J. L. WOOD, 
New York City; 
Teaches Credit 


A. A. HOOD, 
New York City; 
Directs School 


City to act as toastmaster for the occasion. Mr. 
Andrews said how much it meant to his com- 
pany to have such a large number of lumber 
yard managers and employees anxious to take 
its course to fit themselves for better selling, 
and complimented the staff of instructors. He 
introduced four dealers who spoke briefly of 
their personal experiences in using the Guild 
sales plan, how they solved any local problems 
which confronted its successful practice, and 
how enthusiastically they could whole-heartedly 
endorse the Guild idea. The speakers were: 
H. L. Hibbs of Krause & Managan, Inc., Lake 
Charles, La.; Dennis F. Lloyd, Beaver Lumber 
Co. Ltd., Moose Jaw, Saskatchewan; Lyman 
B. Mead, Mead Lumber & Coal Co., Columbus, 
Nebr., and T. E. Davidson of Southport Lum- 
ber Co., Southport, Ind. 

Mr. Andrews referred to the splendid accom- 
plishments of Mr. Hood, to whom he gave full 
credit for originating the Guild plan and Guild 
schools and placing the merchandising of build- 
ing materials on a high standard that can not 
fail to be reflected in more profitable business 
for dealers and greater satisfaction to custom- 
ers. It was with genuine pride that Mr. Hood 
asked seven members of the school to rise, who 
in the past year made 100 or more package 
sales. He also presented a watch to Carl R. 
Krause, of the N. J. Braun Lumber Co., Jeffer- 
son, Wis., who had used his knowledge of the 
Guild plan and effected 100 package sales. 
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R-B ROLL-OFF BED rour-rotter tvPe 


FOR ALL MAKES and SIZES OF TRUCKS, TRAILERS, LOADING WAGONS 


THOUSANDS of satisfied 
users are keeping their 
trucks ON THE GO. 


FOR MORE THAN 20 YEARS R-B rollers have been shipped to thousands of 
umbermen throughout the U.S. A. and to foreign countries under agreement 
to refund the purchase price if unsatisfactory in any way. 


NOT ONE HAS EVER BEEN RETURNED 


Our 20-year experi- 
ence is available to 
you. Write NOW for 
catalog and prices— 
or better, give us 
the make and model 
of your truck. We'll 
be glad to suggest 
the proper roller 
equipment for it. 


‘» THE R-B COMPANY “cucic4.c° Kansas City, Mo. 


WIN HARBORS LUMBER CO. 


Backed by 75 years of lumber family tradition 
————_ Rail Shipping Departments: ————————, ->——Water Shipping dept.—, 





























SEATTLE, WASH. CHICAGO, ILL___  ___ABERDEEN, WASH. 
West Coast Rail ee Southern Pine, Hard- Main Office 
handled thru Seattle office. woods, Ponderosa Pine, 
Idaho White Pine and BRANCHES: 
WACO, TEXAS—Jack Ray West Coast Woods. New York 
Baltimore 
Factory Lumber, Industrial Items, Finish, Plywood, Boston 
Timbers, Shingles, Siding. San Francisco 
Los Angeles 











Famous Grays Harbor Timber -- West Coast Woods. 
Exclusive Agents Railroad and Car Materials for 20 Mills 
Mixed Cars . 





. . Full Cargoes 


.. Waterborne Parcels . 


Push This Profit Line 
All Through ’39 















Don't put it off any longer, Mr. Lumber Dealer. Get into this 
profit-paying ladder business now. Renewed building and 
remodeling activities mean EXTRA demands for ladders. 
Handle, push and feature the famous Babcock line. These 
better ladders are ready, steady sellers. Strongly built, 
light in weight, easy to handle, sturdy enough to stand lots 
of hard usage, they're very reasonable in price for the extra 
value they offer. 





Let this Ladder 

line lead you to 

more sales and 
profits. 


There’s a Babcock for every ladder need. A great variety 
of models and sizes. Get them on display and they help 
to sell themselves. Let us suggest an assortment. Let us 
send you a copy of the latest catalog of Babcock Air-Dried 
Spruce Ladders, with prices and full information about this 
big business-building opportunity. Write today. 


The W. W. Babcock Co., Bath, N. Y. 
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23 and 24—Southern Pine Association, 
New Orleans, La. Annual, 


tion, Memphis, Tenn. Annual convention will 
be a cruise to Cuba on S. 8S. Rotterdam. 


April 10-13—Lumbermen’s Association of Texas, 
Beaumont, Tex. Annual. 


April 14-15—Florida Lumber & Millwork Associa- 
tion, Hollywood Beach Hotel, Hollywood, Fla. 
Annual, 

April 20-21—Arkansas Association of Lumber Deal- 
ers, Marion Hotel, Little Rock, Ark. Annual. 


May 4-5—Associated Cooperage Industries of Amer- 
ica, Jefferson Hotel, St. Louis, Mo. Annual. 
May 9-10—National Retail Lumber Dealers Asso- 
ciation, Raleigh Hotel, Washington, D. C. An- 

nual, 


May 11 and 12—Kansas Lumbermen’s Association, 
Masonic Temple, Salina, Kan. Annual. 

May 25-26—National Association of Commission 
Lumber Salesmen, Hotel Peabody, Memphis, 
Tenn. Annual meeting and National Forest 
Products Sales Congress. 

June 6-7—National-American Wholesale Lumber 
Association, Westchester Country Club, Rye, 

N. Y¥. Annual, 

June 14-16—South Dakota Retail Lumbermen’s 

Association, Rapid City, 8. D. Annual. 





Annual SPA Meeting Program Full of 
Industry-Important Discussions 


New Oreans, La., March 6.—Vital subjects 
of concern to the entire southern pine industry 
will be discussed at the twenty-fourth annual 
meeting of the Southern Pine Association, here, 
March 22-24. The program as announced by 
H. C. Berckes, secretary-manager, includes ad- 
dresses on business and industrial problems by 
speakers of national reputation, and considera- 
tion of important lumber industry affairs in 
meetings of committees, the directors, and at 
sessions of manufacturers. 


A few of the matters to be presented for dis- ° 


cussion and decision are: freight rate structure 
affecting the southern lumber industry; recom- 
mended changes in the official grading rules for 
southern pine; problems in marketing of south- 
ern pine resulting from wage-hour law, and its 
effects on the industry, and matters connected 
with the action of the SPA executive commit- 
tee, Feb. 15, in making available to all southern 
pine manufacturers at actual cost the complete 
inspection, grading and grade-marking service 
of the association. 

The first day’s program provides for meetings 
of the various committees, and of the directors. 

President W. T. Neal of Brewton, Ala., will 
address the opening general meeting the morn- 
ing of March 23. He will be followed by 
guest speakers, one of whom will be F. A. 
Silcox, chief of the U. S. Forest Service. 

The forenoon of March 24 will be consumed 
by a general session of the Southern Pine Indus- 
try Committee of which C. C. Sheppard, Clarks, 


Amenmcanfiumberman 
Associations’ Plans and Activities 


Meetings to Be Held 


March 22, 
Roosevelt Hotel, 


March 26-31—National Lumber Exporters’ Associa- 


La., is chairman. In addition to Mr. Sheppard’s 
address, R. C. Fulbright, Washington, D. C., 
SPA general counsel, and W. D. Parlour, man- 
ager of the wage-hour department of the asso- 
ciation, will speak. 

Election of officers and directors, who will be 
nominated by State delegations, will be ratified 
by the stockholders and directors at luncheon 
on the last day. 





City's Lumbermen Study Mutual 


Problems 


New Or.eAns, March 6.—Formation of a 
special committee to consider and act on mu- 
tual problems was effected at an executive meet- 
ing Feb. 28 of New Orleans retail lumbermen 
and mill and commission salesmen. Members 
include B. L. Johnston, of Madison Lumber Co., 
chairman; Earl Williams, commission sales- 
man; E. B. Baldinger, of Baldinger Lumber 
Service; E. P. Boh, of Freirichs Lumber Co.; 
A. J. Evans, of Evans Lumber Co.; and, R. N. 
Templeman, of Templeman Brothers, Inc. 





A WARNING TO 
SUBSCRIBERS 


Two or three times recently, AMERICAN 
LUMBERMAN has been informed by sub- 
scribers in the South that they have paid 
for subscriptions and obtained a receipt 
made out to the United Trade Press, New 
York, Kansas City and Chicago. Each of 
these receipts was signed by an _ indi- 
vidual, in one instance by “D. Roberts.” 
Another concern in the South reports 
that it was solicited for a subscription to 
the AMERICAN LUMBERMAN by a young 
lady, that the subscription was given and 
the money paid for it. 

Needless to say, in each case the con- 
cern was imposed upon, as these solici- 
tors were fraudulent. Readers renewing 
their subscription to the AMERICAN LuM- 
BERMAN are urged not to pay cash or 
give checks for their subscription to any- ~ 
one who can not show proper credentials 
from the Chicago office. It may be pos- 
sible that other instances of this kind 
have occurred that have not yet been 
reported. It is earnestly requested that 
the AMERICAN LUMBERMAN be advised 
promptly of cases where concerns are 
approached by non-accredited solicitors, 
and where cash or checks are given. Any 
subscriber who has been defrauded and 
who can supply proof will be protected 
and proper credit will be given by 
AMERICAN LUMBERMAN. 
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Annual Convention of Arkansas 
Dealers Is Set for April 20-21 


LitttE Rock, ArKk., March 6.—Announce- 
ment is made by L. M. Hawkins, secretary of 
the Arkansas Association of Lumber Dealers, 
that the 35th annual convention of the organiza- 
tion will be held at the Marion Hotel, here, 
Thursday and Friday, April 20 and 21. The 
program committee is at work arranging for 
speakers, discussions and displays to make the 
meeting interesting and helpful to those who at- 
tend. There will be three business sessions. 
The annual past presidents’ luncheon will be 
held at the Marion Hotel, Thursday noon. The 
banquet and dance will be held Thursday night. 





For National Retail Annual, Tentative 


Program Is Set 


WasHrIncTon, D. C., March 8.—Don A. 
Campbell, president of the National Retail Lum- 
ber Dealers’ Association, spent some time here 
last week going over with Secretary Carnahan 
plans for the annual meeting of that organiza- 
tion. The meeting will be held in the Raleigh 
Hotel here, May 9 and 10. The program has 
been set tentatively as follows: 

Monday morning (May 8)—Registration at 
Raleigh Hotel. 

Monday afternoon—2:00—Meeting of the 
executive committee, Room 109. 

2:00—Secretaries’ Conference. English Room. 

Tuesday morning—9:00—Breakfast meeting, 
board of directors. 

10:00—Round-table discussion, 
rectors. 


Tuesday afternoon—2:00—-Board of direc- 
tors meeting, open to public. One or two 
prominent speakers. 


Wednesday morning—10:00—General meet- 
ing, open to public; special invitation to man- 
ufacturers of lumber and building materials, 
for joint discussion of industry problems and 
housing. 

Wednesday afternoon—2:00—Board of di- 
rectors meeting, selection of officers and clos- 
ing of general business. 


In a communication to the board of directors 
Mr. Campbell said: 

This, of course, is subject to change and 
advice from Chairman Lance of the Secre- 
taries’ Conference. I gather the impression 
from my visits to the various conventions 
that there will be considerable interest in our 
National meeting. In view of the World’s 
Fair in New York, we are anticipating a very 
good attendance, and in view of our intention 
to have joint meetings with the manufactur- 
ers, we are tentatively considering the stag- 
ing of an exhibition of manufacturers’ prod- 
ucts in the ballroom of the Raleigh Hotel, 
which, you will recall, is quite a large space. 
A printed program of our convention will be 
mailed to you as soon as it is prepared. 


board of di- 





LOS ANGELES, California 
ST. PAUL, Minnesota 











Damudo Products 


FAST, COURTEOUS SERVICE BY TRUCK and TRAIN 
Straight or Mixed Carload Shipments 


PAMUDO PLYWOOD ... DOORS ... FRAMES 
MOULDINGS, SASH & GLASS. 


KANSAS CITY, Kansas 
CHICAGO, Illinois 


PACIFIC MUTUAL DOOR CO., 


. WALL BOARD 


BROOKLYN, New York 
NEWARK, New Jersey 


NATIONAL DISTRIBUTION 








WAREHOUSES 


For Orderly 
Distribution 
to the trade 


BALTIMORE, Maryland 


TACOMA, 
WASHINGTON 
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I think it would be highly desirable if each 
of the secretaries could arrange for a dele- 
gation from his territory to represent his as- 
sociation. 

I hope as many of you as possible will 
bring your wives and families, as there will 
be special entertainment planned for them, 
and I am sure they will enjoy Washington in 
May. 





Plans Are Maturing for Commission 
Salesmen's Annual Meeting 


BIRMINGHAM, ALA., March 6.—With issu- 
ance of the membership roster in the form of 
a year book, interest increases in the approach- 
ing annual meeting of the National Association 
of Commission Lumber Salesmen, to be held in 

Memphis, May 25 and 26. The roster has been 
placed with more mills and carlot buyers than 
at any previous time, requests for it having 
exceeded the number distributed last year, or 
even in the peak years. 

Committees have been named, in Memphis, 
for the two-day session; W. B. Duke, Walter 


Babin and M. L. Williams will see to the 
local program. : 
On March 23 and 24 there will be held in 


New Orleans a meeting of directors to approve 
the general program which has been whipped 
into shape by the .officers. 

The Memphis annual meeting will be changed 
a bit from past procedure, in that it will be 
held on the first day, and the National Forest 
Products Congress, on the second.day. As in 
the past, the Forest Products meeting will be 
sponsored by the salesmen, and the speakers 
will be manufacturers’ representatives selected 
from association officials, mill operators, and 
their executives. 


West Virginia Dealers Elect Officers 
at Annual Convention 


Huntincton, W. Va., March 6.—At the 
recent annual convention of the West Virginia 
Lumber & Builders’ Supply Dealers’ Associa- 
tion, held in Clarksburg, W. Va., attended by 
about 150 dealers, M. B. Sprigg, of Weston, 
was elected president, and the retiring presi- 
dent--John F. Barr, of Fairmont—was elected 
one of the four vice presidents, the others 
being: C. A. Parrish, of Spencer, A. McKira- 
han, of Wheeling (both re-elected), and C. L. 
Lantz, of Logan. 

Selection of place for holding the 1940 con- 
vention was left to the board of directors. 

Among the speakers scheduled were F. Guy 
Ash, of Charleston, State director of the FHA; 
C. I. Cheney, of Bluefield, a member of the 
board of directors of the National Retail Lum- 
ber Dealers’ Association; J. E. Cruise, of 
Clarksburg, assistant State director of the 
FHA, and others. 


"The Way to Get Business Is to Go 
After It,"" Says B. C. President 


Vancouver, B. C., March 4.—The B. C. lum- 
ber industry in the coastal region during 1938 
was quite satisfactory in volume, but prices 
were not anything like as satisfactory. As a 
result, the year as a whole was not as good as 
1937, J. G. Robson, president of the B. C. 
Lumber & Shingle Manufacturers’ Association, 
stated in his report at the thirty-six annual 
meeting of the organization at Vancouver, B. C. 
Political and economic disturbances throughout 
the world, which contributed so much to the 
steady reduction in prices in 1938, are still a 
factor. Mr. Robson found that Prairie and 
eastern Canadian markets were extremely dis- 
appointing. At the same time, the expected im- 
proved conditions in United States failed to 
materialize, so only 69 percent of the allowable 
quota of 250 million feet of Douglas fir and 
hemlock was sold, the duty of $2 being too 











Moderate Cost House Plans are 
Published in Every Other Issue. 
WATCH FOR THEM 
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high to surmount. The increase in business 
with the United Kingdom was extremely sat- 
isfactory and promising, but the low competi- 
tive prices made for returns not commensurate 
with cost of production. 

Lauding the generally good results of the 
association’s trade extension policy, Mr. Rob- 
son pointed out that 58.7 cents of every dollar 
of association expenditures was devoted to this 
work, as compared with 50.8 cents in 1937. 
“This expenditure has been entirely justified by 
the results. The way to get business is to go 
after it,’ he said. 

The report of the trade extension committee, 
of which A. R. Macfarlane was chairman, noted 
steady progress in making the merits of British 
Columbia lumber known in many countries. 

Will D. Jenkins, safety director, reviewed the 
fine results secured through a systematic cam- 
paign of education and training to avoid acci- 
dents. 


Protest Plan Not to Use Wood Box 
for Citrus Surplus 


SPOKANE, WASH., March 4.—Grant Dixon, 
president Western Pine Manufacturing Co. 
(Ltd.), of this city, and also president National 
Wooden Box Association, returned Monday 
with Mrs. Dixon looking bronzed and happy 
after a six weeks sojourn in California. On 
the way back, he took in the meeting of the 
Western Pine in San Francisco. Speaking at 
the Timber Products Bureau meeting of the 
— Chamber of Commerce Wednesday he 
sai 

“T found lumbermen everywhere in my travels 
optimistic. There is a feeling that only weather 
conditions are holding up the procession. The 
box outlook is not so bright, because of the 
poor prices realized by fruit and vegetable 
growers of California and the Southwest. The 
plan of the Surplus Commodities Corporation 
to market the citrus fruit surplus of California 
in cotton containers is a serious threat to the 
box industry and offers no. economy.” The 
Bureau instructed the chairman to write to 
Congressman Leavy and others to protest 
against this plan. 





Ss 


Appalachian Hardwood to Review 
Experiences at Spring Meeting 


CINCINNATI, OnI0, March 7.—Announcement 
has been made from the offices of Appalachian 
Hardwood Manufacturers (Inc.) that the 1939 
spring meeting of that organization will be held 
on Friday, April 14, in the Gibson Hotel” in 
Cincinnati. While this date is somewhat later 
than usual, the change in schedule was made 
at the suggestion of the directors, who felt that 
the meeting would be more constructive if held 
at a time when experiences of the entire first 
quarter could be reviewed. President E. R. 
Boyd assures the members that this spring 
meeting will be up to the standards of any 
held in the past. 





Made Officers of Baltimore Exchange 


BALTIMORE, Mp., March 6.—The managing 
committee of the Baltimore Lumber Exchange, 
at its monthly meeting today in the Merchants’ 
Club, voted to make Ivan Brent secretary and 
D. Carlysle MacLea, treasurer, both offices hav- 
ing been held for a long while by L. H. Gwalt- 
ney, who died Feb. 24. The new secretary is 
a member of the sales staff of Colonna-Howard 
Lumber Co., and the new treasurer is a son of 
Daniel MacLea, head of the MacLea Lumber 
Co. and associated with him in the business. 
The committee adopted resolutions of regret and 
sympathy on the deaths of Mr. Gwaltney and 
William Tegeler, president P. M. Womble Lum- 
ber Co. (Inc), who died since the last meeting. 
There was some discussion of the new Balti- 
more building code. It was announced that the 
next two lectures by Phillips A. Hayward will 
be on March 17 and 31. One was postponed 
because Mr. Hayward’s illness. C. Jackson 
Waters, of George E. Waters & Co. (Inc.), 
president of the exchange, occupied the chair. 
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DE WALT! 
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De Wary 


WGN" MODEL 
pORTABLE ¥ 


FAST ¥ 
ACCURATE ¥ 


FLEXIBLE ¥ 


Save 20% to 30% 
Speed up jobs! 


SAFE ¥ 


This new DeWalt woodworker is designed 
to the order of lumbermen! You asked for 
a model with all the usual, fine DeWalt fea- 
tures, but you wanted one that was lighter, 
more easily portable, less expensive. And 
here it is, custom-built to your own speci- 


fications—the ““GN’’ model DeWalt! 


Now—we want you to try this DeWalt 
*““GN” and see how it lowers the cost of saw- 
ing. We want you to see for yourself how 
simple this new machine is to operate; how 
fast, accurate, rugged . .. and safe it is; 
how its flexibility enables you to do many 
jobs quickly. 


States one lumber dealer, ““A DeWalt is the 
best investment I ever made.” 


Let us give you a demonstration of the De- 
Walt “GN” in your own yard, with no obli- 
gation on your part. You will be amazed 
how it saves time and money. The new low 
price is within the reach of practically every 
lumberman. Your savings pay for it quickly. 
You'll want to put it on the payroll. Mail 
the coupon today. 


Dr WALT 


551 FOUNTAIN AVENUE, 





WRITE LANCASTER, PENNA. 
sre) 07. 4 
FOR FULL IB Gentlemen: 
Tell h I ti 
FACTS se aa with “the oie 
DeWalt. A.L. 3-11 
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Money can’t buy 
better lumber than 


ZIMMERMAN 
Virgin Long Leaf 


Here's the Long Leaf that's 
best in the long run... and 
most profitable for the dealer 
handling it. Dimension and 
Timbers, bright, straight, dry, 
Lignasan-treated, carefully air- 
seasoned, _well-manufactured. 
Straight or Mixed Cars. Tell 
us your needs. 


JABENTLEY LUMBER CO 


ZIMMERMAN. LA. 





AM-MEX SALES COMPANY 


INCORPORATED 


Lumber—Plywood—Tropical Hardwoods 
28 Church Street, Buffalo, N. Y. 
Specializing in 


PLYWOOD of every description 








Idaho— 
Ponderosa— 


WHITE PINE {iz 


Also and Sugar Pine 
Fir Wallboard S233" 209. p ducts 


William Schuette Company 
New York 


Office—4i East 42d St. PITTSBURGH, PA. 
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LEMIEUX BROS.,INC. 


FORESTERS — TIMBER ESTIMATORS 
APPRAISERS -— CIVIL ENGINEERS 
410-11 Maritime Bldg. NEW ORLEANS, LA. 
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Aim of New Orleans Campaign 


ls “Build 1500 Owner Occupied 
Homes In 1939” 


New Orleans, La., March 6.—Cooperation 
between building supply dealers, financial in- 
stitutions, labor groups, home furnishings deal- 
ers, and commercial organizations is embodied 
in a movement under way in New Orleans for 
a “Build Your Home Now” campaign, the ob- 
ject of which is to promote the construction of 
1,500 owner-occupied residences in 1939.  Ini- 
tiation of the preliminary campaign to raise 
$15,000 for advertising purposes has_ been 
effected. There were 517 new homes built in 
1938. 

The general campaign, started March 1 to 
run 13 weeks, will include the featuring of de- 
sirability of home ownership in connection with 
favorable factors existing today with advertis- 
ing and promotion in newspapers, on billboards, 
in car cards, over the radio, through motion 
picture shorts, and by direct mail. 

As a spearhead in the drive, the associated 
interests are using the home development com- 
mittee of the New Orleans Association of Com- 
merce, of which E. N. Avegno, manager of 
dealer sales for New Orleans Public Service, is 
chairman. John M. Taylor, of Johns-Manville 
Sales Corporation, is finance committee chair- 
man. B. L. Johnston, of the Madison Lumber 
Co., and president of the Louisiana Retail 


Lumber and Building Material Dealers Asso- 
ciation, is an active member. 

Other development committee members in- 
clude: David Bernhardt, of New Orleans Paint 
& Color Co.; W. H. O’Brien, of the Southern 
Pine Association; A. C. Williamson of the Cel- 
otex Corporation; L. R. Brooks of the Times- 
Picayune Publishing Co.; Langdon Bowie of the 
Crane Co.; Geo. M. deLucas, of the Jackson 
Homestead Association; M. E. Hart, of Hart 
Enterprise Electrical Co.; D. M. Jones, of 
Sears-Feibleman Department Store, and A, 
Burglass, retail furniture dealer. 

The cornerstone upon which the cooperative 
program is based is contributed by standards of 
construction developed by the various building 
groups in cooperation with the Central Ap- 
praisal Bureau. These standards, according to 
Mr. Johnston, serve to protect the home builder 
through delivery of a good structure instead of 
a shoddy house. They safeguard the lending 
institutions through incorporation of lasting 
qualities, and advance the interests of the deal- 
ers through use of materials and other features 
of standard quality. 

As an outgrowth of the banking and home- 
stead condition created by the depression, the 
Central Appraisal Bureau is lauded by the lum- 























COMBINING LOW COST 
AND FINE APPEARANCE 


CONSTRUCTION... Brick and frame 
CEILING HEIGHT . .. 0" 
eee 50’ 


The unique attribute of this livable house is the walled 
garden in the angle formed by the main structure 
and garage, making a pleasant approach to the en- 
trance and adding to privacy. For convenience in 
bad weather, a garage entrance could be opened 
from the dining room. The laundry trays could be 
placed in the garage in which event the back porch 
could be converted to a breakfast room, den, or 
emergency bedroom. Living and dining rooms are 
only partially separated to allow maximum light and 
air for both rooms. Ventilation and wall space are 
well planned. Simple and inexpensive, this plan is in 
keeping with requirements of low cost construction. 











Use permitted by Central Appraisal Bureau, New Orleans, La. 


Home design 5-LA-38 developed by Central Appraisal Bureau, New Orleans, La., as suitable for climate. 
Frame except for porch. Approved for use under the Federal Home Building Service Plan. Estimated 


cost $5,000. Floor area: House—I!,120 square feet; garage—180 square feet 
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bermen as a stabilizing influence in the home 
construction field in New Orleans. The bureau 
itself is under the direction of Andrew A. 
Montz, B. E., architect and engineer, whose 
qualified appraisers check and double check all 
applications for loans to be made by insured 
homesteads under a ruling of the Louisiana 
State Banking Department. 


The bureau has developed 28 complete de- 
signs for registered homes suitable for the Gulf 
Coast climate, and for the various sizes of lots. 
Price levels are from $3,000 to $6,000. The 
specifications for lumber were developed in 
consultation with a committee of retail dealers, 
including Mr. Johnston, R. F. Mestayer and R. 
A. Hill. The Southern Pine Association was 
also consulted. In preparing the lumber spe- 
cifications, the “purpose intended” was made 
the applicable rule. These designs are being 
reproduced weekly in the New Orleans Times- 
Picayune, and are used in the construction of 
registered homes, of which eleven have been 
completed and five are now under construction. 
These designs are also being used for non- 
registered home construction. 





New Savings & Loan Officials 


New officers of the American Savings & Loan 
Institute who took charge March 6, after be- 
ing chosen at the midwinter conference in In- 
dianapolis are: President, A. J. Bromfield, Den- 
ver, Colo.; first vice president, H. N. Faulkner, 
3oston, Mass.; second vice president, L. H. 
Allen, Houston, Tex. 

The Institute is the national educational and 
research organization of the $6,000,000,000 
thrift and home financing business and is now 
conducting training schools for savings and loan 
association executives and staff workers in sev- 
enty Cities. 





To Log on Sustained Yield 


Satissury, N. C., March 6.—Logging of the 
Wright-Bachman Lumber Co., whose new 
bandmill is nearing completion near Forest City, 
will be conducted on a sustained-yield basis, ac- 
cording to announcement by A. D. Scott, vice 
president and general manager. A 17,500-acre 
tract near Forest City will furnish the greater 
portion of the logs, but the company will main- 
tain a cash market for farmers’ logs. Produc- 
tion will consist of North Carolina pine, white 
pine and Appalachian hardwoods. 





Fugitive Chestnuts May Grow 
New Forest 


RaceicH, N. C., March 6.—Botanists at State 
College are rearing young chestnut trees here, 
hopeful that the Asiatic blight will not find 
them out this far from the chestnut’s natural 
habitat. Two decades ago, the chestnut was 
one of North Carolina’s most lordly trees, 
highly prized as lumber, and valuable also for 
chemical extracts, and for pulp, but chiefly 
because of its succulent fruit. Now, more than 
95 percent of North Carolina’s chestnut trees 
are dead or dying. A few survive, but rather 
by chance than resistance; and they, too, are 
doomed. Every effort to halt the scourge fail- 
ing, forestry men at State College several 
years ago transplanted healthy trees here, 200 
miles from the chestnut belt. After four years, 
the young trees are healthy and thriving, and 
their guardians speculate that, when the blight 
has run its course, their thin little line of 
sprouts will be the progenitors of another 
mighty chestnut forest in North Carolina. 
Meanwhile, a series of experiments is being 
conducted by the college and by the Federal 
Department of Agriculture, in an effort to 
discover a preventive for blight. A variety of 
chestnut in Japan and another in China, both 
inferior to the American variety, have been 
found resistant to the disease, and attempts 
are being made to cross the species. 
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ESSCO Lumber has that superior qual- 

ity that comes of superior Timber-- plus 

extra care and skill in every process of 
production. 


The ESSCO line covers an exceptional 
range of species and products. 


ESSCO Southern Pine ESSCO Hardwoods 


ESSCO Klamath Soft Pine 
ESSCO Oak Flooring ESSCO West Coast Woods 





EXCHANGE SAWMILLS SALEs Co. 
1111 R. A. Long Building, KANSAS CITY, MO. 
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Lee H. Shepherd, President M. C. Shepherd, Vice-President H. Scott Shepherd, Secy.-Treas. 


LEE H. SHEPHERD & BROS. LUMBER COMPANY 


McRae, Georgia 
We announce completion of our new band mill at McRae, Georgia. 
Present production 24,000,000 feet. Largely original growth Short Leaf, 
but considerable fine Long Leaf. Timbers, rough or dresed, up to 
18x30-40 . . . Plank... Dimension . . . Boards . . . Kiln-Dried Finish 
» - » Flooring .. . Ceiling... Siding . . « Car Material. 


SHEPHERD LUMBER COMPANY, Inc. 


Montgomery, Alabama 
Manufacturers and Wholesalers of Yellow Pine and Hardwoods 
Daily capacity of our Montgomery mill: 50,000 feet. 
Material from both mills grade-marked if desired 
Address inquiries for either company to Box 1084, Montgomery, Alabama. 
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Order a set of our Planer and Jointer Knives and see 
how they compare under actual service conditions. 


Send us a paper pattern with dimensions and kind of 
SPECIAL: . 


wood to be worked. We will quote you at once and 
give you earliest date of delivery. 
[High Speed Steel Knives and Moulding Cutters for the Woodworking Industry] 








TAYLOR, STILES & COMPANY -- riececsvitte, n. 3. 


WESTERN AGENTS: Hall & Brown W. W. Machine Co 


. St. Louts, Mo. 
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The Modern Mills 
at Wiergate are the 
largest in Texas-- 





and LONG LEAF 
is Yellow Pine at 
its BEST 





Tell your customers about Long Leaf. 
Sell your customers on this super- 
pine. Here's the long-lasting lumber, 
tough in fiber, straight in grain, un- 
surpassed in quality and value. 
Recommend it for all structural uses. 
We can supply you with practically 
everything in Long Leaf Yellow Pine. 
Let us show you how well we can 
serve you. 








KY77-1- mae) ae No 


LUMBER CO. 
HOUSTON, TEXAS. 


wilice Wiergate,Texas. 


|b DUSTRIA 


ELIZABETH, LOUISIANA 











ELLOW Pine 


Timbers, chemically treated to 
prevent stain. 








Eased Edge Dimension 


Complete line of kiln dried 
Yard and Shed Stock 








| Appalachian 


HARDWOODS 


Lumber of distinguished 
beauty and serviceabilty 


We specialize in Oak and Poplar. 


Soft-textured high-quality Appal- 
achian lumber, well-manufactured. 
Careful attention to inquiries and 
orders, Let us hear from you. 


| WILDERNESS 
LUMBER CO. 


NALLEN, W. VA. 
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Cypress Double-Course Sidewalls 
Now Available 


Perry, Fia., March 6.—Unusual interest has 
been shown during the past month by retail 
lumber dealers and architects in Tidewater Red 
Cypress machine-rived double-course sidewalls 
—the new product manufactured by the Bur- 
ton-Swartz Cypress Co. here. Already in sev- 
eral cities in Florida this modern development 
in sidewalls has been specified for homes now 
under construction. In Jacksonville, two homes, 
nearly completed, reflect the individuality and 
charm that come with the use of this distinctive 
sidewall material. 

In developing these Tidewater Red Cypress 
double-course sidewalls, Burton-Swartz had sev- 
eral important features in mind. First, of course, 
was durability. Only thoroughly seasoned gen- 
uine Tidewater Red Cypress that has air-dried 
a minimum of 18 months is used. The sidewalls 
are built-up of double layers of machine-rived 
shingles. The extra thickness means additional 
protection from the deteriorating effects of time 
and the elements. Except for occasional paint- 
ing, this “double-durability” will mean lifetime 
freedom from expenditures for repairs and re- 
placements. The double-course also acts as a 
perfect insulator. Homes with the exteriors of 
this sidewall material will be warmer in winter, 
reducing fuel cost; and definitely cooler during 
the summer months. 

The shingles used are machine-rived on both 
sides—deep riving that has a practical purpose 
as well as a decorative one. The riving creates 
air ducts not only between the shingles them- 
selves but also between the under layer of 
shingles and the sheathing. They permit 
“breathing space” that allows the circulation of 
air and the prompt drying out of moisture 
developing from rain or condensation. 

While creating these features that are im- 





portant from a durability and serviceability 
standpoint, the Burton-Swartz Cypress Co. did 
not lose sight of the opportunity for a new 
beauty in modern home exteriors. The exten- 
sion of the top shingle beyond the butt of the 
underlying shingle, in combination with the 
double thickness, creates heavy shadow lines 
that emphasize the depth of the walls. Natu- 
rally, the deep riving is a distinctive feature 
that gives personality to any home. 
Furthermore, since the 
riving constitutes a multi- 
tude of miniature gut- 
ters, when coupled with 
the sweep of the built-up 
face of the sidewall, it 





A section showing the dou- 

ble-course sidewalls of ma- 

chine-rived Tidewater Red 
Cypress shingles 





accelerates the shedding 
of rain water. This 
means cleaner walls, less 
discoloration, and _ there- 
fore, less frequent repaint- 
ing expense. Retail lum- 
ber dealers will find 
machine-rived double-course 


Burton-Swartz 
sidewalls popular with builders who seek com- 
fort, permanence and low cost upkeep along 
with a new type of sidewall beauty that will 
give individuality to their homes. 


Underwriting Alliance Shows Resources 
and Surplus Increase 


Kansas City, Mo., March 6.—The Lumber- 
men’s Underwriting Alliance advisory commit- 
tee will hold a meeting in New Orleans, March 
21, the day preceding the annual meeting of 
the Southern Pine Association. The committee 
holds two or three meetings each year to re- 
ceive full reports on the operations and finan- 
cial position of the Alliance. J. J. Lynn is 
president of the U. S. Epperson Underwriting 
Company, the managing company, and has been 
general manager of the business for more than 
twenty-one years. 

M. L. Fleishel of the Putnam Lumber Com- 
pany, Shamrock, Fla., is chairman of the ad- 
visory committee. Other members of the com- 
mittee are as follows: 

J. W. Watzek, Jr., Crossett Watzek Gates 
Companies; E. L. Kurth, Angelina County 
Lumber Co., M. B. Nelson, Long-Bell Lumber 
Co.: R. B. White, Exchange Sawmills Sales 
Co.; Charles 8. Keith, Oregon-American Lum- 
ber Corp.; James P. Hennessy, Shevlin Car- 
penter & Clarke Co.; J. A. Bowman, Burgner- 
Bowman-Matthews Lumber Co.; J. L. Camp, 
Jr., Camp Manufacturing Co.; L.. L. Seibel, 
Badger Lumber and Coal Co. 

The retail department committee is com- 
posed of Frank Kendall, Potlatch Lumber Co.; 
J.’ M. Crawford, Tum-A-Lum Lumber Co.; 
H. L. Dierks, Dierks Lumber & Coal Co.; 
Kennett Hudson, The Hudson Houston Lum- 
ber Co.; J. A. Bowman, Burgner-Bowman- 
Matthews Lumber Co. 

Reports to the advisory committee at its 
forthcoming meeting will show a saving to sub- 
scribers in the past two years of more than 
$700,000, according to Mr. Lynn. In sending 
subscribers the thirty-fourth annual statement, 
which reflected an increase in resources and 
surplus, Chairman Fleishel pointed out that the 
Alliance has cash in banks alone sufficient to 


more than pay twice the amount of losses sus- 
tained in 1938. 

The Lumbermen’s Underwriting Alliance was 
organized in 1905 by a group of lumbermen 
desirous of providing themselves and the lum- 
ber industry generally with an insurance fa- 
cility and indemnity capable of giving them not 
only insurance protection but an inspection and 
fire prevention service designed to reduce the 
number and extent of fires and minimize losses, 
thus producing the insurance at minimum cost 
as measured by the losses- of the lumbermen 
insuring with the Alliance. It has specialized in 
insurance for lumber manufacturers and retail 
lumber yard owners. 

The expense of administration of the Alliance 
is limited and the lower operating cost inures 
to the benefit of the subscribers as a saving. 
Of the original group of twenty-three lumber 
companies which constituted the subscribers in 
1905, all of these companies which are still in 
business remain subscribers. The Lumbermen’s 
Underwriting Alliance is often referred to as 
“LUA” or the Epperson Company or the Ep- 
person Exchange and is really an insurance car- 
rier offering a complete insurance service—en- 
gineering, inspection and fire prevention, and 
insttrance to the lumber industry. 





Buys 350 Million Feet 


Vancouver, B. C., March 4.—At approxi- 
mately $950,000, the H. R. MacMillan interests 
of Vancouver have acquired the timber, railroad 
and logging equipment of Campbell River Tim- 
ber Co. on the east coast of Vancouver Island. 
More than 350,000,000 feet of timber is included 
in the purchase. 
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For Ski Take-off, Lumber and 


Connectors Are Used 


NEWBERRY, Micu., March 5.—One of the 
most popular winter sports in the United States, 
and one that became popular only recently, is 
skiing. Because many residents of this country 





All the thrills of Alpine skiing are provided by this 
connectored wood slide at Newberry, Mich. 


American fiumberman 


are unable to go to the Swiss Alps to partake 
in this activity, American ingenuity has literally 
brought the Alps and Switzerland to America 
by means of ski slides. 

A typical example of this ingenuity is the 
construction at Newberry of such a slide, with 
WPA labor. The floor of the tower is only 32 
feet above the footings, but it is enough to 
give the skier the thrill of flying through space 
as he shoots down and off the incline. 

Northern hemlock and split-ring timber con- 
nectors were used throughout the structure. 
Newberry residents, enjoying a “taste of the 
Alps,” are becoming quite adept at the “slalom,” 
“Christiana,” and just plain skiing. 





Shipping Subsidiary Takes Over 
Company's Coastwise Fleet 


SAN Francisco, Cautir., March 4.—In a sim- 
plification of inter-company relations, the Ham- 
mond Shipping Co. has taken over control and 
ownership of the Hammond Lumber Co.’s fleet 
of coastwise schooners. R. C. Robinson, vice 
president at San Francisco, was elected presi- 
dent of the steamship company. L. C. Ham- 
mond, former president of both divisions, will 
continue as president of the lumber company 
only. W. L. Williams, Northwest manager, 
was named vice president, and Loren D. Davis, 
assistant traffic manager at Portland, was 
chosen assistant secretary. 





AS A RESULT mainly of less active conditions 
in the building industry in the United Kingdom 
a 25 percent decrease in imports of manufac- 
tured wood products is reported from that coun- 
try in 1938. 


Rains Cause Scarcity of Some Items of 
Southwest Hardwoods 


Monrog, La., March 6.— Practice of some 
hardwood buyers of deferring shipment of 
orders when a market decline is experienced, 
so that the mill is placed in the position of 
“carrying stocks” for the customer, was criti- 
cized in a meeting here of the Southwestern 
Hardwood Manufacturers’ Club. The discus- 
sion was aimed at those who deferred such 
shipments while purchasing from some other 
producer at the lower price, and who force the 
manufacturers to hold stock for them subject 
to an advance. 

_ Manufacturers attending the meeting were op- 
timistic, it being said by all that conditions in 
the industry are fundamentally sound, and that 
business will improve within thirty days. Rains 
have interfered with logging and loading to 
some extent. Mill stocks are considered ample 
and, in the majority of instances, not abnormal, 
some items being scarce and oversold. 

The following running comments 
Voiced : 


1.—Operating both mills 44 hours, produc- 
ing 3 million feet of hardwoods monthly, with 
sales in February about one-third of that fig- 
ure. We are stacking up quite a bit of 
lumber; however, we use one-third of our 
production in own dimension plant. The only 
sales of hardwood which we are making now 
are to those customers who we want to hold, 
and we are not pushing sales, trying to hold 
our lumber, and will do so as long as we can. 
It is our opinion that by the first of April 
Surplus stock will be depleted and we can 
then sell some lumber. Our dimension plant 
Is running full time; previous week it ran 
60 hours with splendid business in the dimen- 
sion line. We found on a trip through the 
north that inventories in the hands of fur- 
niture manufacturers were very low. 


2.—Both mills down and will be down for 
Y. couple of months. We shipped 650,000 and 
sold 750,000 in February. Have stocks 9 mil- 
lion feet on two yards. Order file is one-half 
million, to be shipped in March. One-third of 
our stock is cypress, and we find cypress very 
active and its prices good. 


were 


3.—Sold about one million feet in Febru- 
ary and shipped 800,000, cutting 700,000. Have 
a pretty good order file—about 800,000. 


4.—We cut very little hardwood in Febru- 
ary and decreased hardwood inventory some- 
what, and have really been letting hardwood 
alone and cutting pine almost entirely. 


5.—We shipped twice as much lumber as 
we cut and have no orders to speak of on 
our file. 

6.—Cutting very little hardwood at pres- 
ent; stocks are 4,200,000 feet, with two and 
one-half million feet dry. Shipped in Feb- 
ruary 350,000 feet; sold 250,000. We are 
not logging hardwood but running the mill 
on pine. Reduced our hardwood stocks one 
and one-half million feet since Jan. 1. 


7.—We are selling quite a bit of lumber. 
During February we shipped three and one- 
half million, cut 3,600,000, sold 2,600,000. 
Found furniture manufacturers running 20/25 
percent greater than last year at this time. 


8.—We are not selling anything to speak 
of, sold three or four cars during February 
and shipped about the same. Have 12 million 
feet stocks and are holding hardwood and 
selling pine. Look for a good year in the 
building trade during 1939. 


9—We did a pretty good business from 
October through Jan. 15, when we had a little 
slump, but in February shipped, sold and 
made 1,750,000 feet. We think lumber is 
moving faster than it is being produced. 


10.—Operating 44 hours, and through Feb. 
25 produced 900,000; sold 810,000; shipped 
600,000; unfilled orders 900,000; stocks 11 mil- 
lion feet. We look for better times just 
ahead and feel that through a stability of 
market, buying will pick up. Stocks of lum- 
ber on the other side of the Atlantic are very 
low, and we find the export business very 
good and anticipate improvement in it. 


11.—In February we produced 900,000 feet; 
sold 700,000; shipped 1,000,000; operating 44 
hours, with total stocks 10,500,000; unfilled 
orders, 2,000,000. 

12.—Operating 32 hours, with sufficient logs 
ahead for a month’s run. During February 
we cut 468,000; shipped 504,000; sold 170,000. 




















Two generations 
Robert McNair’s fine shingles and 
shakes on his house. Today the roof 
is still in good condition, after years 
and years of service. 


ago Jack used 


Government Tests prove great insu- 
lation value; Health—elimination of 
rheumatism, tuberculosis; Economy, 
Endurance. The New England and 
Florida Hurricane proved McNair 
Shingles HOLD ON] 


ROBERT M‘NAIR 
SHINGLE COMPANY 
VANCOUVER, CANADA 
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Our new flooring plant is equipped 
with the most improved type machines. 
You'll appreciate the better manufacture 
and superior quality of WELLS Flooring. 
Try a car now at low prices. 


&IWWwELLS 


LUMBER COMPANY 


MANY FAOCTVYVRER S 
MENOMINEE MICHIGAN. 
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Lumber Company, 
Manufacturers of 


“BILTMORE” 
FLOORING 











“BILTMORE” 
HARDWOODS 


Plain and Quar- 
tered Oak — Soft 
Yellow Poplar— 
Basswood, Chest- 
nut, etc. 

Pisgah Forest, N.C. 
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We do not make the Most 
Oak Flooring, but we Do 
make the BEST 


DIXIE BRAND) 
: NING 
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OAK FLOORING 


CAREFULLY SELECTED LUMBER-- 
--PROPERLY KILN DRIED -- 
--PRECISION MACHINED -- 


INSURES BEAUTY, FINISH AND 
UTILITY 


W. R. WRAPE STAVE COMPANY 


Post Office Box 182 
LITTLE ROCK, ARKANSAS 


Band Sawn -- 
Own Manufacture -- 


HARDWOODS éim, trac 
CYPRESS -- 


PINE (‘Sion sdsoanvs 


Yard Items Treated -- 
¢ MIXED CARS ¢ 
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We take this means of announcing to 
the trade that we are now cutting a con- 
siderable quantity of exceptionally nice 
Yellow Pine, and will be in a position 
to serve the trade in straight or mixed 
cars in both Hardwoods and Pine. 


We particularly solicit inquiries for B 
and better kiln-dried Finish and No. 3 
and better Dimension and Boards 4” to 
12”, and especially small dense timbers 
without heart specifications. We can cut 
lengths up to 24’. 


Eastman- Gardiner 








HARDWOOD CO: 


LAUREL, MISSISSIPPI 















SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


FIR 


TWABERS, YARD STOCK, FACTORY CLEARS 
SPRUCE, HEMLOCK, CEDAR, PINE 
27th YEAR 
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Congress Considers FHA 


Wage-Hour Law and Spending Program Under Scrutiny 
--Shingle Producers Seek Protection and Plywood Men 


the Prohibition of “Peeler” 


Exports--Merchant Marine 


Makes Representation on Rail Rate Proposals 


[By AMERICAN LUMBERMAN Staff Correspondent | 


WasuinectTon, D. C., March 6.—Spring is in 
the air down this way, so far as business and 
industry are concerned—if one can judge from 
the more recent signs and portents. Notes in a 
cheerful chorus are Secretary Morgenthau’s 
promise that there will be no new taxes; Sec- 
retary of Commerce Hopkins reassuring invita- 
tion to business and industry, labor and Gov- 
ernment to pull together for recovery; and 
prediction of a substantial increase in the con- 
struction of residential property, ranging up to 
50 percent over 1938. The Federal Home Loan 
Bank Board hits the top in its prediction of 50 
percent. The Bureau of Foreign and Domestic 
Commerce even under Mr. Hopkins, is a bit 
more conservative and looks for possibly a 40 
percent increase in this type of construction. 
Some private estimates are considerably more 
conservative, but most of them are decidedly en- 
couraging. 


Extension of Both FHA Titles Expected 


Proposed extensions of the Federal Housing 
Act have not yet gone through the Congress, 
but are under active consideration and sched- 
uled for passage. If the legislation when 
whipped into final shape does not include Title 
I, about everybody in touch with the matter 
will be greatly surprised, for building material, 
home equipment and other elements entering 
into home modernization are a unit in endors- 
ing this title and what has been accomplished 
under it. 

The FHA finds itself in a bit of hole because 
business has had such a boom since the latest 
amendments became law last February (1938). 
In order to keep up with the procession it was 
necessary to expend administrative funds at a 
more rapid rate than when the estimates were 
submitted in January, 1938; undoubtedly the 
matter will be worked out satisfactorily. 


Congress Is Inclined to Curb Spending 


The rise of a new economy bloc in Congress 
headed by Senator Pat Harrison of Mississippi, 
chairman of the powerful finance committee, is 
in line with the general drive to reassure busi- 
ness and industry. That a sharp reduction in 
aggregate appropriations for the next fiscal year 
would be decidedly helpful in restoring business 
confidence, is generally recognized. Incident- 
ally, it makes certain a fight on the recom- 
mendation of Secretary of the Treasury Morg- 
enthau that the national debt limit be increased 
from $45,000,000,000, where it now stands, to 
$50,000,000,000. There are definite indications 
that this proposal will not have easy going. That 
refusal of Congress to authorize the larger debt 
limit would be reassuring, goes without saying. 


WAGE-HOUR DEVELOPMENTS; AND 
PENDING LEGISLATION 


WasHincTon, D. C., March 6.—Since March 
2, according to officials of the Wage-Hour divi- 
sion, here, its southern field force is following 
a blanket order to investigate alleged violations 
of the law in the lumber industry of the South. 
The Department of Justice has set up a Wage- 
Hour, unit, with Joseph E. Brill in charge. He 
will be assisted by ten attorneys transferred 
from the anti-trust division. 

Some ten bills to amend the Wage-Hour law 
are now pending before the House labor com- 
mittee. Since the Interpretative Bulletin No. 7, 


on farmer-lumber operations, has been issued, 
the Wage-Hour division has received hundreds 
of requests for clarification of confusing points, 

Of the 43 State legislatures now meeting, 21 
are considering one or more Wage-Hour bills 
patterned after the Federal Act. Included in 
the 21 States are Maryland, Missouri, North 
Carolina, Oklahoma and West Virginia. Sep- 
arate bills on hours, including amendments to 
existing laws, are up in 27 States, and separate 
minimum-wage bills have been proposed in 12 
States. 


ASKS THAT EXPORT OF HIGH- GRADE 
LOGS BE PROHIBITED 


OtympiIA, WaAsH., March 4.—Governor Clar- 


.ence D. Martin yesterday asked President F. D. 


Roosevelt to take steps to halt shipment of 
Washington logs to foreign countries which 
manufacture them into plywood and other prod- 
ucts which they ship back to the United States. 
He asked that exportation of high-grade Doug- 
les fir “peeler” logs be prohibited as proposed 
in a bill now in Congress, passage of which, the 
governor estimated, would add $1,000,000 annu- 
ally to the payroll of the Pacific Northwest. 
“On account of the acute shortage of high qual- 
ity softwood timber throughout the world, for- 
eign nations are drawing heavily on _ our 
Douglas fir timber supplies, draining our forests 
of this irreplaceable raw material. The United 
States remains the only country in the world 
failing to reserve high-grade softwood logs for 
its own industries.” 


NORTHWEST PUTS OUT ITS SHINGLES 
—WITH MESSAGE TO CONGRESS 


ABERDEEN, WaAsH., March 4.—Ten thousand 
shingles, bearing messages to United States 
senators and congressmen, are being sent to 
Washington, D. C., from this district in a cam- 
paign sponsored by shingle mill operators and 
shingle weaver union members, to get a per- 
manent import quota on Canadian shingles and 
use of American products on all projects involv- 
ing Government funds or construction work 
made possible through Federal insurance of 
private loans. The drive will continue over a 
two-week period. It is expected that 90,000 
shingles will be sent to senators and congress- 
men from Washington, Oregon and Idaho. The 
joint committee in charge of the campaign 1s 
headed by R. D. Mackie, Grays Harbor shingle 
operator, and LeRoy MacKenzie. 


GETS PREFERENCE ON PRODUCTS 
MADE FROM UNITED STATES LOGS 


Wasuincton, D. C., March 8.—The National 
Lumber Manufacturers Association announces 
that Douglas fir exported to Canada during the 
calendar 1938 aggregated 5,824,000 board feet 
of lumber, or about one-tenth of one percent of 
the total production of that species in the United 
States, plus 30,529,000 feet of logs. A substan- 
tial portion of this lumber, and the logs, includ- 
ing “peelers,” goes to British Columbia, a large 
producer of this species. It is pointed out, how- 
ever, that there is a relative scarcity in British 
Columbia of high-grade lumber and peeler logs 
for the manufacture of doors and plywood for 
export to British countries under the preferen- 
tial tariffs. : 

The unilateral working of the preferential 
tariffs places the American exporter at a sefi- 
ous disadvantage. Furthermore, Canada im- 
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ported lumber from this country and ships it to 
British countries at less than the duties on iden- 
tical American exports to the same countries. 
For example, American hickory lumber is used 
by Canadian handle factories, but Canadian 
manufactured tool handles do not have to pay 
the 15 percent duty assessed by England on 
American tool handles. The same thing can be 
said about certain other American exports to 
Canada that find their way ultimately to other 
3ritish countries and escape the duties which di- 
rect American exports to the same destinations 
must pay. 


TO OPPOSE REPEAL OF LONG-AND- 
SHORT HAUL CLAUSE 


San Francisco, CAutir., March 4.—Organi- 
zation of the American Merchant Marine Pro- 
tective League of the Pacific Coast is under 
way here to combat legislation inimical to the 
interests of American flag shipping on the 
Pacific Ocean. Plans are being laid for the 
new organization to co-operate with similar 
groups on the Gulf and Atlantic coasts. More 
than sixty bills affecting the Merchant Marine 
are before Congress at this session. It will 
particularly oppose repeal of the long-and-short 
haul clause, which, shipping leaders declare, 
would wreck coastwise and intercoastal ship- 
ping. 


NEW TYPE OF LAMINATED PLYWOOD 
CONSTRUCTION IS PATENTED 


Wasuincton, D. C., March 8.—The Timber 
Engineering Co., subsidiary of the National 
Lumber Manufacturers Association, has an- 
nounced a new laminated type of construction 
using plywood as the structural material. A 
patent has been issued covering this .develop- 
ment. Its object is to provide a laminated wood 
structure of plywood—the laminations being se- 
cured together by a hardened adhesive—readily 
designed to meet the stresses in service. The 
belief is expressed that its commercial uses will 
be wide and varied, including the construction 
of laminated arches or roof trusses, box gird- 
ers and airplane wing surfaces in the form of an 
airfoil, The manner of construction makes pos- 
sible the use of a load-carrying structural mem- 
ber designed so that a core of laminations of 
plywood extending throughout the height and 
length of the member, upon which stiffening 
laminae are superimposed, will meet the stresses 
of service. The superimposed laminae narrow 
progressively as their spacing from the core in- 
creases and are bonded together by hardened 
adhesive. 





Would You Know a Swoose 
lf You Ran Into One? 


Neither would we—but it should be some- 
thing of a cross between a swan and a goose. 
We do know the answers to the following ques- 
tions: (If you don’t—see the answers on a 
classified page) 1. A poultryman sold all of his 
geese alive to six people. To the first he sold 
one half of all his geese, plus one-half goose, 
and he did likewise to the 2nd, 3rd, 4th, 5th and 
6th, killing no goose. How many geese did he 
have? 2. In what State is the only city named 
for Lincoln while he was still alive? 3. Who 
was the only two-term President whose terms 
were not consecutive? 





Equalizes Rate to Ports 


New Orveans, La., March 6.—Establish- 
ment of an 18 cents per 100 pounds export rate 
on hardwood lumber to New Orleans from 
Decatur, Ala., will be effected by the Southern 
Railway as a means of re-creation of port 
equalization recently disturbed by the Louis- 
ville & Nashville railroad in putting that rate 
into effect from Decatur to Mobile, according 
to announcement by John McKay, general man- 
ager of the Board of Port Commissioners. If 
opposed by the Mobile port interests, it may 
also have the opposition of the Louisville & 
Nashville, 
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You, Mr. Dealer, will benefit and profit by handling the prod- 
ucts of the 5 Mills of Angelina. Always you can know that the 
lumber you get is of surpassing quality and dependable value. 
And you can know you will get it promptly, in good order, in 
good condition. At all the Mills of Angelina there are ample 
manufacturing facilities, with skilled and careful workers who 
take pride in maintaining Angelina high quality standards. Tell 
us your needs in Dimension, Finish, Casing, Base, Mouldings, 
Oak and Maple Flooring, Fence, Lath, Hardwood Items, Pick- 
ets, Plaster Lath, Woven Wire Picket Fence. 
Lumber, 
Straight or Mixed Cars. 


Creosoted Items, 
Chromated Zinc Chloride-Treated 


We invite your inquiries and orders, They will receive our prompt 
and careful attention. 'Phone, write or wire. Why not today? 


CHICAGO REPRESENTATIVES: 
JOHN H. SHOOK LUMBER COMPANY, 


110 N. Franklin St., Chicago, Ill. 
Retail and Industrial Sales 


A. E. BOATRIGHT LUMBER COMPANY, 


111 W. Washington St., Chicago, Ill. 
Railroad and Car Material 





Angelina County Lumber Company, Keltys, Texas 





KURTH LUMBER MFG, CO. Clarksville, Texas 


CONROE LUMBER CORPORATION, Conroe, Texas 


ANGELINA HARDWOOD CO. Keltys, Texas 
TROUT CREEK LUMBER CO. Kirbyville, Texas 


TEXAS OAK FLOORING CO. Dallas, Texas 





(Continued from Page 39) 


one of the first cars to pass over the latest 
stretch—between Natchez and Woodville 
—ahead of the motorcades that celebrated 
its opening later in the day. Lumbermen 
in that section are proud of this newly- 
paved highway and of others that will 
mean so much, to Mississippi especially, 
and to the South generally. An interest- 
ing experience in Mississippi was a visit 
to a sawmill operation that has been in 
continuous existence, on the same site, for 
111 years and is going strong with a long 
life still ahead of it. A thought in passing 
is that it is gratifying to note the number 
of lumber manufacturers who are improv- 
ing and modernizing their headquarters 


and making them exhibits of the beauty 
and utility of the woods they produce. 
This is particularly true of hardwood pro- 
ducers, numbers of whom are making 
their offices permanent exhibits of char- 
acter-marked hardwood paneling, attrac- 
tive wood office furniture and hardwood 
floors in various designs. 


A. L. F. 


Great Lake Ports to Get Water 
Shipment from Northwest 


CINCINNATI, OnI0, March 6.—Phil Anguerra, 
president of the Ivorydale Lumber Co., reports 
that he expects a cargo of about 200,000 feet of 
timbers and other Douglas fir items to arrive 
in about twenty days by water from the Pacific 
coast. 
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Here’s What's New 


New Shingle Booklet Shows Com- 
plete Line 
The Certain-teed Products Corp., 100 E. 42nd 
St., New York City, recently issued a 24-page 
booklet entitled “Certain-teed Roofs of Char- 
acter,” containing details, specifications and full 
color reproductions of Certain-teed shingles. Ac- 


Cortain-teed 
ROOFS OF CHARACT ER 


DOUCTS CORPORATION, NEW YORK N.Y 





cording to the manufacturer, Certain-teed 
shingles, now used on 7,000,000 homes, are 


daily gaining in favor and use because of their 
style, beauty, long life, economy and fire re- 
sistance. A feature Certain-teed shingle is the 
new Wood-Tex, available in brown, red, gray 
and green blends. Mentioned in the booklet is 
the complete re-roofing service offered by Cer- 
tain-teed, which includes the varied line of 
shingles, a finance plan, enabling home owners 
to pay for roofing on easy monthly payments, 
and literature, samples, and display boards for 
dealers, to make it easy for the home owner 
to select the roof to meet the architectural needs 
of his home, his taste in color and design, and 
his pocketbook. Dealers may obtain a copy of 
the booklet by writing to Dept. A-2 of the 
company. There is no obligation. 


Sales Help Program Is Announced 


in Booklet 

The Continental Steel Corp., Kokomo, Ind., 
manufacturer of 85 steel products for the farm 
and home, is now issuing a booklet to dealers 
telling new ways to boost spring business for 
extra profits. It tells the Continental plan to 
bring in new customers, about the 1939 “round- 
up” of fence buyers, and about the company’s 
new building plan service. The title of the 
booklet is, “You’re Bound to Win in 1939, If 
You’ve Got These Cards.” <A postcard to the 
manufacturer will bring the book and full 
details to the dealer. There is no obligation. 


Announces Sales Helps and 

Promotion For Plastic Wood 
The A. S. Boyle Co., 257 Cornelison Ave., 
Jersey City, N. J., distributor for Plastic 
Wood, announces dealer sales helps in the 
form of well-planned advertising in 25 leading 
magazines and 
162 broadcasts 
during the year 
over NBC, tell- 





ing the Plastic 
Wood story to 
t he customer. 


Plastic Wood is 
actually wood in 
putty form, and 
when dry it is 
hard, permanent 
wood — water- 
proof and weath- 
erproof and 
greaseproof. It 











can be planed, sawed, turned on a lathe; holds 
nails and screws and takes paint, varnish 
and lacquer. A Plastic Wood counter display, 
taking up less than one square foot of space, is 
available from the company, The display con- 
tains six tubes and twelve one-fourth pound 
cans, plus twelve cans of Plastic Wood solvent. 
Plastic Wood may be used to seal cracks around 
bathtubs and baseboards, floor cracks; to repair 
drawer pulls, reset bathroom fixtures and fill 
unsightly screw and nail holes. Complete de- 
tails about Plastic Wood and the counter dis- 
play may be obtained without obligation on 
request to the company. 


Roller Lumber Bed Allows Quick, 
Unit Unloading 


The R-B Co., Guinotte and Euclid Ave., 
Kansas City, Mo., has announced its cata- 
log and price list on R-B single and 4-roller 
types of lumber beds adaptable to all makes 
and capacities of trucks, trailers and loading 
wagons. The R-B roller-type bed allows lumber 
to be loaded easily, fastened as one unit, and 
when at the delivery point unloaded quickly in 
unit form by use of a ratchet crank. The beds 
are furnished with or without telescoping side 
extension racks for long lengths. R-B equip- 
ment is sold on a money-back guarantee and 
has been in successful use in the United States 
and foreign countries for the past 20 years. Sug- 











gestions for the proper type bed and the cost 
of such equipment will be furnished without 
obligation by the manufacturer to those sending 
in the makes and models of their trucks. 


Wire Screen Cloth Manufacturer 
Announces Dealer Sales Aids 


The Reynolds Wire Co., Dixon, IIl., manu- 
facturer of wire screen cloth, hardware cloth, 
stove pipe wire and steel wire, has announced a 
number of dealer sales helps for 1939. These 
include a large colored window display or coun- 
ter card; a booklet giving “Surface Tables and 
Retail Sales Prices,” convenient to be kept near 
the counter on which screen cloth is dispensed 
as it gives measurements and prices, saving fig- 
uring; a metal roll tie band, useful for keeping 
opened or cut rolls tightly rolled. This is better 
than clamps and similar devices, as it keeps 
any size roll in place and will not slip down. 
The end of the band is inserted through the eye 
and folded back. There is also a perpetual in- 
ventory tag enclosed with every roll of Sun- 
Red Edge Cloth, and extra ones are sent on 
request. A consumer leaflet is furnished in any 
quantity with the dealer’s name imprinted on 
the back. These may be used for distribution 
with statements or tucked into packages. Ready- 
to-use, one- and two-column newspaper mats of 
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well-planned advertising with a variety of illus- 
tration and text are also furnished on request, 
Full details on all of the sales helps are avail- 
able to dealers without obligation. 


Zinc Strips Give Improved Appear- 
ance, Protection to Siding 


The Double Grip Brass Clip Co., 211 S. Main 
St., Kokomo, Ind., is now offering individual 
zinc corner strips ‘which not only enhance the 
appearance on every asbestos siding job, but 











simplify fitting at the corners and along window 
and door frames, and give added protection. 
The strips, made of oxidized zinc, will not stain 
and are made in lengths suitable for any siding 
shingle. Shown above, left to right, are outside 
and inside corners. Each course of siding re- 
quires one individual zinc corner and one frame 
zinc strip. Complete details may be obtained 
from the company without obligation. 


Booklet Shows and Tells Uses of 


Western Pines 

The Western Pine Association, Yeon Bidg., 
Portland, Ore., has just issued an attractive, 
color booklet entitled “Building Your Home 
with Western Pines.” The booklet describes 
and shows the uses of Idaho white pine, pon- 
derosa pine, and sugar pine. Examples are 
given of the wide use of western pine for 
lumber and architectural woodwork. Framing 
of dry, strong, stain-proof western pines is em- 
phasized as well as their use for rafters, roof 
board, siding, shutters, sash, paneling, doors, 
studding, sheathing, etc. Both interior and ex- 
terior treatments are shown in abundance, in 
all sections of the country. Dealers may ob- 
tain copies of the booklet by writing to the 
association office. There is no obligation. 


New Portable Fire Pump Is Operated 
By Hand 


D. B. Smith & Co., Utica, N. Y., makers of 
the Indian fire pump, offer a portable pump 
consisting of a 5-gallon tank, portable by carry- 
ing with the handle or on the back; combina- 
tion brass nozzle for 50-foot stream or a long, 





coarse spray. Working the brass pump back 
and forth throws the water in a powerful, con- 
tinuous stream. The pump is equipped with a 
quick opening, water-tight, filling cap, and the 
ventilated tank is form-fitting, giving a constant 
circulation of air between the tank and the 
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carrier's back. Dealers should readily accept 
the Indian fire pump because it is efficient and, 
in addition, low in price, enebling users to have 
several at strategic places ir any fire emer- 
gency which may arise. A descriptive, illus- 
trated catalog will be sent by the manufacturer 
to those requesting it. There is no obligation. 


New Driver Speeds Up Glazing; 
Does Neat Job 


Landon P. Smith, (Inc.), Irvington, N. J., 
manufacturer of Red Devil glass cutters, paint 
conditioner, glazier’s chisels, putty knives, etc., 
announces the Red Devil Automatic Diamond 
Point Driver. The driver, according to the 
manufacturer, enables one man to glaze more 
sash in one hour than can five men by hand 
methods. A patented nose plate releases the 
points one at a time and these can be driven 
into the hardest wood without bending. Com- 
plete details on the diamond point driver and 
Red Devil glazing and painters’ tools may be 
obtained from the manufacturer without obli- 
gation. 


New Screen Door Grille Is Easily 
Installed 


The Macklanburg-Duncan Co., Oklahoma 
City, Okla., has just announced an attractive, 
serviceable and economical screen door grille. 
The grille is simple to install and the orna- 
mental uprights are removable or adjustable. 
Finished with either 9 or 10 uprights, it is 
available in heights of 24 and 36 inches. The 
grille is finished in black enamel or antique 
brass. It may be split to equip any screen door 
and is also furnished in knocked-down stock. 
According to the manufacturer, the Nu-Way 
grille, furnished completely assembled, including 
screens and illustrated instructions, can be in- 
stalled in 10 minutes, On request to Dept.-G, 
the company will furnish dealers a catalog and 
prices on Nu-Way push bars and grilles of 
many types. There is no obligation. 


New Development Uses Two Motors 
on Truck for Big Loads 


The Gear Grinding Machine Co., 3901 Chris- 
topher Ave., Detroit, Mich., has just announced 
the Grico Twin-Motor Tractor, putting into 
practice a revolutionary principle in the field of 
motor truck transportation and heavy hauling 
operations. With the new tractor the company 
now offers a complete and improved line to 
meet every trucking requirement. A second de- 





vice is the trailing axle. The Grico two-axle 
drive, adaptable to all makes of trucks, will 
continue to be manufactured. The two new 
units have been designed for adoption on Ford 
trucks exclusively, to be marketed through 
Ford dealers. The new Twin-Motor unit con- 
sists of the standard cab-over- engine truck to 
which has been added a second engine imme- 
diately back of the cab. The second engine 
drives another set of wheels through its own 
driving shaft and rear axle. The combined 
horse power of the two motors is 190, with a 
corresponding increase in the rim pull and 
torque. The unit was designed to meet the 
demand of developing horse power in a low 
weight tractor combined with stamina, speed 
and economical operation. A large, heavy load 
can be pulled with two engines and the empty 
trailer can be returned by only one engine. 
Each motor is run by its individual controls, 


with the exception that there is a single throttle, 
shift lever, brake and clutch pedals. Complete 


details are available from the manufacturer 
without obligation. 


Speaker's Voice Furnishes Power on 
New Magnetic Telephone 


The Western Electric Co., 195 Broadway, 
New York City, has announced a new tele- 
phone instrument which gets its power solely 
from the speaker’s voice and enables the user 
to call any of five stations. It should find rapid 
favor in lumber and logging camps, mills and 
yards as means for economical communication. 
The rotary switch on the front panel permits 





the calling party to signal any one of the sta- 
tions and the small crank protruded from the 
side operates a signal generator. When the 
receiver is removed the electric voice current is 
generated internally by the impact of sound 
waves on a set diaphragm, hence it is indepen- 
dent of external power. The device is water- 
tight and is intended for communication only 
at close range, but its measure of effectiveness 
may be gained from the fact that suitable trans- 
mission has been obtained over an artificial line 
of No. 9 copper wire 200 miles in length. All 
inquiries about the telephone, 11A, should be 
addressed to company. There is no obligation. 


New Portable Blower Has Both 
High and Low Speeds 


Skilsaw, Inc., 5037A Elston Ave., Chicago, 
has just announced the AIRMASTER, a 2-speed 
portable electric blower which combines 
the utility of both a high-speed and low-speed 
blower in one all-purpose tool. It is possible to 
switch from low speed into high speed without 
much additional torque. The AIRMASTER devel- 
ops a velocity of both 20,500 and 26,000 lineal 
feet per minute, with a capacity of both 125 and 
176% cu. ft. per minute. It is so designed that 
it can also be used with standard attachments 
as a suction cleaner or sprayer. Full details are 

— on request from the manufacturer. 
here is no obligation. 





Model Homes Help Develop 
B. C. Trade with West Indies 


Vancouver, B. C., March 4.—British Co- 
lumbia shingles are now finding an increasingly 
valuable market in the West Indies, because of 
their ability to withstand hurricanes. Standard 
multiple low-cost tropical houses were developed 
in anticipation of a number of housing schemes 
and slum clearance projects. The trade exten- 
sion department of the B. C. Lumber & Shingle 
Manufacturers’ Association has prepared pros- 
pectuses on tropical house construction, and 
these have been widely distributed. Construc- 
tion of a model house—to demonstrate the util- 
ization of British Columbia lumber and shingles 
for low-cost, yet healthy accommodation—has 
been arranged for at Port-of-Spain, Trinidad. 
In Kingston, Jamaica, a sample shipment of ma- 
terial for ten houses was ordered recently. De- 
livery is still a problem, though a British ship- 
ping line recently established a service between 
British Columbia ports and the Indies. 
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Beautiful 


HILIPPINE 
Mahogany 








ol oe 5 Years 


BATAAN 
& LAMAO 


Our trade- 
marked, firm- 
textured, spe- 
cially selected 
Philippine Ma- 
hoganies have 
been the 


STANDARD OF EXCE LLENCE 


Exquisite beauty of grain and figure—excel- 
lent widths and lengths—high grades—ex- 
traordinary cutting value—combine to make 
these Aristocrats of the Philippines the ideal 
medium for fine Millwork, Furniture, Fix- 
tures.and Boats. 


High Quality at Comparatively Low Cost 
BUY FROM A MILL 


Cadwallader-Gibson Co., Inc. 


3628 E. Olympic Bivd., LOS ANGELES, CALIF. 


Our lumber is cut in our own mills-in the 
Philippine Islands and large stocks carried 
there and in the United States. 


350,000 Feet a Day 


FIR “z 


Every 

Modern = 
Facility 

Soft Old-Growth UPPERS and 

Vertical-Grained CLEARS. K-D, 

Smooth-end-trimmed COMMON. 


OREGON - AMERICAN 
LUMBER CORPORATION 
VERNONIA, OREGON 


MERSHON, EDDY, 
PARKER COMPANY 


Saginaw, Michigan 
Manufacturers of 
GENUINE WHITE PINE 
WINDOW & DOOR FRAMES 


Venetian Blind Slats, Specialties 
to order in both Hardwoods 
and Softwoods 


We are wholesale dealers in Northern White 
Pine, Norway. Spruce and Hemlock—Idaho 
White Pine, Ponderosa Pine, Hemlock, Fir, 
Cedar, Western Spruce, Sugar Pine and other 


forest products. 
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Better and Better 


SABINE 





Shortleaf 


Yellow Pine 


With latest improved equipment Sabine 





quality lumber, of all grades, now has 
the added refinement of Double-end 
trimmina, with square, smooth, and shiny 
ends. No extra cost. Looks better in 
the dealer's shed, and sells better. 


Mixed cars our specialty. Common lum- 
ber, Finish, Trim, End-Matched Y. P. 
Flooring and Sheathing, Oak Flooring, 
etc. Such mixed cars are expertly loaded 
for the protection of the lumber, and for 
convenience in unloading. 


Sabine Lumber Co. 


‘ SALES OFFICE: 
» Arcade Bidg., ST.LOUIS, MO. 


MILLS: 
Zwolle, La. 


SN Trinity, Texas 
Nap IAL New Willard, Texas 













CHAPMAN & DEWEY 
LUMBER COMPANY 


* Memphis, Tenn. * 


Manufacturers of high grade 


OAK FLOORING 


AND 


HARDWOOD LUMBER 


from famous St. Francis Basin 


Wire for quotations. 


Yard Stock Spectatiat 
SOUTHERN 


= IES ME 
HARDWOODS 


BAND-SAWED 


Prompt attention to inquiries 
and orders. Write today. 





MIXED 
CARS 
OR 
STRAIGHT 
CARS 





TEXARKANA, ARK.-TEX. 
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To Clarify “Sales Tax” on Materials 
and Fixtures 


Revised Rule 6 of the “Rules and Regula- 
tions Relating to the Retailers’ Occupation Tax 
Act” for the State of Illinois, which became 
effective Feb. 2, 1938, is the latest ruling affect- 
ing the tax liability in the purchase of building 
materials and fixtures by contractors, sub-con- 
tractors or real estate owners from retail lum- 
ber and building material dealers. 

Dealers selling materials to contractors (a list 
of “materials” will be found elsewhere in this 
article) are liable for the Occupation Tax with 
respect to their receipts from the sale of such 
materials. The procedure should be to add 
the 3 percent tax, as a cost of doing business, 
to the item sold, so that the list price alone is 
shown. The contractor is not liable for the 
“tax” on “materials” and can refuse to pay the 
dealer, if it is shown as a “tax” above the list 
price. If a lumber bill is $1.00, according to 
the dealer’s figure, he should show a list price 
of $1.03 and not the lumber as $1.00 and tax 3c. 

Included in the listing of materials, according 
to the Illinois Department of Finance, are: 

Bricks, builders’ hardware, flooring, glass, 
gravel, insulation, lath, lime, lumber, mill- 
work, mortar, oil, paint, paper, piping, valves 
and pipe fittings, plaster, putty, reinforcing 
mesh, sand, steel, stone, stucco, tile, wall- 
board, wall coping, wall paper, weather strip- 
ping, wiring, wood preserver. 


Contractors incur tax liability with respect 
to receipts from “fixtures” (a list of “fixtures” 
will be found elsewhere in this article) fur- 
nished and installed by them, as they are-mak- 
ing sales at retail. Labor or installation is com- 
puted at approximately 5 percent of the cost of 
the fixtures. Thus the contractor and not the 
dealer is liable in this instance, as it is a tax 
which rightfully is concerned with the contrac- 
tor’s cost of doing business; his own sale of 
things which are necessary to a building or 
other real estate and which do not lose their 
identity as “accessories” when placed or in- 
stalled. 

Fixtures are designated as: 

Air compressors, air conditioning compres- 
sors (motors and fans), ash hoists, awnings, 
bathtubs, boilers (sectional), burglar alarms, 
cabinets (prefabricated), clocks, closet com- 


binations, coal crushers, control panels, con- 
veying equipment, cooling units, cranes, der- 
ricks, drinking fountains, electric motors, 
elevator machines and motors, engines, 
fences, fire alarm fixtures, fire hose, furnaces, 
gasoline pumps, light fixtures, lockers (pre- 
fabricated), machinery, mirrors, oil burners, 
pumps, radiators, refrigerating and cooling 
compressors and motors, scales, sewage ejec- 
tors, sinks, soap dispensing fixtures, sprin- 
kler pumps and alarm valves, stokers, stills, 
switchboards, switches, telephone fixtures, 
temperature control instruments, turbines, 
unit heaters, urinals, vats, gates, generators, 
hot water heaters, hot water tanks, laundry 
tubs, lavatories, vault doors and equipment, 
ventilating motors and fans, window screens, 
window shades. 

Dealers’ books should show receipts from 
sales of materials to contractors, etc., separately 
from receipts from sales of fixtures, so that rec- 
ords of tax payment may be accurate and such 
records easily inspected. 


Some contractors who stood the liability for 
the Occupational Taxes on both materials and 
fixtures, prior to the revised ruling on Feb. 2, 
1938,—in that they paid both taxes direct to the 
State—are attempting to secure a refund over 
and above the amount they would have paid in 
on fixtures and installations alone, had the lat- 
est ruling been effective all along. Only those 
in litigation at the time of the ruling, and who 
carried it to the Supreme Court,—two com- 
panies—secured refunds. These refunds ex- 
hausted the amount set aside for such adjust- 
ments and legislative appropriation will be 
necessary to supply any additional amount. 

Incorrect newspaper reports during early 
March led many contractors to believe that they 
were not responsible for taxes on either ma- 
terial or fixture sales, and, subsequently, many 
started suits to recover any Occupation Taxes 
which they paid. This is in error, according to 
legal advice, and contractors should be warned 
that not only are they responsible for direct 
payment of taxes on fixtures but also heavy 
penalties may be levied for failure to do so. 
Dealers and contractors, to be safe, should fol- 
low Revised Rule 6, to the letter as all opinions 
and rulings since it became effective have con- 
firmed it. 


Western Pine Increases Budget 


(Continued from Page 51) 


cation for lower box shook rates to eastern 
territory. 


bs a 
Hal Dixon’s report of the research committee 


was approved by the directors, including: Cre- 
ation of a sub-committee to work with the staff 
on plans for expanding the operations of the 
department; approval of the work done in use 
of heavy duty pine flooring, and the actual use 
tests resulting in sales for use on steamship 
company terminals in Portland; continuation of 
work on kiln consultation, preservative stand- 
ards; water repellents, development of use of 
treated pine for green houses and other ex- 
posed uses; sap-stain preventives, lumber stain 
in yards; details in kiln drying; making plans 
for expanding program to be presented at semi- 
annual meeting. 

Likewise, the program of trade promotion as 
outlined by chairman C. C. Stibich, Auburn, 
Calif.. was approved, increasing the budget 
over 1938. The new budget includes $156,500 
for purely Western Pine Association effort and 
$55,000 for financial cooperation with other 
groups such as N. L. M. A. and the door and 
box industries. 

In connection with the work of the promo- 
tion committee, J. M. White, Weed, Calif., ex- 
pressed the opinion that research is the most 
important factor related to trade promotion and 


called attention to the fact that a proposed in- 
crease in research work should be considered in 
connection with the budget. 


Increased National Support Approved 


The afternoon general sessions were given 
over to the discussion of the National Lumber 
Manufacturers Association. So well did Pres- 
ident James C. McNary of the National, and 
staff members L. W. Smith and J. E. Mackie, 
present the picture of the National association 
work, that the Western Pine Association did 
not hesitate to approve the increase in financial 
support the National asked for. Mr. McNary 
hopes to get the whole lumber industry on a 
much higher basis of support for the National 
body. He wants lumbermen to support their 
association organizations to the extent of 1 per- 
cent of gross sales. He points out that lumber 
manufacturers pay 8 percent commission to the 
wholesaler and often 5 percent to the commis- 
sion man who sells the wholesaler, and allow 
2 percent for cash, making a total of 15 percent 
selling cost. Western Pine Association is lead- 
ing in support of the National, by increasing its 
payments to 2 cents per M. beginning with 
January, 1939, shipments. 

On motion of Mr. McNary, the board and 
members gave retiring president C. L. Isted a 
rousing vote of appreciation for his two years 
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of service in the office. Mr. Isted spoke of the 
two years as a matter of education for him, as 
well as of much pleasure. 

President-elect Swift Berry, in accepting the 
gavel, expressed surprise that the politicians in 
the organization had gone astray during his 
absence from the building and got him elected. 


Amemecanfiumberman 


He expressed deep appreciation of the honor, 
however, and said he was happy to know that 
the office comes to California and the Sugar 
Pine region. He promised to give the office 
as much time as possible, or necessary, and with 
the help of the staff to try to carry on the 
good work of his predecessors. 











The counter and wall are effectively utilized to display varieties of wood 


Wood Gives Beauty to Offices 


WasuinctTon, D. C., March 6.—One of the 
most attractive and interesting offices in the 
lumber and woodworking trades here is that 
of the Washington Woodworking Co. (Inc.), 
912 Fourth Avenue, N. W., which a few months 
ago underwent modernization. While the outer 
office has been fitted up with regard to facili- 
tating the work of the accountants and other 
members of the staff, with up-to-date appli- 
ances, advantage has been taken of the counter 
space and the wall behind the equipment to use 
it for the display of a number of the woods 
used in the activities of the corporation, each 
of the panels having attached to it the name 
of the species, in neat lettering. Here are to 
be seen samples of knotty walnut, Idaho and 


Ponderosa pine, knotty cypress, rosewood. ze- 
bra wood, hare wood, Pal Dao, avadire, and 
other species. The desks are edged with wal- 
nut, and the counter offers specimens of viarra, 
tealwood, duali, satinwood and other rare 
growths. 

Not less interesting is the drafting room, 
with its facilities for designing and pattern mak- 


ing. The walls of this apartment are paneled 


with more samples of knotty pine, figured wal- 
nut, cypress and a number of other specimens 
in beautiful finish. 

The upper portions of both rooms, and*the 
ceilings, are finished with various insulation 
materials, while the floors are of selected hard- 
woods. 





The drafting room, paneled with samples of beautiful woods 
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UTHWE 
LUMBER 


MILLS INC 











| McNary, Arizona 











PINE 


of Fine Quality and 


Careful Manufacture 


Here at Southwest Lumber Mills we offer you 
all building items in choice Ponderosa. This 
lumber is soft, light and white, of fine even 
texture and close grain. It works easily, takes 
nails without splitting, takes paint perfectly. 
Our mills are modern, electrically driven, with 
machinery of the most advanced type. Com- 
plete kiln-drying equipment and every facility 
for super-quality production. 


Our Mixed Car Service to Dealers includes 
Dimension, Siding, Interior Trim. “Apache 
Brand” Mouldings, Ceiling, Casing, Base, 


Lath, Selects, Common. 


Your inquiries and orders will receive prompt 


and careful attention. Why not write us 


today? 


Southwest Lumber Mills Inc. 
McNary, Arizona 
Mills at Flagstaff and 
McNary, Arizona 
DISTRICT SALES OFFICES 
PHOENIX, ARIZ.— * % "oR tir esontative 


CHICAGO — © SatEiot™ 520.0 autchigen ave, 
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42 Years’ Experience | 
Serving Lumber Dealers 


+f 





An Here’s a mill that’s up to the 
ment minute, with modern manu- 
Bi facturing equipment and a ° 
sal timber supply of 1 billion 
Wik feet. We manufacture top- 
a N quality products in Douglas 
WIN Fir, Ponderosa Pine and White 
\ Fir. Especially suited to con- 
Mth struction work is our Fir of 
Wit high-altitude growth. Write 


today. 


DOUGLAS FIR [ii 
) PONDEROSA PINE Nt 
WHITE FIR m 


















wa 
Wii Box Shooks and Crates a 
ri Address your orders to hee 
“| SOUTHWEST LUMBER CO. |= 
i 





Alamogordo, New Mexico i 
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KANSAS CITY, MO. 


(\ GES ors tr 
< Ope Reel 


QUALITY 





ardwoods, Plywoods 
PINE 'Stavice. 
You'll find it pays to send your orders 
to Fry-Fulton. You can be sure of 
quick deliveries of top quality lum- 
ber. In St. Louis we carry complete 
stocks of Cypress, Oak, Birch, Poplar, 
Hard Maple, Yellow Pine Finish, Wal- 
nut, Mahogany, Ponderosa, California 
Sugar Pine, Northern White Pine, 


Plywoods of California Pine, Fir, 
Hardwoods. 


Special! 


Fry-Fulton Lumber Co. 


ST. LOUIS, MO. 


LET US QUOTE 


Super Harbord Siding. 


146 Carroll St., ° 
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Raine and Raine, Inc. 
RAINELLE, W. VA. 


Appalachian Hardwoods 
ee | 
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From prehistoric times up 
to quite recently man has 
been drawn to the glow, 
warmth and protective feel- 
ing of an open fire. As the 
fire was later confined with- 
in a dwelling, the fireplace 
with chimney for better com- 
bustion of fuel was a natural 
evolution. But inevitably the 
fireplace with all its roman- 
tic allure provided scorching 
heat to those able to con- 
gregate immediately in front 
of the hearth—whereas oth- 
ers outside of the magic cir- 
cle or in adjoining rooms 
shivered. Then too, the or- 
dinarily constructed fireplace 
smoked and/or drew too 
well and a lot of valuable 
heat went up the chimney. 

Even under the influence and refinement of modern liv- 
ing the fireplace as an adornment for living-room and den, 
but not for its intended use, still remained popular. It re- 
mained for the ingenuity of man to improve its design 
and bring the cheerful glow and warm comfort of the open 
fireplace back into good repute. This was accomplished 
through the gradual perfection of heat circulator units— 
metal forms around which the brick, stone, tile or stucco 
of the fireplace could be built with least trouble and cost. 

Such fireplace heat circulators of varying design all have 
the same basic principle—all seek to provide circulation of 
cool air taken in from the floor level through cool air in- 
takes and passing through a series of ducts over the heating 
chamber and out through a warm air outlet. Thus taking 
full advantage of the heat generated by the open fire without 
losing any of the charm. At the same time such circulators 
have a damper which prevents undue dissipation of heat up 
the chimney while the fire is going—or prevents cold air 
entering the room from the chimney when no fire is in the 
fireplace. 

Among the several reputable fireplace circulator units is 
the one here illustrated and described, the Superior Fire- 
place Heat Circulator Unit, burning wood or coal, manufac- 
tured by the Superior Fireplace Co., Los Angeles, Calif. 
Retail lumber and building material dealers everywhere have 
found circulator units a profitable adjunct to round out their 
“complete” packaged home sales. 

Another installation similar to the one shown below can 
be used for rooms on the second floor, heated with warm 
air ducts of insulated metal pipes built in the masonry. 
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As proof of the many delightful artistic and serviceable fireplaces pos- 
sible when built around a Superior Fireplace Circulator Unit, attention 
is drawn to the above style of fireplace, typical of the many thousands 
throughout the country now bringing back the tradition, allure and 
romance of the open fire without any of the primitive discomforts 





An illustration shows the Su- 
perior Fireplace Circulator Unit 
with special features alphabetically 
designated and described below: 


A—Front warm air outlet, also 
showing air flues connecting 
lower back wall with upper heat- 
ing chamber; B—Side outlets 
may open into living-room or 
other rooms adjacent to the fire- 
place or be carried to second 
floor; C—Reinforcing and baffle 
plate welded to inner lining; D— 
Reinforcing plate welded to inner 
lining; E—Air intake at floor 
level; F—Double thickness of 
iron prevents expansion and con- 
traction from breaking at bended 
back; G—Reinforcing ‘“T” irons 
provide air space between fire 
and back wall, prevent overheat- 
ing, warping and scaling. 





Left—Floor plan shows a Superior 
Fireplace located on an inner wall 
with an intake and outlet to one bed- 
room and an intake and outlet to the 
hall which supplies heat to the other 
bedroom, and an intake and outlet 
to the hall which supplies heat to the 
other bedroom and bathroom. The 
front outlet supplies heat for the liv- 
- ing-room and dining-room 
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DOs- Brings no man as true as he, To pray, and let them shift. 
tion Half as true as he who sleeps Your Christ got down, and so must you— 
nile Underneath the old Big Tree. You've got to stoop to lift. 
= With the reason of the man mEPr aes 
And the candor of the brute— Poet's Epiarams 
Just a soul in black and tan, “ Sinilia : 
ig paar ye mute. . “Once you are spotted as a liar you are 
og and girl and dreaming boy, ‘a 
- These made up the comrades three— - badly OF ans leopard. 


March 11, 1989 


Amermecan fiumbherman 








THE LUMBERMAN POET 








The Big Tree 


Underneath the old Big Tree, 
Just a girl and dog and I, 
Counting not the years of glee, 
Years of childhood, slipping by. 
Just a girl and boy and Jack, 
As the skimming swallows free; 
But no magic bringeth back 
Days beneath the old Big Tree. 


Undernéath the old Big Tree, 
From its leafy branches hung, 
There a swing swayed temptingly 
Where in childhood days we swung. 
Frayed and shredded now the rope, 
As the things that cannot be, 
Buried now the childish hopes 
Underneath the old Big Tree. 


Faithful Jack has felt the years, 

Still the bark so small and brave, 
And we wet with later tears 

Grasses growing on his grave. 
Marching time that onward sweeps 


You've Got to Stoop to Lift 


There’s lots of good in this here world, 
And lots of folks are fine; 

They want to straighten what is knurled 
For me and mates of mine. 

They’d like to help us, but a few 
In one great error drift; 

They never seem to see that you 
Have got to stoop to lift. 


Some female taxis to the slums 
To labor for the Lord 

And shows her satins to the bums, 
Who satins can’t afford. 

If we don’t fully understand, 
Or care, then she is miffed; 

But when you lend the helping hand, 
You’ve got to stoop to lift. 


There is no satin-slippered way 
To reach a human heart; 

You cannot be the finer clay 
And us a thing apart. 

To raise men up it will not do 
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Reaping all they might of joy 
Underneath the old Big Tree. 


There are trees in other lands 
Greater, taller, fairer far; 
But one tree in mem’ry stands 
Binding earth and singing star. 
In its waving branches high 
Heaven’s golden door I see— 
Let me at the threshold lie 
Underneath the old Big Tree. 


“And when every family owns its own 
home it is to be hoped there will be 
room in it somewhere where Dad 
can keep his clothes and pet books 
and pipe and things.” 





“A soft answer turneth away wrath, but 
a prompt answer might have pre- 
vented it.” 


Certified Lumber 
Helps You Win Trade 


When you supply Booth-Kelly Certified Lum- 








> NEWS AND ber for these new building and remodeling 
: VIEWS OF 5 Y EF . jobs you build new profitable trade for your- 
self. This better lumber always gives satis- 


faction because it’s that kind of lumber. Old- 
growth Douglas Fir, carefully, accurately 


From the AMERICAN LUMBERMAN 














Su- manufactured in the modern mills of Booth- 
Unit Kelly. Tell your customer that the mark of 
cally The Western Pennsylvania |land strip, containing 3,672,640] The Timber Trades Journal, “20” on the lumber is the Booth-Kelly pledge 
: Retail Lumber Dealers’ Asso-| acres, which are covered by the |of London, Eng., has issued a of quality and value; that the Association 
also ciation is a new organization | Springer bill for the formation | Universal Code for telegraph- marks guarantee proper grading. Our Mixed 
ting formed in  Westmoreland|of Oklahoma Territory, were |ing which is a unique and com- Car service enables you to maintain well- 
eat- County, Pennsylvania. There | not included in the Indian ap-|plete work. It is compiled for rounded assortments with minimum invest- 
— are nearly 100 charter mem-|propriation bill, which opens|the use of timber merchants, ment. Let us quote on your requirements or 
Mog bers. The object, as usual, is|up a total of 11,300,000 acres,|shipping agents etc. and seems _ fill an order for you. Write today. 
sal to protect the members against |including half of the great|to cover the whole scope of the 
affie sales by wholesale dealers and | Sioux reservation in Dakota. |timber and lumber business 
pD— manufacturers to contractors and lines immediately related, DOUGLAS FIR 
ner and consumers. George C. An- ° es as well as a variety of finan- 
ae derson of Latrobe, is presi-| Pack, Woods & Co., lumber |cial and business detail. The Dimension Flooring Ceiling 
ane dent. manufacturers, Oscoda, Mich., |scheme employed displays con- Drop Siding Finish Stepping 
= ** * have set a good example for |siderable ingenuity. Mouldings Casing Base, ete. 
ons The bill for opening up Okla-|lumbermen to emulate. The = 
fire homa, the Cherokee Strip and|firm has established a library We are headquarters for Association Trade-Marked 
eat- No Man’s Land goes over to|for the use of its employees,| The John Schroeder Lum- and Grade-Marked Douglas Fir Lumber. 

the next session of Congress. | having built a neat, roomy cot-|ber Co., Milwaukee, Wis., has 

It has been considerably op-|tage, conveniently arranged, |increased its capital stock to ah 
1 posed. * * * One of the last |and lighted with electricity, for |$20,000. 
erior acts of President Cleveland was | that express purpose. The col- iy VY 
= the ene = _ —e - lection of books is said to be| C. C. Yawkey leaves Saginaw 
ed- propriation bill which contained |a good one, and leading peri-|Wednesday for Wisconsin. He 
» the a provision empowering Presi-|odicals and newspapers are |is a sinus of the Lee-Yawkey “LUMBER CO 
other dent Harrison by proclamation |kept on file. Furniture and|Lumber Co., composed of EUG E.ORE- 
utlet to throw open to settlement |stationery are also provided|George Lee, of Buffalo, W. C. ENE ( 
» the what are known as the Okla-|and free access is given to all|Yawkey, of Detroit, and C. C. 
The homa and Seminole lands. The |the citizens of the town, the|}Yawkey, of East Saginaw. TWO MILLS—SPRINGFIELD & WENDLING, ORE. 
» liv. Cherokee outlet, containing | most of whom are sawmill em-|They are building a mill 40 

6,022,244 acres, and the public ! ployees. miles north of Merrill. sc cieaneentiieeeminiinishememnanaaniae 
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mills for the corresponding period of 1938. 


Amemcanfliumherman 
NATIONAL PRODUCTION, SHIPMENTS and ORDERS 


Wasurncton, D. C., March 6.—Following is the National Lumber Manufacturers’ Association’s report for two weeks ended Feb. 25, and for 
eight weeks ended that date, covering mills whose statistics for both 1939 and 1938 are available, and percentage comparison with statistics of identical 
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Av. No Production Percent Shipments Percent Orders Percent 

TWO WEEKS: Mills 1939 of 1938 193 of 1938 1939 of 1938 
Softwoods: 
EE a ee a A ee 128 60,200,000 99 62,198,000 100 60,006,000 99 
EE Peco raa dt bees ibecedseeceeetebass 143 173,609,000 126 157,354,000 106 155,275,000 89 
ED 6 cdnen'c ce ede ee siveneeds@erseees 110 67,537,000 158 102,273,000 109 98,547,000 96 
oo a errr 13 13,585,000 107 13,378,000 144 11,526.000 84 
ec od eae canbe meowewee ee hes 10 5,407,000 107 4,301,000 102 3,437,000 93 
i Dibciawe eth sabeoeeck ewes eanees 10 401,000 26 3,158,000 101 3,664,000 119 
Se EE, 60-64 6 c'etcsvvbecusreesiasess 17 2,388,000 78 2,795,000 162 3,271,000 131 

CD 65 6cneeen-eesteenedbewacecene 431 323,127,000 22 345,457,000 107 335,726,000 93 
Hardwoods: 
ET BN OGES 6c cs ccccctcscecseseseecee t71 9,833,000 93 11,979,000 124 12,080,000 115 
Pe IE 6 oS ee nen bccecdebueeseee 17 6,159,000 76 3,894,000 166 3,009,000 116 

Pe: . canegedestadee eewee ee 88 15,992,000 85 15,873,000 132 15,089,000 115 

WE EE CW dctenenssewsccucusceweeene 502 339,119,000 120 361,330,000 108 350,815,000 94 
Pee cnc epee vege Seba aeeh ne ee 65 14,022,000 117 13,559,000 109 13,989,000 83 
i ei cepansine eee eh oeutler ere 14 1,689,000 123 1,507,000 101 1,812,000 82 
EIGHT WEEKS: 

. 

Softwoods: 
I ha ina ahr le rds Gee wy new wee 129 246,345,000 102 239,943,000 95 253,731,000 96 
a ada week he hehe CME ORR bee 143 686,850,000 130 657,720,000 116 679,281,000 110 
ind a 8.6. dg dr ini avahin'g Gulcaal a Aare Wwe ae 111 258,749,000 180 422,754,000 120 385,629,000 101 
TN ee 13 51,586,000 118 50,444,000 126 58,042,000 108 
ON OOO ee aa 10 21,973,000 109 19,341,000 129 17,323,000 127 
TD Ne nwas a6 dee aves bara eedneness 10 1,867,000 41 13,308,000 121 13,219,000 103 
POS POE occ k ete sccnesccecesecesws 18 11,144,000 87 9,972,000 163 13,418,000 132 

Do cavcenuicuantdinaheedea wee 434 1,278,514,000 128 1,413,482,000 114 1,420,643,000 105 
Hardwoods: 
DOUGNOTR TPO WOORS 6occcccccsiceccsecceces t72 36,864,000 101 47,054,000 146 48,639,000 136 
GOOD 6i6 0 cededdsdcecevoscens 18 24,874,000 q7 14,405,000 147 12,723,000 125 

ETT eC ee 90 61,738,000 90 61,459,000 146 61,362,000 134 

oda aucune Ce Kewewn eau beeee eee 506 1,340,252,000 126 1,474,941,000 115 1,482,005,000 106 
CE. ck i cu ceeSeuneugaweeeeeeeuse 65 52,653,000 118 50,311,000 107 63,543,000 126 
0c. cuts oes CORES ab Neweeb es 14 7,615,000 138 | 6,426,000 115 7,872,000 127 


TUnits of Production. 





Southern Pine Statistics 


[Special telegram to AMERICAN LUMBERMAN] 
New Orveans, La., March 8.—Following is 
a summary of reports from southern pine mills 
for two weeks ended March 4: 


Average weekly number of mills, 130; 
Units,+ 110 


Total for 

Two Weeks 

Three-year average production*... 67,816,000 
CURE DUOGGCUIOE cc cccccccceveses 58,764,000 
NN fe Sin iat cam Scan Rimlim b'esnce ig ore 60,938,000 
oe ere 59,047,000 


Number of mills, 125; Units,+ 107 
On Mar. 4, 1939 


WMO OTEOTS 2... ccccccccccesecs 70,035,000 
PE ED hs nh 0d ee ob enseeunnee 454,193,000 


*October, 1934, to October, 1937. 


TUnit is 308,000 feet of “3-year average” 
production. 


Western Pine Summary 


PorTLAND, Ore., Mar. 4.—The Western Pine 
Association reports as follows on operation of 
identical Inland Empire and California mills 
during the two weeks ended Feb. 25: 


Report of an average of 110 mills: 


Total for 2 Weeks Ended 
Feb. 25,1939 Feb. 26,1938 


Production ....... 67,537,000 42,637,000 

Shipments......... 102,273,000 94,051,000 

Orders received... 98,547,000 102,673,000 
Report of an average of 109 mills: 

Feb. 25, 1939 Feb. 26, 1938 

Unfilled orders .. 162,059,000 153,391,000 


Gross stocks . . -1,395,637,000 1,446,945,000 


Report of 109 identical mills: 


c——Total for Year———"—_, 
1939 1938 


Production ...... 267,957,000 147,271,000 
Shipments ...... 433,515,000 363,075,000 
COGSTE oc ccscccoes 388,716,000 392,511,000 





Relation of Unfilled Orders to Stocks 


Wasurncton, D. C., Mar. 6.—Following is statement for nine groups.of identical mills and 
two groups of hardwood flooring plants of unfilled orders and gross stock footage on Feb. 26: 








No. of Unfilled Orders Gross Stocks 

Softwoods— Mills 939 1938 1939 193 
Southern Pine ........-sccccccee 124 68,681,000 70,218,000 526,319,000 546,168,000 
+ «die 'cie & 388.60 & 60.0.0 020% 143 323,643.000 318,979,000 973,120,000 978,394,000 
.,  .., | = =e 109 162,059,000 153,391,000 1,395,637,000 1,446,945,000 
California Redwood ............. 13 33,370,000 35,707,000 307,292,000 313,140,000 
BOUCMOGN CHOPOES occcccccccccces 10 5,895,000 5,049,000 199,761,000 188,236,000 
ow. 8 a aaa 10 4,938,000 5,912,000 141,488,000 159,694,000 
Northern Hemlock® .........cce- 14 16,282,000 9,755,000 117,923,000 118,821,000 

Total Softwoods ............ 423 614,868,000 499,011,000 3,661,540,000 3,751,398,000 
Southern Hardwoods ........... +67 33,621,000 34,110,000 225,350,000 242,082,000 
Northern Hardwoods® ........... 15 13,395,000 15,487,000 138,474,000 126,794,000 

Total Hardwoods ............ 82 47,016,000 49,597,000 363,824,000 368,876,000 

... 4 ere 491 661,884,000 648,608,000 4,025,364,000 4,120,274,000 
Flooring— 
CEE Accs sls dame ee ae a 75 60,791,000 29,267,000 95,923,000 84,376,000 
SE «coe cee we teieeine 14 9,810,000 7,692,000 18,304,000 18,147,000 

*Unfilled orders reported by 14 and 15 mills; stocks by 16 mills. fUnits. 


West Coast Review 


[Special radiogram to AMERICAN LUMBERMAN] 

SEATTLE, WASH., March 8.—The 143 West 
Coast Lumbermen’s Association mills, giving 
production, shipments and orders during the 
two weeks ended March 4, reported: 
Production 176,960,000 
Shipments 180,926,000 2.24% over production 
Orders 160,229,000 9.45% under production 

A group of 143 mills, whose production re- 
ports for 1939 to date are complete, reported 


as follows: 
Average weekly cut for nine weeks: 


0 err Pre re 67,407,000 

I 2st: sults cilece avelan tan @ Sacer ae Glen i lesa an 86,014,000 
Average cut for two weeks ended 

EE Sets cceanitwecaceecseee ee 88,480,000 


A group of 143 mills, whose production for 
the two weeks ended March 4 was 176,960,000 
feet, reported distribution as follows: 





Unfilled 
Shipments Orders Orders 
eee 69,199,000 61,687,000 105,728,000 
Domestic 
cargo... 77,994,000 67,755,000 152,722,000 
Export ... 13,319,000 10,373,000 52,811,000 
ee ae 20,414,000 pS eee ere 
180,926,000 160,229,000 311,261,000 


A group of 143 identical mills, whose re- 
ports of production, shipments and orders are 
complete for 1938 and 1939-to date, reported 
as follows: 


Aver. for 2 
wks. ended Aver. for 9 wks. ended 
March 4, March 4, March 5, 
1939 1939 1938 
Production 88,480,000 86,014,000 67,407,000 
Shipments 90,463,000 84,036,000 71,591,000 
Orders 80,115,000 85,055,000 78,515,000 





Ships Become Classrooms 


San Francisco, Cautr., March 4.—Answer- 
ing a sudden interest of American youth in the 
merchant marine and its operations, the Amer- 
ican President Lines’ management announced 
recently it will turn some of its ships into col- 
lege classrooms during port layovers. Interest 
of youth in American commercial fleets, Presi- 
dent Joseph Sheehan believes, will lead to in- 
creased support and patronage of American 
shipping. 
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Newsy Notes of Persons and Places 


and OFFICE 








E. F. Wales, Jr., of the Wales Lumber Co., 
Spokane, is on a five-weeks eastern sales trip 
for his company. 


C. J. Cutler, lumberman of New Westmin- 
ster, B. C., and his wife were visitors in San 
Francisco recently. 


Willard Farris of the Farris Hardwood Lum- 
ber Co., Nashville, Tenn., called on the trade 
in Chicago two weeks ago. 


H. A. Brattin, Sr., announces that his son, 
Harry, has become a member of the firm, F. J. 
Brattin & Son, Shepherd, Mich. 


J. C. Cauthen, president Rock Hill (S. C.) 
Lumber Co., Inc., has been elected a director of 
the Rock Hill Chamber of Commerce. 


Beaver (Alberta) Lumber Limited at Cal- 
gary has moved its general offices from Calgary 
to the Agency Building, Edmonton, Alta. 


A. J. Glassow, general manager Brooks- 
Scanlon Co., Bend, Ore., was recently regis- 
tered at the Palace Hotel in San Francisco. 


A recent visitor at the San Francisco office 
of Wendling Nathan Co. was George Gerlinger, 
Willamette Valley Lumber Co., Dallas, Ore. 


Peter Madson, who for many years managed 
the Fullerton Lumber Co. in Coulter, Iowa, has 
resigned to become district representative for 
the Johnson Clay Works, Fort Dodge, Iowa. 


J. Walter Wright who operates a_ lumber 
company under his own name in Bristol, Tenn., 
was treated in Johns Hopkins hospital recently. 


Attorney Oliver True is the new president of 
the Port Clinton (Ohio) Lumber & Coal Co. 
Arthur Libben is vice president, and Fred Wet- 
tlaufer is secretary and manager. 


H. A. Crane, who is the E. L. Bruce Com- 
pany’s representative in Baltimore, Md., visited 
Memphis headquarters of that concern recently 
to become better acquainted with the plant’s 
facilities. 


W. H. Klemme, retail lumberman in Ridge- 
way, Iowa, since 1873, was 90, Feb. 17. He 
was a member of the House of Representatives 
for six years, and served a like period in the 
Iowa Senate. 


R, C. Harper has become Maryland and 
Washington, D. C., representative for the Ed- 
ward Hines Lumber Co. of Chicago. He will 
make his headquarters in Philadelphia, and 
sell all of the famous Hines products. 


A. R. Gallant, who helped organize the Gal- 
lant Lumber & ‘Coal Co. at Toledo, Ohio, in 
1921, has again become associated with the con- 
cern after an absence of two years. At a direc- 
— meeting, Feb. 28, he was elected vice presi- 

ent. 


Wesley T. Murphy, who for the past decade 
has been on the operating staff of the Long-Bell 
Lumber Co. at Longview, Wash., has joined the 
trade promotion bureau of the West Coast Lum- 
bermen’s Association with headquarters in Port- 
land, Ore. 


C. L. Billings, vice president and general 
manager of Potlatch Forests, Inc., Spokane, 
Nash., recently accepted an appointment in 
Boise, Ida., to a commission which will manage 
the Idaho exhibit at the Golden Gate exposition 
in San Francisco. 


Charles Nease, city clerk and treasurer of 
Hugo, Okla., has announced that he will not 
a candidate for re-election this spring as he 


has accepted a position with the T. H. Rodgers - 


Lumber Co. effective upon the expiration of 
his term, May 3. 





Don Lawrence, assistant general manager of 
the Weyerhaeuser Sales Co., Spokane, has re- 
turned from an extended trip to the East coast 
He came back by way of California where he 
attended the Western Pine Association meeting 
in San Francisco. 


Effective March 1, V. M. Bennett assumed 
his duties as sales manager of the Woods Lum- 
ber Co., Memphis, Tenn. Mr. Bennett has had 
long experience in the hardwood industry and 
enjoys a wide acquaintance among buyers 
throughout the country. 


Floyd M. McGowin, president of the W. T. 
Smith Lumber Co., Greenville, Ala., was re- 
cently drafted as a member of the State Docks 
Advisory board by Gov. Frank Dixon. For 
several years, Mr. McGowin has been a mem- 
ber of the State Forestry Commission. 


Glenn W. Cheney and his son, Gilbert, of 
Dant & Russell Inc., Portland, Ore., have been 
touring the South on business. They spent some 
time in Baltimore before going South, and 
called on the Mac Lea Lumber Co., which han- 
dles West coast woods in large quantities. 


A. E. Norman, Jr., head of the Norman Lum- 
ber Co., Louisville, Ky., was named president 
of the Norton Infirmary in that city, Feb. 22. 
Mr. Norman is the second lumberman to hold 
the office in recent years. Joseph Burge of 
Gamble Bros. Inc. filled the position not long 
ago. 


William L. Favrao has been appointed esti- 
mator at the Merrick Lumber Co., which has 
its headquarters in Holyoke, Mass. Before go- 
ing East, Mr. Favrao was connected with Cur- 
tis Companies, Inc., Clinton, Iowa, and Farley 
& Loetscher Manufacturing Co., Dubuque, 
Iowa. 


Mrs. Lucy Kelly, wife of James Kelly, a 
shingle mill operator of Grays Harbor, has sold 
her first novel. “From Skid Road to Skyline,” 
for publication by Dorrance & Co., Philadel- 
phia. The story deals with logging in the Grays 
Harbor district from ox team days to the 
present. . 


J. M. Brown, president of the Long Lake 
Lumber Co., Spokane, and E. C. Wert, vice 
president and sales manager, were at the West- 
ern Pine Association convention in San Fran- 
cisco. Mr. Brown visited a married daughter 
and one who is in school in that city after the 
meeting. 


The Thompson Yards, Inc., Aberdeen, S. D., 
announces the purchase of the stock and good- 
will of W. F. Carstens Lumber Co., Clear 
Lake, S. D. The stock of the Carstens yard 
will be moved to the Clear Lake Thompson 
brarich, which has been serving the residents of 
the town for several years. . 


After 33 years with. the Southern Lumber 
Co., Warren, Ark., R. L. Ketchand has re- 
signed as plant superintendent. C. B. Freeland 
has succeeded him. Ernest White, assistant 
sales manager, has been given the newly cre- 
ated post of superintendent of manufacture in 
addition to his sales position. 


Recent visitors to the lumber trade in Buf- 
falo, N. Y., included: Earl C. Rossman, sales 
manager of the H. E. Brown Timber Co. and 
the McFarland-Brown Lumber Co., Sandpoint, 
Idaho; W. Charles McDonald, Linton Lumber 
Co., Toronto, Ont., and S. H. Youngman of the 
Centra! Pennsylvania Lumber Co., Sheffield, Pa. 


The Capital City Lumber Co., Madison, Wis., 
observed its twenty-fifth anniversary, Feb. 22. 
The firm was incorporated in 1914 by D. E. 
Kelly, now president, A. G. and G. O. Bank- 
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Richard Shipping Corp. 
Established 1847 
44 Beaver Street, NEW YORK 
Ocean Freight Brokers 
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Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collection of invoices. 


Special department handling export lumber shipments 
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ing. In addition to Mr. Kelly, the officers 
are: Edward Smithback, vice president; B. L. 
Sander, secretary, and G. O. Hanson, treasurer. 


The Kleeb Lumber Co., Pasco, Wash., burned 
one night recently, with an estimated loss of 
$15,000 which insurance partially covered. Louis 
Kleeb, owner, is spending the winter in Califor- 
nia, and his home, which also served as an 
office, was occupied by Carl Rogers, manager. 
Firemen saved most of Mr. Rogers’ household 
goods. 

Albert: A. Clearman, who has been a special 
factory sales representative for Long-Bell Lum- 
ber Co. in the Longview, Wash., area, has been 
transferred to Los Angeles, according to Earl 
Houston, western sales manager of the concern. 
Mr. Clearman will handle factory sales in 
southern California for the Longview and Weed, 
Calif., operations. 

The following eight officials of the Weyer- 
haeuser Timber Co. spent the early part of 
March inspecting company operations in various 
Pacific Northwest cities: J. P. Weyerhaeuser, 
Charles Ingram, W. L. McCormick and Norton 
Clapp, all of Tacoma, Wash., and F. E. Weyer- 
haeuser, A. W. Clapp, Laird Bell and H. H. 
Irvin, all of St. Paul, Minn. 


J. H. Kenesson, general manager of the 
Long-Bell Lumber Co., Doucette, Tex., was 
honored at the Beaumont Area Boy Scout 
Council meeting in Beaumont, Feb. 3, by being 
awarded a Silver Beaver, highest award in 
scouting. It was given to Mr. Kenesson in 
recognition of his valued services in Boy Scout 
work for the past fifteen years. 


R. E. Montgomery, Memphis, Tenn., formerly 
president of the Lee: Lumber Co., in that 
city, has become a field representative of the 
Federal Home Building Service Plan, and will 
have headquarters in Little Rock, Ark., under 
supervision of Benjamin Wooten, president of 
the Home Loan Bank. Mr. Montgomery will 
cover Louisiana, Arkansas and Mississippi. 


The forestry division of the University of 
California, Berkeley, celebrated its 25th anni- 
versary, March 4, with William B. Greeley, 
former chief forester of the United States, as 
guest of honor at a banquet featuring the occa- 
sion. Col. Greeley graduated from the univer- 
sity in 1901. The school’s forestry division is 
rated among the first four of its kind in the 
nation. 


From a lumberjack in northern Ontario at 
20 to manager of the Lowrie Lumber & Supply 
Co. in Lincoln Park, Mich., at 38 is the brief 
biography of Jack Collison, who was recently 
promoted to the latter position. Starting in the 
woods, he subsequently learned estimating, 
designing, building afd selling homes. He 
joined the Lowrie company three years ago as 
assistant manager of retail work. 


, Henry Flatau of Flatau Dick & Co., Lon- 
don, accompanied by his daughter, has been en- 
joying a vacation in Florida, where he has con- 
tinued to perfect his game of golf. Following 
his vacation, Mr. Flatau visited a number of 
the hardwood concerns with whom his company 
does an extensive business. He and his daugh- 
ter sailed for England on the Steamship Man- 
hattan during the past week. 


G. F. Jewett of Potlatch Forests, Inc., Spo- 
kane, and president of the North Idaho Forestry 
Association and of the Western Forestry & 
Conservation Association, and Mrs. Jewett 
have left for Florida where they will spend a 
couple weeks with his father. They will at- 
tend the forest fire prevention dinner in Wash- 
ington, March 22, then continue to New York 
for a week before returning home early in 
April. 

j. Ae McDonald has been re-elected as pres- 
ident of:the B. C. Veneer Works Ltd. at Nel- 
son, B. C. R. L. McBride is vice-president, 
and directors are: W. C. Hutchins, Winnipeg; 
W. B. Bamford, I. G. Nelson, and J. P. Mor- 
gan. Mayor N. C. Stibbs is a director ex- 
officio representing the city of Nelson. George 
Dvorjetz is managing director. Reports showed 
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the firm is finding favorable markets for its 
products in eastern Canada. 


It was announced March 3 in Tacoma that 
Philip Garland had been re-elected vice-presi- 
dent and general manager of the Oregon-Wash- 
ington Plywood Co., which operates in Tacoma 
and Everett, Wash., and Portland, Ore. Claude 
J. Anderson was re-elected secretary-treasurer. 
Mr. Garland announced at the same time that 
effective March 6 the company’s plant, which 
has been on a one-shift basis, would begin op- 
erating two shifts. 


On Feb. 18, L. C. Mittelstadt, who has been 
in the lumber business in Norfolk, Nebr., for 
47 years, observed his eighty-second birthday. 
The Mittelstadt concern also operates yards in 
Winside, Coleridge and Laurel, Nebr. Mr. 
Mittelstadt came to America from his native 
Germany when 19, and went to Stillwater, 
Minn., where he learned the lumber business 
from an uncle who was engaged in it. He 
settled in Norfolk in 1892. 

James G. Robson, prominent New Westmin- 
ster, B. C., lumberman, has been re-elected 





Becomes Redwood Association 


Manager 


San Francisco, March 3.—Directors of the 
California Redwood Association on March 1 
announced the appointment of Selwyn J. Sharp 
as acting manager of 
the organization. He 
will replace Carl W. 
Bahr, who has resigned 
to take a position as 
head of an eastern red- 





SELWYN J. SHARP, 
San Francisco, Calif.; 
Acting Manager 
California Redwood 
Association 





wood sales company. 
Mr. Sharp comes to 
the position after ten 
years experience with 
the association in statis- 
tics, structural promo- 
tion and the bureau of 
He is a graduate of the 





inspection and grades. ( 1 
University of California, where he majored in 


forestry economics. After graduation, he pol- 
ished off his formal education with logging ex- 
perience in the pine region, before going to the 
Western Pine Association, where he served as 
statistician for seven years. 

His appointment to the new position will take 
effect immediately. 





president of the British Columbia Lumber & 
Shingle Manufacturers’ Association which has 
its headquarters at Vancouver, B. 

Mackin has been re-elected as first vice-presi- 
dent, and J. O. Cameron, Victoria, second vice- 
president. Directors, all returned, are: A. R. 
Macfarlane, C. J. Culter, R. B. Cherry, B. M. 
Farris, G. R. Hackett, J. A. Humbird, J. H. 
McDonald, F. R. Pendleton. 





Hardwood Flooring Producer 
Appoints Alabama Distributor. 


BIRMINGHAM, ALA., March 6.—E. P. Cuth- 
rell, who has operated as a flooring contrac- 
tor for the past ten years, has opened a ware- 
house at 4023 North First Avenue, and will 
distribute E. L. Bruce Co. products throughout 
Alabama. Principal stocks carried at first will 
be strip floor and blocks. Mr. Cuthrell has 
represented the E. L. Bruce Co. block division 
for the past two years, and has installed several 
million feet of its blocks on Governmental 
projects. 
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COMINGS AND GOINGS 


THREE Rivers, Tex.—W. L. Hall has been 
promoted to the managership of the local unit 
of the John F. Grant Lumber Co. Inc., succeed- 
ing K. L. Hughes, who resigned and has moved 
to Houston. ; 


CRAWFORD, NeEsR.—Joe Morison has taken 
over the management of the Morison Lumber 
Co. here, and A. H. Axin of Pilger has suc- 
ceeded Mr. Morison at the firm’s branch in 
Harrison. 


Crarxs, Nesr.—Arvid Magnuson has suc- 
ceeded W. T. Spelts as manager of the Clarks 
Lumber Co. here. 


ANaADARKO, OxLa.—Glynn Shults for the past 
eight years manager of the Dascomb-Daniels 
Lumber Co., Davidson, Okla., has come here 
as manager of the Rounds & Porter Lumber Co. 


Dattas, Tex—H. W. Deffebach, former 
manager of the Burton Lumber Corp. in Hous- 
ton, has been transferred here by the company 
to take charge of its office. 


Creston, Iowa.—H. B. Rine of Ainsworth, 
Nebr., became manager of the Hawkeye Lum- 
ber Co., here, March 6. 


TraEr, Iowa—Karl Kaus of Hampton, Iowa, 
has succeeded R. B. Leachman as manager of 
the local Farmers Lumber Co. Mr. Leachman 
has bought a lumber yard in Strawberry Point, 
Iowa. 





Lumberman-Mayor Honored on 
Birthday 


PicayUNE, Miss., March 6.—Recognition of 
the seventieth birthday of Mayor L. O. Crosby 
was the occasion for a surprise meeting of 
nearly fifty business men in Picayune, in the 
office of the Goodyear Yellow Pine Co. here, on 
Feb. 23, at which time Mr. Crosby was pre- 
sented with a large basket of red roses and 
orchids. The presentation was made by T. K. 
Boggan. Mayor Crosby expressed his sincere 
appreciation of this tribute, and pledged his co- 
operation in making Picayune a bigger and bet- 
ter city. Mayor Crosby, regarded as one of 
the outstanding lumber manufacturers of the 
South and a native of Lincoln County, came to 
Picayune in 1917 to operate a sawmill. He is 
now serving his second term as mayor. 


Plywood Sales Staff Holds 
Conference 


BattrmoreE, Mp., March 6.—The nine mem- 
bers of the sales staff of the Harbor Sales Co., 
an affiliate of the Harbor Plywood Co., this city, 
held its fifth annual get-together sessions last 
Friday at the Lord Baltimore Hotel. Sessions 
were held in the morning and afternoon, and 
there was a dinner meeting in the evening. 
D. C. Covington, president, gave a talk, and the 
heads of the credit and purchasing departments 
elucidated their views. Among those present 
was C. T. Fritzsche, the manager of the ware- 
house in Washington. Another warehouse is 
being operated in Baltimore. 








Fir Exporting Company Elects 
Officers for Ensuing Year 


_ SeaTTLE, Wasu., March 4—The annual 
stockholders’ meeting of the Douglas Fir Ex- 
port Co. was held here, Feb. 23, and the follow- 
ing officers and trustees elected for the coming 
year: 
President 
Force. 
Vice presidents—M. C. Woodard and W. B. 
Nettleton. ; 
Chairman of Board—E. W. Demarest. 
Secretary-treasurer—W. A. Whitman. 
Trustees—E. W. Demarest, Tacoma; Theo. 
Dichter, Warrenton, Ore.; Ernest Dolge, Ta- 
coma; L. E. Force, Seattle; George T. Ger- 
linger, Portland, Ore.; G. Arch Kingsley, 
Portland, Ore.; C. H. Kreienbaum, Shelton; F. 
H. McCready, Aberdeen; W. B. Nettleton, 


and general manager—L. E. 
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Seattle; E. C. Stone, Seattle; Corydon Wag- 
ner, Tacoma; Clyde Walton, Everett; C. H. 
Watzek, Wauna, Ore.; C. L. Wheeler, San 
Francisco, Calif.; M. C. Woodard, Portland. 


The Douglas Fir Export Co. is an organiza- 
tion of a large number of the principal export 
shipping mills of the Douglas fir region of 
Washington and Oregon. Organized about a 
quarter of a century ago it has continuously 
served its member mills in the export sales of 
their products. 





Map Certified Homes Program 


BurFa.o, N. Y., March 6.—Plans were made 
for raising $20,000 for a new certified homes 
program in Rochester, N. Y., at a dinner meet- 
ing in the Rochester Club, March 2. Eighty 
members of the new Architects Certified Homes 
Association, builders, financiers, and supply firm 
representatives pledged their support to the 
movement to afford low-cost Architectural serv- 
ice to home builders. 

Among the speakers was Stuart M. Frame as 
representative of the lumber dealers. He com- 
mended the new move as an excellent one, and 
promised full co-operation in raising funds. 

It is planned to establish a central downtown 
display space for the showing of model houses. 





Observing Silver Jubilee 


Three of the principal speakers on the pro- 
gram of the recent annual meeting of the Lum- 
ber Dealers Association of Western Pennsyl- 
vania were left to right, Major John L. Griffith, 
commissioner, Intercollegiate Athletic Confer- 
ence (Big Ten) ; Don Campbell, president, Na- 
tional Retail Lumber Dealers Association; and 





E. H. Batchelder, Jr., senior vice president of 
The Insulite Co. 

Major Griffith closed the convention with a 
spirited and human address into which he in- 
jected, in college football language, colorful 
similes, placing the solution of business prob- 
lems on the same plane as those common under 
the rules of the gridiron game. Don Campbell, 
the popular and energetic two-term presi- 
dent of the NRLDA, and Major Griffith, 
upon being informed by Mr. Batchelder that 
The Insulite Co. had been playing the game for 
25 years, having celebrated its Silver Jubilee 
Anniversary, extended felicitations to the com- 
pany and Mr. Batchelder, complimenting the 
Insulite exhibit which forms the background for 
the above picture. 





Buys Plant for Ship Timbers 


New Orteans, La., March 6.—R. N. Tem- 
pleman, retail lumberman operating as Temple- 
man Bros., has taken title to the old American 
Box Co. plant at 3300 Perdido Street. The 
Property includes a storage shed 195 by 141 
feet, having an extension 18 by 18 feet on one 
side, and another 16 by 33 feet on the other. 
The property will be used for the operation of 
a ship timber yard. 


Hymeneal 


WEINIG - TAYLOR— Miss Marion Rivard 
Taylor, daughter of Mr. and Mrs. Shirley G. 
Taylor, of Buffalo, N. Y., was married on 
March 3 to Hilton H. Weinig, son of Mr. and 
Mrs. William D. Weinig, of that city. The 
ceremony was performed in the First Presby- 
terian Church by the Rev. Ralph B. Hind- 
man. A reception followed at the Twentieth 
Century Club. After a wedding trip to the 
West Indies, Mr. and Mrs. Weinig will make 
their home in Buffalo. The bride’s father is 
vice-president of the wholesale lumber firm 
of Taylor & Crate. 


OVERTON-LINDSLEY—Mr. and Mrs. Al- 
bert L. Lindsley of Birmingham, Ala., an- 
nounce the marriage of their daughter, Mary 
Lou, to W. Lester Overton on February 20. 
The bride has been secretary to her father, 
well known lumberman of Birmingham, for 
the past two years, while Mr. Overton is the 
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commercial agent of the Universal Car Load- 
ing & Distributing Co., a branch of the United 
States Railway System of New York. 


GALBRAITH-CORTELYOU—Miss Jane Cor- 
telyou, daughter of Mr. and Mrs. George S. 
Cortelyou, of Tacoma, Wash., was married 
to John H. Galbraith, Jr., son of Mr. and Mrs. 
John H. Galbraith of Eatonville, Wash., in 
Immanuel Presbyterian church in Tacoma, 
Feb. 18. The groom is associated with his 
father in the operation of the Eatonville 
Lumber Co. Miss Dorothy Cortelyou was 
maid of honor for her sister. Miss Helen 
Galbraith, sister of the bridegroom, was a 
bridesmaid. Thomas Galbraith, brother of 
the bridegroom, was best man. After a 
motor trip to California, Mr. and Mrs. Gal- 
braith will be at home in Tacoma. Both are 
graduates of the University of Washington, 
where Mrs. Galbraith was a member of 
Gamma Phi Beta, and Mr. Galbraith was a 
member of Beta Theta Pi and ®Oval Club, 
upper classmen’s honorary fraternity. 





LATH 
VENEER 


Alert operators from coast to 
coast have found that lumber in 
any form sells faster and brings 
better prices if it's free from 


sap stain and mold. 


That's why today so many lum- 
ber, lath and veneer operators 
depend on DOWICIDE to keep 
their products BRIGHT. 








This good semi-automatic lath vat costs little to build and operate 


Write today for the new 
DOWICIDE booklet which will 
show you how you can use 
DOWICIDE 


your operations. 


DOWICIDE 


AL 3-39 


Distributed and Serviced by 


A.D. CHAPMAN & CO., INC. 
New Orleans, La. Chicago, Ill. 


economically in 
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Veneer is dipped efficiently in this inexpensive automatic vat 





the ONLY time-proved Anti-stain and Mold Chemical 
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astern Trade News 


[F. J. Caulkins] 


Boston, Mass., March 6—Atrocious weather 
through February hampered building operations, 
so retail yards showed little tendency toward 
stocking up, but a number of offices have re- 
cently reported increased bookings of spruce, 
and there is a definite renewal of interest in 
round lots of West Coast fir and hemlock for 
mill shipment. Repairing or rebuilding the 
thousands of shores homes demolished in the 
September hurricane will require large quanti- 
ties of lurhber, much of which will be low grade 
native “disaster” lumber that will be coming 
from the mills in large quantities by mid-summer. 
The “down” logs are 80 percent pine, and run 
fully 80 percent to box grade, normally cut into 
“round edge,” of which there are usually ample 
supplies for a limited outlet. The Forest Serv- 
ice insists that an outlet for the great flood of 
new lumber must be found in home territory, 
and is offering a bonus for thick lumber, and 
also insisting that all boards must be edge 
trimmed, a plan that will greatly increase waste 
at mill site. 


WEST COAST WOODS—There are no ex- 
cess supplies of fir or hemlock dimension or 
boards at terminals, wholesale yards or in 
transit unsold. Improved weather has 
brought a renewal of dealer interest in ship- 
ments direct from mills, as most yards have 
low inventories, but orders placed are not 
impressive. The discount from page 16 of 
the West Coast list for small dimension 
schedules—20 feet and under—ranges $10@ 
10.50, with most sales closed at the latter 
figure. There is a moderate supply of fir 
and/or hemlock boards, held at $24.50@25 
for the No. 2, and $2 less for No. 3. From 
recent heavy arrivals of British Columbia 
boards, lots are still available at $1 less. But 
there have been free sales of the British 
Columbia 50/50 boards at close to $25@25.50. 
Receipts at Boston in the first two months 
this year totaled 17,766,170 feet, against a 
9-year average of 14,339,847 feet. The in- 
tercoastal vessel rate continues at $14. 


EASTERN SPRUCE—Current prices for 
spruce and other eastern mill products, de- 
livered by rail at points taking the Boston 
‘freight rate, will be found on page 87. The 
mills have order files to cover about three 
weeks’ output. February produced very 
little new business but more favorable 
weather has brought quite a volume of yard 
orders. Until completion of log drives in 
late May or early June, summer mills will 
continue idle, and the winter mills will build 
up order files. The new 50,000-feet-a-day 
sawmill at St. Francis, Me., to replace the 
one burned last summer, starts sawing Feb. 
6, with a fair though not heavy order file. 


LATH AND SHINGLES—tThere is the usual 
spring increase in sales of standard lath, and 
the larger mills, with very little surplus, are 
uniformly quoting $3.50 for the 1%-inch, 
with small lots or part carloads at $3.75. The 
15-inch sell at $4@4.25. Standard brands of 
Maine and New Brunswick white cedar 
shingles are active and firm at $4.25 per 
square for extra’s, $3.75 for clears, and $3.25 
for 2nd clears, delivered at Boston rate points. 
The yards are buying more freely of West 
Coast red cedars. The Washington shippers 
have gained some of the price ground lost 
during the winter months, but there is still 
pressure to sell, and delivered prices at New 
England yards are: No. 1 Perfections, $4.95@5, 
with the 16-inch 5X No. 1 at $4.52; No. 2, 
$3.67 and No. 3, $3.17. Standard British Co- 
lumbia brands are quoted 5 to 10 cents higher. 
Local stocks of waterborne, mostly air dried, 
are available from storage at $5 for Perfec- 
tions; $4.50 for 5X No. 1; $3.75 for No. 2, 
and $3.10 for No. 3. The supply of kiln dried 
is limited and they are held 10@15 cents 
higher. 


EASTERN HARDWOODS—Orders are in- 
creasing for maple and birch boards and di- 
mension sizes and call for prompt delivery to 
furniture and woodworking plants, and, 
coupled with the pressure to cut and dry 
special sizes of maple heel stock for higher 
and wider heels, are giving the sawmills a 
real spurt in activity. Inch FAS maple or 


birch, air dried, is held at $78@80, and the 
2-inch at $95. The 2-inch cross-cut maple to 
grade “90 percent usable for heels,” is firm 
at $73@75, while the special sizes, 24-inch 
and 9/4, subject to delay in delivery, are 
strong at $85@90, respectively. 

PINE BOXBOARDS—Production is increas- 
ing steadily as private owners clear their 
land of hurricane-felled logs. Buyers are 
moving cautiously, and are said to be picking 
up distress lots at as low as $11@12 f. o. b. 
mill. There is an occasional transaction as 
high as $15. Of good square edge box there 
is an ample supply, but holders are firm in 
their price views. 


New Englanders Returning from Florida 


The New England lumber group that has 
spent all or portions of the winter in Florida 
has already started the return trek. J. Edward 
Downes, head of the Downes Lumber Co., Bos- 
ton, with Mrs. Downes were guests through 
February at the “Breakers” in Palm Beach. 
Mr. Downes returned to his Boston office Feb. 
27. Also at the “Breakers” were Mr. and Mrs. 
Frank McQuesten. Mrs. McQuesten has been 
quite ill for some time. Richard Cook, head of 
F. D. Cook Lumber Co., retail dealer at Nashua, 
N. H., has returned from Orlando. George 
Fisher, manager wholesale office of Godfrey 
Lumber Co., Boston, who has been away from 
business fully a year recovering from a shock, 
is at St. Petersburg, and plans to return to 
business in the late spring. Howard B. Lov- 
ell, of Brockway-Smith-Haigh-Lovell Co., 
wholesale distributor of doors, sash and trim 
at Charlestown, with Mrs. Lovell returns next 
week from Florida. Mr. Barbare, in charge of 
the company’s lumber department, returned last 
week from a Florida visit. E. L. Gibbs, of 79 
Milk Street, Boston, accompanied by Mrs. Gibbs 
has been a guest ten weeks at Kenilworth 
Lodge, Sebring, Fla., and will move northward 
next week in easy stages. 

Forest Service activities at Boston have cen- 
tered at two locations, Federal headquarters in 
charge of the whole New England hurricane 
problem and occupying an entire floor at 115 
Chauncey Street, and the Massachusetts group 
quartered at 209 Washington Street. On Feb. 
27 the latter group was moved to Worcester in 
order to be in closer touch with the forest areas 
in the State. 


Its Southern Hardwood Stocks Are 
in Fine Balance 


Boston, Mass., March 6—Thomas J. Mc- 
Hugh, president of Atlantic Lumber Co., re- 
turned in February on the cruise ship Staten- 
dam, from a three weeks’ sojourn in southern 
waters which included visits in West Indian 
and South American ports. Both Mr. and Mrs. 
McHugh were greatly benefitted by this sea 
voyage. On Feb. 1, Fred Gillespie, who makes 
one or two Atlantic crossings annually to visit 
the hardwood consuming markets in the Brit- 
ish Isles and on the Continent, accompanied by 
his wife, sailed from Boston on the Cunard 
liner Samaria and will be away three months. 
His advices to headquarters indicates a very 
good outlook for American hardwoods at all 
British centers. Mr. McHugh advises that all 
five hardwood sawmills of the company in the 
South are in action, but that production is being 
held in close line with demand, though for the 
past several weeks shipments have exceeded 
production by a substantial margin, thus hold 
ing the inventory position at these mills in fine 
balance. The mills are located at Knoxville and 
Duff in Tennessee, Sardis in Georgia, Arkansas 
City in Arkansas, and at Clayton in Louisiana. 
They produce a complete line of southern hard- 
woods that are shipped to all corners of the 
United States as well as to the principal cen- 
ters of Great Britain and the Continent. The 
business was founded at Boston more than forty 
years ago by George French, who continues in 
daily touch as its treasurer, 
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NEW YORK, N. Y. 


Inventories at the yards are low, and spot 
stocks at the wholesale distribution yards, and 
at the local terminals, were further reduced 
through February, as few unsold parcels are 
being shipped in. Intercoastal offices during the 
past two weeks have been holding to a steadier 
price level than ruled through the earlier days 
of lebruary. The yards are placing orders for 
direct mill shipment more freely, and dimension 
fir schedules are no longer available at the 
$10.50 discount from page 16 of the West 
Coast list, but have definitely settled back 
to the $10 base and are firm at that figure. 
Most of the British Columbia dimension 
landed here early in February, and offered 
at $10.50 discount, has disappeared from lo- 
cal terminals, having been passed along to 
the dealer yards. Some of the 50/50 B.C. 
boards are still available, but are moving 
well at $25.50@26. Supplies of American 
Nos. 2 and 3 are limited, and are held at 
$25.50 and $23@23.50, respectively. 

Orders for eastern spruce dimension, for 
earlot delivery at Harlem River points, are 
coming to life again, but the volume has not 
yet reached normal for this season. Mill 
agents here report ideal winter logging con- 
ditions to govern the cost of harvesting the 
logs, both in northern Maine and the east- 
ern Provinces. During the cutting and yard- 
ing in the early fall, there was little snow 
to slow up the work. There has since been 
an abundance of snow and cold weather, so 
the work of hauling the logs to the river 
landings has been speeded up and is done 
at minimum cost. Shippers anticipate a 
strong market for 9- and 11-inch English 
deals through the approaching season and 
local mill agents feel assured that there 
will be little pressure to move excess spruce 
product into the New York market. Car- 
load lots of small dimension, delivered at 
New York points, are quoted at: 2x3- and 
4-inch, $31.50@33, up to $41@43 for the 
2x12-inch. 

The western pines, fir finish and gutters 
are being ordered more freely at the yards, 
though movement of the pines has not gained 
such volume as it should have at this season. 
All attempts by the mills to boost pine prices 
have failed, due to the highly competitive 
sales pressure and lack of spring order vol- 
ume for those woods. 

Lumber continues to flow in large quanti- 
ties toward the World’s Fair grounds, as the 
rush to complete all temporary buildings 
both inside and outside the grounds gains 
speed, as the opening date, April 30, ap- 
proaches. Officials say it will be complete Tn 
every detail when the gates open. A close 
estimate places the amount of lumber to be 
used within the fair grounds at forty mil- 
lion feet. 


The W. M. Ritter Lumber Co., of Columbus, 
Ohio, operating a series of hardwood sawmills 
and flooring plants, has established a distribu- 
tion warehouse at Watervliet, N. Y. 

E. K. Harroun of J. E. Harroun & Son, 
Watertown, N. Y., is back at his desk following 
a tour of mills and business offices on the West 


Coast. 
Norfolk, Va. 


NORTH CAROLINA PINE—Very heavy 
rains thronghout the South during February, 
causing rivers and streams to overflow, made 
logging impossible. Quite a number of mills 
have been down for two or more weeks. 
Today most mills in the Carolinas will take 
on orders for popular items for shipment 
in a few weeks, but such orders may be 
more difficult to place later. Naturally prices 
have remained very firm. There has been 
a better demand for Bé&better, particularly 
10- and 12-inch. Foresighted retail dealers 
are buying No. 1 common to be worked into 
flooring, finish, base etc., but are not get- 
ting promptly all the rough stock they want. 
Box manufacturers have been able to buy 
air dried small-mill products at very low 
prices, but will have to depend more on 
kiln dried stock at higher prices. Demand 
for air dried roofers has been light, but mills 
in the Carolinas, as well as Georgia, are not 
taking any orders except for shipment in 
three weeks or longer. The 6-inch and 
10-inch are firm at $16@16.50 and 8- and 
12-inch at $16.50 to $17, f. o. b. cars, Georgia 
Main Line rate. It is almost impossible to 
secure prompt shipment of mixed cars of 
dressed framing, and prices are- very firm. 
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The NEW Spring Edition 


of the 





Lumbermen’s Credit Rating Book 


A Sales Tool for Developing Sales 
— Not merely a Reference Book 





From no other source is there available such a com- 
prehensive directory of: retail and wholesale lumber 
dealers, commission salesmen, furniture factories and 
other woodworking plants, and lumber producers— 
sources of supply for wholesalers. 


Each business is clearly classified—STREET AD- 
DRESSES are given in the cities, names of new con- 
cerns starting up are promptly furnished in the 
Twice-A-Week Supplements, making it easy to com- 
pile a mailing list and keep it up-to-date. 


A Twice - Weekly Supplemented 
Credit Rating guide for ALL who 
Sell Lumber or allied products 


Because of our many EXCLUSIVE sources of infor- 
mation, such as the thousands of delinquent unpaid 
accounts reported to us each month, a high degree of 
accuracy of credit ratings is attained. 


Furthermore, without taking the time, or going to 
the expense of* buying a special report, you are kept 
advised, through the Twice-A-Week supplements, of 
the latest ratings for all names in the book and sup- 
plements thereto. 


Use It For 30 Days On Approval — No Obligation 


Write our nearest office for Approval Order Blank and details 


It may help you get some good orders — even new accounts — during 
the 30 day Approval term 


« « «+ We Solicit Wholesale Accounts Anywhere for Collection... . 


Lumbermen’s Credit Association Inc. 
608 So. Dearborn St.. CHICAGO — 99 Wall St... NEW YORK CITY 








82 
Baltimore, Md. 


NORTH CAROLINA PINE—With weather 
more favorable, demand has increased. Build- 
ing projects which had been halted by rain 
are being taken up again. Box makers have 
enough orders to keep them busy for some 
time and are absorbing sizable quantities of 
lumber. Prices show little change. 

LONGLEAF PINE—The movement has been 
increasing. Ship repair plants and other in- 
dustries are getting quite a lot of work, and 
their needs are augmented. The price trend 
is upward, though changes have not been 
pronounced. 

WEST COAST STOCKS—Some mill repre- 
sentatives report a fair amount of business, 
and that consuming industries are increasing 
their requirements, but the movement has 
not attained large volume. Prices of west- 
ern woods, except for a stiffening in redwood, 
remain practically unchanged. 

HARDWOODS —Call for hardwoods has 
made only very moderate gains. Oak floor- 
ing producers have good order files. Some 
furniture factories manage to do quite well. 
Conditions abroad are too uncertain to give 
a measure of freedom to the buying. 


Buffalo, N. Y. 


Lumber trade has not shown as much ac- 
tivity as it sometimes does at this season. 
February business, with some wholesalers at 
least, did not hold the improvement made 
in January, bad weather partly accounting 
for the falling off. Prices on most lumber 
items have remained steady. 


HARDWOODS—Trade has been rather 
quiet, much of the buying being in small lots 
for immediate needs. . The industrial situa- 
tion in this State is clouded by proposals to 
increase taxes on business. Hardwood prices 
are holding steady. 


WESTERN PINES—Buying is largely re- 
stricted to early requirements, though some 
wholesalers report an increasing amount of 
inquiry. Prices have shown little change dur- 
ing the past two weeks. 

NORTHERN PINE—The market remains 
steady, with no large surplus stocks at mills. 
The cut this season has been much reduced, 
so that a firm market is expected. Both re- 
tailers and industrial buyers are carrying 
small stocks, e 


(Continued from Page 42) 
ods of influencing the public to our serv- 
ice to our fellowmen that this is the first 
time, so far as I can learn, that such a 
practical and workable setup of this sort 
has been put together. 

“Will it work? Of course, it will not 
work itself. But today I was told of a 
boy from a club, walking home from his 
job in a sawmill, who was asked by a 
farmer, who was trying to cut the rafters 
for a barn he was trying to build—if he 
could lay out, and cut, those rafters. The 
boy said he thought he could; asked the 
man the width of the barn and the pitch, 
took the square, laid out and cut a pair, 
and they went up perfectly. The farmer 
hired him right there, at his board and 
50 cents a day advance over his wage at 
the mill, and today—having completed the 
barn—he is building a home for that 
farmer in a little valley in the hills of 
Lane County. 

“Tt is working both with the older boys 
whom I started on this road five years 
ago (one bought $1,800 in materials last 
summer from his old leader—a yardman 
and I know of five now married with 
homes of their own), and it is working as 
an adjunct to the regular courses of study 
in that high school. Even the girls are 
taking up the interior furnishings as part 
of their studies.” 





Market News from Am 


Spokane, Wash. 


INLAND EMPIRE PINES—Orders con- 
tinue scarce and order files are being fur- 
ther depleted by light shipments. Mill stocks 
are broken. Prices continue strong and 
those of scarcer items will surely swing 
upward as soon as demand begins to ex- 
pand. Spokane during February issued 
thirty-nine permits for new buildings valued 
at $62,371, 76 permits were issued for altera- 
tions, ete. costing $29,282, though cold 
weather has hindered building. 


San Francisco, Calif. 


BUILDING—With favorable weather, the 
February residential permits in San Fran- 
cisco were almost three times greater in 
value than for the same month last year, 
and showed a moderate gain over January. 
Total value of permits for frames was §$1,- 
141,250 during February, compared with §$1,- 
017,026 in January, and $391,760 in February, 
1938. Total authorized February construc- 
tion was $1,709,814, compared with $1,490,- 
394 in January, and $785,552 in February, 
1938. No permits were issued for the Expo- 
sition. San Francisco housing authority 
may start its first $2,000,000 unit some time 
between May 1 and June 1; its $15,000,000 
program will finance a 418-unit program. 


LUMBER CHARTERS—Rates, in general, 
saw a further softening during February, ac- 
cording to General Steamship Corp. The 
volume of fixtures, however, was fairly well 
maintained. For lumber cargo, 29 vessels 
were fixed, compared with 20 in January, 
and 22 in February, 1938; twenty-five from 
British Columbia, two from North Pacific, 
one from Columbia River, and one from Coos 
Bay/Columbia River; 19 were completed with 
wheat and general cargo. The Conference 
rates to Japan remain in the neighborhood 
of $12 on squares and $16 on logs. Rates to 
China via regular lines remain at $9.50 on 
lumber, and $13.50 on logs, with port dif- 
ferentials of 50 cents to $1 more. Some 
Sizable parcels have been booked for the 
United Kingdom-Continent. Conference rates 
remain at 55 shillings to United Kingdom, 
while Continental ports have been reduced 
to 55 shillings. A good number of vessels 
have been taken for U. K./Continent on 
lumpsum basis f. i. 0., which have trended 
downward from 23 to 22 shillings. Several 
vessels were fixed to Australia on lumpsum, 
f. i. o.; liner rates are about $9@12. No 
further inquiry is heard from South Africa. 
Some slackness has been met in the inter- 
coastal trade; Conference rates of $14 are 
maintained. 


LUMBER RECEIPTS—January lumber re- 
ceipts at Oakland totaled 16,000,390 feet, 
compared with 9,985,000 feet in January, 
1938. This total is larger than seasonal nor- 
mal. Some 196,249,010 feet was handled at 
the port during 1938, compared with 222,- 
159,770 feet in 1937. 


LUMBER AND BUILDING MATERIALS 
SALES—Retail sales in California during 
January, 1939, showed a gain of 23.7 percent 
over same month last year. Retail furniture 
sales were 7.6 percent greater than those 
of a year ago. Oregon sales increased 27.2 
percent for January this year, over the same 
month last year. Furniture sales were up 
12.7 percent over those of a year ago. 


CALIFORNIA TRADE PAYROLLS—State 
manufacturing industry averages show 4.1 
percent less employes, 4.5 percent greater 
weekly payrolls total, and 9 percent larger 
average weekly employees’ earnings in the 
logging and sawmill industries in January, 
1939, as compared with the same month last 
year. For planing mills etc. there were in- 
creases of 3.6, 26.8, and 22.4 percent. The 
furniture industry showed increases of 1, 
9.3, and 8.2 percent. Other wood manufac- 
tures reported decreases of 2.8 and 1.8 per- 
cent in employees and payrolls, and a 1 per- 
cent increase in earnings. 


CALIFORNIA PINES—Prices for Ponde- 
rosa have remained fairly stable, but while 
demand for upper grades has slowed up 
somewhat that for commons is strong and 
their prices are holding. Stocks are low. 
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With the box market in its quiet season, box 
lumber is reported none’ too plentiful. A 
fairly open winter in the pine belt may 
mean an early opening of spring opera- 
tions. 


DOUGLAS FIR—Prices show firmness, with 
noticeable improvement in local demand. A 
pick-up in volume is expected in the next 
thirty days. 


Tacoma, Wash. 


WEST COAST WoOODS—Markets, partic- 
ularly rail and domestic cargo, are main- 
taining their slightly improved tone. The 
export market, however, is not keeping up 
proportionately, although this week some 
gain is. evident in Japanese and South 
African, shipments. With more favorable 
weather, local construction also is begin- 
ning to show a gain. Logging operations 
are steadily increasing as the weather mod- 
erates. 

A Japanese freighter left Willapa Harbor 
last week with a million-foot cargo of 
squares for Oriental delivery. Additional 
Japanese and Chinese cargoes are scheduled 
to leave there this month. Shipments from 
the Harbor to California and eastern mar- 
kets are gradually gaining momentum. 


Seattle, Wash. 


WEST COAST WOODS—RAIL—Demand 
has flattened out, and the market is definitely 
weaker. Most uppers are moving at $1 less 
than prices of a fortnight ago. The East 
and middle West are holding back on or- 
dering. 

INTERCOASTAL—Orders are scarce. Space 
is plentiful on the $14 rate. 


CALIFORNIA is taking large quantities, 
and prices are steady. 


HXPORT—A little business is coming from 
the United Kingdom. The Continental rate 
has dropped 5 shillings. Germany is paying 
cash for a small quantity ordered in British 
Columbia. Italy is inquiring for a little. South 
America is very quiet, because of the bad 
exchange situation. Some lumber is being 
bought for both North and South China, and 
the Japanese purchasing combine has ordered 
some. The rate to Japan is $12 for squares, 
and $16 for logs. 


SHINGLES—Demand is fair. No. 2 XXXXX 
suddenly advanced 25 cents, and then soft- 
ened somewhat, but are still 5 to 10 cents 
over previous lists. All XXXXX shingles are 
firm, with No. 3 strengthening, and other 
items are holding their own. Stocks are in- 
creasing, though production is slightly re- 
duced. Some complaint is heard of difficulty 
in buying cedar logs. 


LOGS—As of March 10, a material decrease 
is shown in the inventory of logs on Puget 
Sound. Prices are firm. 


Vancouver, B. C. 


BRITISH COLUMBIA—Moderate improve- 
ment continues in the lumber market. Japan 
recently made the first purchase of timber 
squares in many months. China continues to 
take a small volume of logs and lumber. 
There is not much change in the United 
States market, and prices here are a little 
higher than the Atlantic seaboard seems will- 
ing to pay. Prairie dealers are optimistic. 
Australia’s log market is showing a little ac- 
tivity, but drouth is affecting business ad- 
versely, and orders for hemlock for shooks 
are likely to be curtailed. In the United 
Kingdom, the long-awaited Russian price list 
has been announced. The first schedule of 
about 100,000 standards has been based on 
£13 12s 6d per standard c. i. f. The Russians 
guarantee to limit exports to the United 
Kingdom for the year to a maximum of 
330,000,000 standards. The British timber 
trade is satisfied with this, and stability is 
expected. British enquiries have been active, 
except for “clears.” Prices as a whole have 
not stiffened appreciably. 


LOGGING OPERATIONS on Vancouver 
Island are at a lower ebb than at any time 
in recent years. Many of the larger logging 
camps in the coastal area have resumed work, 
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but heavy snowfall in some sections is re- 
tarding large-scale resumption. 


JANUARY WATERBORNE SHIPMENTS— 
Increased business from Australia, the best 
reported since last fall, contributed to British 
Columbia’s good showing in January, ship- 
ment totaling 89,090,000 feet, and amounting 
to more than 80 percent of the Pacific North- 
west total exports. Australia took 15,000,000 
feet. The United Kingdom took 55,638,000 
feet. The Chinese market got 5,500,000 feet, 
or slightly more than Africa. The South Sea 
Islands absorbed 3,770,000 feet. 


Portland, Ore. 


WEST COAST WOODS—The market gen- 
erally is rather quiet. Prices are fairly soft, 
and production has declined. 


INTERCOASTAL—tThe market is inclined 
to be listless. Prices on some items have 
declined a little. Ship space continues plen- 
tiful. 

CALIFORNIA—The market is not very ac- 
tive but all forecasts point to a good volume. 
Some selling has been done at concessions, 
it is said. 

RAIL business constitutes nearly half of 
all done in the past two weeks—an unusually 
high percentage. Prices are generally un- 
changed. 

EXPORT business has been very dull,.and 
is confined to only small orders from the 
United Kingdom. There are occasional in- 
quiries from Japan. 


Kansas City, Mo. 


SOUTHWEST MARKET—Mild weather has 
permitted active building. Retailers have 
enjoyed a fairly brisk trade, but have not 
replaced stocks sold though they have been 
sending inquiries. Sales of lumber at 151 
retail yards in the tenth Federal Reserve 
district during January were 18.7 percent 
larger than those of a year ago, while stocks 
of lumber were 7.2 percent lower. Prices, ex- 
cept on hardwoods, have been maintained. 


SOUTHERN PINE—A good inquiry from 
line yards developed last week, but actual 
sales were not large. Prices were steady; 
dimension was a shade easier, while boards 
were scarce and strong. Rains hindered 
logging. 

WESTERN PI lists 
have remained steady. Demand for factory 
grades showed some improvement. 


DOUGLAS FIR—Stocks of 6-inch D uppers 
were scarce and stronger. Buying continued 
light. 

OAK FLOORING—The market continued 
unsettled, but manufacturers generally held 
for higher levels. The advance of $2 since 
last fall has been maintained. Production was 
less than sales. 

HARDWOOD—A decline of $1 was reported 
last week. Furniture factories have good 
order files, but have’ not entered the hard- 
wood market. Inclement weather in the 
South reduced output. 

SHINGLES—Demand for 16-inch No. 2 is 
large and prices of this item are stiffening. 





Minneapolis, Minn. 


Business volume in the Northwest last 
month was well above the level of January, 
1938, after declining less than usual from 
December. Building activity was twice as 
great as in the same month a year ago, and 
prices of farm products showed gains over 
December, says the review of the Federal 
Reserve bank. Residential contracts were 
more than three times as large as those of 
a year ago, and were the largest for Janu- 
ary since records of the Reserve bank began. 
Increases in new construction more than off- 
set declines in repairs and alterations. 


RETAIL—January lumber sales at 418 re- 
tail yards in the ninth Federal Reserve dis- 
trict totaled 5,281,000 feet, as compared with 
3,841,000 feet in January, 1938, showing a 
gain of 37 percent. Stocks at 396 yards Jan. 
31 totaled 66,413,000 feet, as compared with 
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65,514,000 Jan. 31, 1938. Total sales of all 
materials at 418 yards totaled $1,047,560 last 
January, and $989,700 in January last year. 


NORTHERN PINE—Cold weather, storms 
and heavy snow have slowed down the mar- 
ket, but inquiries are constantly increasing. 
Stocks at retail yards are low. Box and 
crating material is moving in fair volume. 
Mill stocks are diminishing, and some items 
are getting into short supply. Prices are 
firm. 


NORTHERN WHITE CEDAR—Demand 
continues light, but increasing inquiries in- 
dicate improvement. Logging operations 
have been slowed down by heavy snow, but 
they are on a smaller scale than for some 
years past. Prices have been firm. 


MILLWORK-—Sash and door manufacturers 
evidence optimism because of larger inquiry 
and volume of estimating. Prices are ex- 
pected to advance. 


Warren, Ark. 


ARKANSAS SOFT PINE—There is a slight 
improvement in demand. , Certain items are 
short, and recent wet weather has made log 
supplies uncertain. Most of the larger mills 
report being sold up on 1x6- and 8-inch No. 2 
common and No. 3 boards, together with cer- 
tain widths and lengths in Nos. 1 and 2 di- 
mension. Novelty and specialty stock are 
in good demand, and most large mills have 
all the work their molders can take care of 
on present schedules. Indications are that 
some items will be rather difficult to pur- 
chase in quantity once spring buying gets 
well under way, and mills are not eager for 
orders on scarce items. 


SOUTHERN HARDWOODS—Shipments are 
running 25 to 40 percent ahead of production, 
whereas new business is 20 to 35 percent 
ahead of it. Continued heavy rains through- 
out the South, with many creeks and rivers 
overflowing, will halt logging for several 
weeks. Some prediction is made of actual 
scarcity of certain items before spring is over. 
Increased demand for oak flooring has been 
noted the past two weeks. 


Houston, Tex. 


SOUTHERN PINE—Orders have been hold- 
ing up well, and are a little above produc- 
tion. Rains in the South had an adverse 
effect on building. Heavy inquiries from the 
North are often developing into orders, so 
that stocks of center-matched 1x6-inch* and 
No. 2 shiplap, 1x8-inch, are likely to be 
scarce. Other items are getting into low sup- 
ply, one being No. 2 2x10-inch, 14-foot joists. 
The rains resulted also in a considerable re- 
duction of small-mill output, and the Wage- 
Hour law discourages overtime at larger 
plants. Prices hold firm, and some show a 
tendency to advance. 


HARDWOODS—Demand has been extremely 
good, and most mills are sold up on dry lum- 
ber. Prices are firm to stronger. Rough oak 
flooring stock is scarce, and stocks of hard- 
wood flooring at most mills are low, so that 
prices have increased $3@5. 


SHINGLES AND LATH—tThe shingle mar- 
ket has been very slow, and buyers are often 
able to pick up low-priced transits; but it 
is firming up. Pine lath, with stocks normal, 
continue firm. 


Memphis, Tenn. 


SOUTHERN HARDWOODS — Demand has 
slumped substantially. Consuming  indus- 
tries are buying only for immediate needs, 
and very little business is coming from the 
furniture factories. Most of the current 
orders are from wholesalers and yards. Ex- 
port sales have been very light. Mill opera- 
tors have reduced production so that it is 
less than new orders. Inquiries indicate 
that as soon as the weather opens, demand 
will shoot up. Lumbermen say that hard- 
wood is being sold at below cost of replace- 
ment. Prices have shown no recession of 
consequence, and are fairly firm. 


HARDWOOD FLOORING—Sales have not 
been heavy. Prices are up about $3 from 
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Reap 


ROOF 


Profits 


Mr. Lumber Dealer, the ABESTO opportunity now 
is better than ever. And now is the time to start 
in and handle this good profit-payer. Dealers in 
every part of the country are building big trade on 
ABESTO. It pays large profits with small inventory. 
It’s for Roofing, Re-Roofing and Damp-Proofing. For 
built-up roofs it replaces hot applications of asphalt 
or tar pitch. Applied more easily, it does the» work 
for less. Applied cold, it needs no hot kettle or 
other special equipment. Seals holes and cracks 
securely. Adds years of service to old roofs. Learn 
about ABESTO. Stock it and sell it. Send for free 
specification sheets. No obligation. Write now. 


ABESTO MFG. CO., ™“1sit.s"” 





Gives Siding Jobs Improved 





aaoli-tailolaMmolile MeV +) ol-tolaelila- 


On every Asbestos 
Siding job, where ap- 
pearance is_ essential, 
you can save valuable 
time, simplify fitting 
at corners and along 
window and door 
frames, give added pro- 
tection, by using indi- 
vidual zine” corner strips. ... Made of 
oxidized zinc ... will not stain. Lengths 
suitable for any Absestos Siding Shingle. 
For complete details write 













DOUBLE GRIP BRASS CLIP CO. 
211 S. Main Street Kokomo, Ind. 








FROM THE BARN DOOR HANGER 
TO THE TINY CABINET HINGE 


Every item of Stanley Hardware is built and 
priced for the satisfaction of you and your 
customers, and advertised so it will sell easily 
and profitably. Catalog No. 61 describes the 
line. The Stanley Works, New Britain, Conn. 


STANLEY 





HARDWARE FOR CAREFREE DOORS 








100% Dealer Distribution 


We solicit business from lumber 
dealers and supply them with all 


SOUTHERN and WESTERN WOODS 
P. M. BARGER LUMBER CO. 


bore NGTON 


SHINGTON. D.C. MOORESVILLE, N. C. 














Direct Importers of 


BALSA WOOD 


STOCKS IN PORT FOR 
PROMPT SHIPMENT 


F.C. LUTHI & CO., 247 Sutteces*t; 
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Last Picture of Lumber Family 


March 11, 1939 


Buckiin, Kan., March 6.—This picture of a lumber family 
was taken about three weeks before the death of the father in 
January at his home here. 
Fortna of the Fortna Lumber Co. 
business up to the day of his death at the age of 88. 


The father is the late David K. 
He actively conducted his 





Left to right the sons are: Herb C. Fortna of the Ortmeyer 
Lumber Co. with headquarters in Wichita, Kans.; D. G. Fortna, 
Fortna Lumber Co., Bucklin, and Frank W. Fortna, Home Lumber 
& Supply Co., Klamath Falls, Ore. 





In addition to his own sons who became lumbermen, there 
are many retailers in Kansas who received their lumber mer- 
chandising education from the elder Mr. Fortna. 





Jan. 1, but manufacturers say that they do 
not cover the higher cost of raw material 
and labor. Stocks are very low. Red oak 
is sold up and there isn’t a great deal of 
manufactured white oak flooring. 


Cincinnati, Ohio 


HARDWOOD MARKET—The market gen- 
erally is dull. Inquiry was reported from 
furniture factories for 4/4 oak, cherry, pop- 
lar and maple in FAS and common and select 
grades, but mostly in mixed carlots. Floor- 
ing sales were slow. Prices show little 
change. 


SOFTWOODS—Demand from small town 
and country retailers has improved. Retail- 
ers in the Ohio River towns also were mak- 
ing more active inquiry. Mill offerings are 
plentiful. Prices of both southern pine and 
cypress are steady. 


Birmingham, Ala. 


SOUTHERN PINE—Continuous rains have 
made it impossible to keep shipments mov- 
ing for yard stocks are wet. For four weeks, 
logging has been about 50 percert normal, 
and it will re at least fifteen days before the 
woods are dry enough to permit normal out- 
put. Kiln dried shed stocks of all grades 
are heavy, those of uppers continuing to in- 
crease and to weaken marketwise, with 
lowers in best call. Retailers complain of 
the slowing down of WPA purchases. The only 
item in real demand, for school or other 
Governmental projects, is No. 1 and C end- 
matched rift flooring; alternates now ac- 
ceptable are second or select beech, first 
tupelo and sap gum, and occasionally Doug- 
lass fir vertical grain. The only strong items 
are 1x4¢-inch No. 3 flat grain flooring and all 
grades of end-matched short length rift. The 
spurt in buying of car material and small 
timbers has been followed by dullness in de- 
mand for these items. 





World's Most Modern Store 
Owes Beauty to Rare Woods 


San Francisco, Catir., March 4.—Hailed as 
the most beautiful and modern store in the 
world today, and a “show spot” of San Fran- 
cisco for the 1939 Golden Gate International 
Exposition, the recently completed $1,000,000 
remodeling project of Roos Bros., furnishings 
for men and women, gets much of its warm 
hospitable appeal from the use of exotic woods. 

The prominent feature of the new store is 


MEET ME IN CHICAGO 


19 N. CLARK STREET 


IN THE CENTER 
OF THE LOOP 














the employment of rare woods from all parts of 
the world in furnishings, displays, panels and 
furniture. All of the wood is finished in natural 
colors, and the beauty of the finished product 
is the beauty of the wood itself. 

Among the rare woods utilized are Phil- 
ippine mahogany, harewood from the British 
Isles, shipwrecked ash, knotty pine, Primavera, 
Jenisero from Central America, Yuba wood 
from Australia, walnut, pickled pine, Alpine 
burl, satin wood, sand blasted pine and others. 

A large wood mosaic in the shoe department, 
depicting a cobbler’s shop, is composed of thou- 
sands of pieces of more than 48 varieties of 
wood in their natural colors. 





Texas Company Incorporated 


Corpus Curisti, TeEx., March 6.—Incorpora- 
tion papers have been taken out for the Mat- 
thews Lumber Co., of Corpus Christi, capital- 
ized at $40,000. Incorporators are J. R. Mat- 
thews, J. G. Gratehouse and O. F. Goller. 





Only Barbed Wire Department 
Affected by Fire 


STERLING, ILL., March 7.—Fire of undeter- 
mined origin early on March 6 caused suspen- 
sion of operations in the barbed wire depart- 
ment of the Northwestern Steel & Wire Co.’s 
main plant at Sterling. The steel plant, the 
other fabricating departments and the wire mill 
were not touched by the fire, and will con- 
tinued to operate on normal schedules. Officials 
announce that employees of the barbed wire 
department will be retained to help with the 
rehabilitation work. No estimate of the dam- 
age was available, but the plant is fully pro- 
tected both by fire and by use and occupancy 
insurance. 





Dry Lumber Available for All 
Requirements 


Dorris, CALir., March 4.—The Associated 
Lumber & Box Co., here, affiliated with the 
American Box Co. of San Francisco, recently 
completed the installation of modern dry kiln 
facilities at its plant. The new kiln, constructed 
entirely of wood, is of Moore cross-circulation 
design, measures 46 by 88 ft. and has a holding 
capacity of approximately 40 M ft. of 6/4 pine. 
Walter S. Johnson is president of the company, 
D. E. McDuffee is sales manager and Lawrence 
Wilsey is manager of the Dorris plant. 

The sawmill of the company was built new 
during the winter of 1936-37 and has been oper- 
ated only two seasons. The company has a 
four cut-off box factory which uses about ten 
million feet per year for box shook. A planer is 
used to surface shop and select lumber for east- 
ern shipment. The mill equipment consists of a 
9-ft. Clark head rig and a 12 x 32 Wickes gang. 
Logging equipment includes a Northwest shovel 
for loading, three RD6 Caterpillar tractors for 
skidding and one RD7 for road work. All of 
the Caterpillars are Diesel powered. The com- 
pany also owns and operates fourteen logging 
trucks with trailers. 

Mr. Wilsey reports that the new kiln is work- 
ing out very well, enabling the company to 
make shipments at all times during the winter 
months, regardless of weather conditions. Tem- 
perature and humidity inside the kiln are con- 
trolled automatically, assuring perfect drying 
conditions at all times. The lumber to be han- 
died through the kiln is piled on small loads 
five feet wide by five feet high on yard cars. 
During the winter months, when the mill is 
not in operation, lumber from the yard is lo- 
cated on the kiln trucks and dried to a uniform 
final moisture content for factory lumber. 


‘*. 


The new cross-circulation kiln and a portion of the plant of the Associated Lumber & Box Co., Dorris, 
Calif., are shown above 
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THE BUSINESS RECORD 








Business Changes 


ALABAMA, Birmingham—Barnett Lumber Co., 
3501 5th Avenue N., for more than a quarter cen- 
tury one of the leading retail yards as well as for 
many years the largest millwork plant in the city, 
has announced the firm will liquidate its affairs as 
promptly as possible and the plant has been placed 
on the market. Joseph H. Brady, until recently 
president of the firm, has resigned and will enter 
business on his own account, distributing two or 
three well known lines of kitchen cabinets. 

Birmingham—Walker Lumber Co. (Inc.), 2713 
North 24th Street, retail dealers, announces the 
closing out of its stock and the liquidation of its 
affairs. Several months ago, Dick Walker, who or- 
ganized the firm, sold his interest and returned to 
the employ of the Grayson Lumber Co. The other 
stockholders are working out the present stock 
and will then retire from the retail lumber and 
builders supply business. 

. Louis—Schroeter Bros. Hardware Co., 907 
Washington Avenue, purchased by United Lumber 
& Hardware Co, a subsidiary of the United Lum- 
ber Co., now operating a chain of five stores in 
various sections of the city. Officers of the firm 
plan to modernize and restock the Washington 
Avenue store and retain the original firm name of 
Schroeter Brothers. 


COLORADO. Cheraw—Bill Olson Lumber & Sup- 
ply Co, succeeded by Green & Babcock, of Rocky 
Ford. 


IDAHO. Parma—Parma Lumber Co. purchased by 
Boise Payette Lumber Co.; the stock and lumber 
will be moved to the present yards of the Boise 
Payette company. 

ILLINOIS, Assumption—F, G, Mitchel lumber 
and building material firm purchased by Wendell 
R. Price. 

Dallas City—Utility Handle Co. changed name to 
rn Mill & Lumber Co. and moved to Warsaw, 
Ill. 

McConnell—Sanford & Zartman Lumber Co. pur- 
chased by Fred Schafer. 


IOWA. Dunkerton—Shimp Bros. & Sons _ suc- 
ceeded by Shimp Bros. 

Glidden—Green Bay Lumber Co. announces the 
sale of its yard here to A. Moorhouse Co. 

Liscomb—Froning Grain & Lumber Co. succeeded 
by Denniston & Partridge Co. 

KANSAS. Kinsley, Macksville and Stafford—A 
H. Aitken Lumber Co. succeeded by Home Lumber 
& Supply Co. 

MISSOURI. Barnard—Thomas M. Jones suc- 
ceeded by Andrew’s Lumber, Hardware & Imple- 
ment Co. 

St. Joseph—Collier-Adams Manufacturing Co. 
succeeded by Carr, Adams & Collier Co. 

MONTANA. ‘Townsend—Brown Bros. Lumber 
Co. succeeded by Earl W. Brown & Son (Inc.). 

NEW MEXICO. Albuquerque—Central Lumber 
Co. succeeded by Fourth Street Lumber Co. 

Farmington—Graham Lumber Co. succeeded by 
Big Jo Lumber Co. 

NEW YORK. New York City—Bronxdale Hard- 
ware & Paint Co. (Inc.) changed name to Hyman 
Deutsch Lumber & Paint Co., 963 Morris Park 
Avenue, Bronx. 

OHIO. Toledo—C. T. Daniel Lumber Co. suc- 
ceeded by G. W. Haines. 

OKLAHOMA. Broken Bow—Broken Bow Lumber 
Co. purchased by T. H. Rogers Lumber Co. 

OREGON. Colton—Freeman Lumber Co. suc- 
ceeded by Hein Bros. 

PENNSYLVANIA. Pittsburgh — Evans-Tressler 
Lumber Co. succeeded by Provost Lumber Co., 
2540 Library Road, Overbrook. 

TFYXAS. Haskell—Hardin Lumber Co. purchased 
by Brazelton Lumber Co. 

WASHINGTON. Seattle—Noble Shingles (Inc.) 
has changed its name to Kay Bee Shingles (Inc.). 

WISCONSIN. Crandon—Palmer & Tyler suc- 
—— by Tom Tyler. 

Van Dyne—Fuller Goodman Co. succeeded by 
Wilke Lumber & Fuel Co. 


New Ventures 


ARKANSAS. Carlisle—Carlisle Cash Lumber 
Co. being opened by W. H. Glover and W. H,. My- 
gaat. A planing mill has been installed. A com- 
plete line of lumber for all purposes and every- 
thing in building supplies will be carried. 


LOUISIANA. Abbeville—The Weill Lumber Co. 
opened, carrying a complete line of lumber, paints 
and building materials. 

MICHIGAN. Davison—Hammond Lumber Co. 
opened by Howard C. Hammond at Garland Street 
and Davison Road. The new company will handle 
lumber, cement and a complete line of builders 
supplies, 

Breitung (P. O. at Negaunee)—People’s Supply 
Co. at 101 Newton Street, Breitung, has been or- 
ganized by John E. Carlson of Iron River, and will 
handle lumber, building material, wood, coal, farm 
machinery and barn equipment. 

Grand Rapids—The Division Avenue Lumber Co.. 
3501 South Division Avenue, which recently opened, 
will handle building supplies. 

MINNESOTA. Pine Island—Hess Lumber Co. 
has been opened by Henry Hess and will carry a 
general line of lumber and building materials 
and coal. 

MISSISSIPPI. Keirn—W. W. Woody Lumber Co. 
opened, handling hardwood and cypress lumber. 

MISSOURI. Jackson—Hope E. Morton announces 


the opening of a lumber yard here to handle a 
complete line of building materials. 

Keytesville—Roy Harper of Macon plans to open 
a lumber yard in Keytesville 

NORTH CAROLINA. Madison—Madison Lumber 
Co., which will operate a retail yard and contract- 
ing business, has been opened by Ray Manuel, 
Cecil Brown and Harry Kallam. 

TEXAS. Loraine—Roy A. Edwards and son Roy 
G. Edwards announce that they will put in a 
stock of building material here. 

WISCONSIN. Oconto Falls—Metzler Coal & 
Lumber Co. will handle a complete line of coal, 
building material and supplies. 


‘New Mills and Equipment 


MICHIGAN. Boyne City—Hall & Seabright of 
Traverse City plan to open a sawmill in Boyne 
City. The company purchased timber rights on 
the Walloon Lake Road. 

MONTANA. Polson—Dewey Lumber Co. is re- 
building sawmill, dry kiln and planer recently 
damaged by fire about $80,000. 

OHIO. Cleveland—U. S. Plywood Co. is about to 
build a warehouse, factory and office at 3115 St. 
Clair Avenue, to cost $60,000. 

OREGON. Lebanon—McPherson Bros. will erect 
$4,500 addition to sawmill. 

Willamina—Pacific Plywood Corp. will be organ- 
ized under the laws of Oregon and the company 
will erect a completely modern plywood factory 
near Willamina, with estimated capacity of 6,000,- 
000 feet per month. 


Incorporations 


INDIANA. Crown Point (Merrillville)—Merrill- 
ville Lumber & Coal Co. (Inc.); formed to do a 
general retail lumber and coal business. P. 
Address R. R. No. 2. 

KENTUCKY. Hartford—Hartford Lumber Co.; 
$10,000. 

NEW JERSEY. 
building supplies. 

NORTH CAROLINA. Fayetteville—Bramble- 
Campbell Lumber Co.; $30,000. To buy and sell 
all kinds of building materials. 


OREGON. Lakeview—Lakeview Cedar Co.; 


5.000. 

Portland—Harvey Lumber Co.; $10,000. 

Portland—Wasser-Mowat Shingle Co.; $10,000; to 
operate shingle mill. 

SOUTH CAROLINA. Cleveland—Saluda River 
Lumber Co.; $50,000. William Rogers, president; 
Lawrence J. Pace, secretary, and V. Barchrevink, 
assistant secretary. 
$ —— Amarillo—Wood-Webb Lumber Co.; 
40. 4 

Corpus Christi—Matthews Lumber Co.; $40,000. 
Incorporators are J. R, Matthews, J. G. Gratehouse 
and O. F. Goller. 


Casualties 


ALABAMA, Mobile—V. E. Reynolds Lumber Co. 
at Pennsylvania, 15 miles north of Mobile on U. S. 
Highway 43, had dry kiln and 30,000 feet of lum- 
ber = by fire, with loss to kiln estimated 
at 

INDIANA. Rochester—Eugene P. Bright Hard- 
wood Co. sawmill destroyed by fire, with loss esti- 
mated at $20,000, partly insured. Will rebuild. 
Lumber and logs stacked near the mill were saved. 

MICHIGAN. Detroit—Huebner Lumber & Manu- 
facturing Co., Seven Mile Road and Outer Drive. 
damaged by fire, with loss estimated at $45,000. 

rand Rapids—Van Keulen & Winchester Lum- 
ber Co.’s planing mill at 1047 Elizabeth Ave., N. 
W., damaged by fire, with loss estimated at $10,000. 

PENNSYLVANIA. Bristol—C. E. Stoneback & 
Sons woodworking mill was damaged by fire. Loss 
to building and contents is estimated at $8,000. 

TEXAS. Dallas—Blessing & Fuller Mill & Lum- 
ber Co., 5013-21 Miller St., mill, with its machinery, 
wrecked by fire, with loss estimated at $50,000, 
mostly covered by insurance. 

CANADA, Que., Sherbrooke—J. R. Royer (Ltd.) 
woodworking plant and lumber yard damaged by 
fire, with loss estimated at $10,000. partly covered 
by insurance. Business is being carried on as usual 
and arrangements are being made to install new 
equipment, 


To Build Uptodate Plywood 
Plant 


Otymp1A, WasH., March 4.—M. Sekstrom, 
manager Olympia Veneer Co. (Inc.), this city, 
has announced that a company will be organized 
under the laws of Oregon, with the name Pacific 
Plywood Corp., and that it will erect a com- 
pletely modern plywood factory on a site near 
Willamina, Ore. Mr. Sekstrom advises that 
machinery and equipment in this plant will be 
new and of the very latest design and will in- 
clude a hot-plate press. The estimated capacity 
of this new installation will be 6,000,000 feet a 
month, 


Camden—Penn Materials Co.; 
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Clean Up Doors and Sash... 
Eliminate All Hand Work with 


SKILSAW SANDER 






|, a smooth 
even finish, without ripples or 
ridges .. . the modern electrical 
way ... easier, faster, cheaper! Just the 
thing for cleaning up sash, doors and frames 
before delivery—makes them ready for paint- 
ing on the job. Removes scratches and stains 
from plywood panels; used for lining up glued 
joints and final finishing in sash and door 
manufacture. Compact, perfectly balanced, easy 
to use. Plugs into any light socket. THOU- 
SANDS IN USE! Made with and _ without 
vacuum dust collector. 


SKILSAW, INC. 
5037A Elston Avenue, Chicago. 


214 E. 40th St., New York—52 Brookline Ave., Boston— 
1429 Spring Garden, Philadelphia—2i124 Main Street, Dal- 
las—918 Union Street, New Orleans—i253 S. Flower St., 
Los Angeles—2065 Webster St., Oakland. Canadian 
Branch: 85 Deloraine Ave., Toronto. 





Loose Leaf Tally Books } 


TALLY SHEETS with 
Waterproof Lines 
Samples and Catalog 
on Request 

Tally Cards Rules 

Crayon Gauges 

Rule Cases Hammer Stamps 

Pickaroons Marking Sticks 

Car Movers Leather Aprons 

Tally Pencils Load Binders 
Books for Lumbermen 


FRANK R. BUCK & CO. 


2133 Touhy Ave. CHICAGO, ILL. 
Car Door Lumber Rollers Sectional Board Rules 














To Employees of 


LUMBER DEALERS 


This Free Trial Lesson, “‘How te 
Read Blue Prints,” and a a of 
blue print plans—to show 
this 35 year old School for "Builders 
trains lumber yard employees to list material, 
estimate costs, ete. 

LEARN IN SPARE TIME AT HOME 

Men with this training are needed now to 
handle expanding business in lumber yards. 
Lumber yard officials urge employees to get 
this training. For Free Trial Lesson address: 

CHICAGO TECHNICAL COLLEGE 
C-423 Tech. Bidg., 118 E. 26th St., CHICAGO, ILL. 









GILBERT NELSON & CO. 


Public Accountants 


332 S. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 
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Last Picture of Lumber Family 





Amemcanfiimberman 


March 11, 1939 


Buckiin, Kan., March 6.—This picture of a lumber family 
was taken about three weeks before the death of the father in 
January at his home here. 
Fortna of the Fortna Lumber Co. 
business up to the day of his death at the age of 88. 


The father is the late David K. 
He actively conducted his 





Left to right the sons are: Herb C. Fortna of the Ortmeyer 
Lumber Co. with headquarters in Wichita, Kans.; D. G. Fortna, 
Fortna Lumber Co., Bucklin, and Frank W. Fortna, Home Lumber 
& Supply Co., Klamath Falls, Ore. 





In addition to his own sons who became lumbermen, there 
are many retailers in Kansas who received their lumber mer- 
chandising education from the elder Mr. Fortna. 





Jan. 1, but manufacturers say that they do 
not cover the higher cost of raw material 
and labor. Stocks are very low. Red oak 
is sold up and there isn’t a great deal of 
manufactured white oak flooring. 


Cincinnati, Ohio 


HARDWOOD MARKET—The market gen- 
erally is dull. Inquiry was reported from 
furniture factories for 4/4 oak, cherry, pop- 
lar and maple in FAS and common and select 
grades, but mostly in mixed carlots. Floor- 
ing sales were slow. Prices show little 
change. 


SOFTWOODS—Demand from small town 
and country retailers has improved. Retail- 
ers in the Ohio River towns also were mak- 
ing more active inquiry. Mill offerings are 
plentiful. Prices of both southern pine and 
eypress are steady. 


Birmingham, Ala. 


SOUTHERN PINE—Continuous rains have 
made it impossible to keep shipments mov- 
ing for yard stocks are wet. For four weeks, 
logging has been about 50 percent normal, 
and it will ee at least fifteen days before the 
woods are dry enough to permit normal out- 
put. Kiln dried shed stocks of all grades 
are heavy, those of uppers continuing to in- 
crease and to weaken marketwise, with 
lowers in best call. Retailers complain of 
the slowing down of WPA purchases. The only 
item in real demand, for school or other 
Governmental projects, is No. 1 and C end- 
matched rift flooring; alternates now ac- 
ceptable are second or select beech, first 
tupelo and sap gum, and occasionally Doug- 
lass fir vertical grain. The only strong items 
are 1x¢-inch No. 3 flat grain flooring and all 
grades of end-matched short length rift. The 
spurt in buying of car material and small 
timbers has been followed by dullness in de- 
mand for these items. 





World's Most Modern Store 
Owes Beauty to Rare Woods 


San Francisco, Cauir., March 4.—Hailed as 
the most beautiful and modern store in the 
world today, and a “show spot” of San Fran- 
cisco for the 1939 Golden Gate International 
Exposition, the recently completed $1,000,000 
remodeling project of Roos Bros., furnishings 
for men and women, gets much of its warm 
hospitable appeal from the use of exotic woods. 

The prominent feature of the new store is 


MEET ME IN CHICAGO 


19 N. CLARK STREET 


& 
IN THE CENTER 
OF THE LOOP 














the employment of rare woods from all parts of 
the world in furnishings, displays, panels and 
furniture. All of the wood is finished in natural 
colors, and the beauty of the finished product 
is the beauty of the wood itself. 

Among the rare woods utilized are Phil- 
ippine mahogany, harewood from the British 
Isles, shipwrecked ash, knotty pine, Primavera, 
Jenisero from Central America, Yuba wood 
from Australia, walnut, pickled pine, Alpine 
burl, satin wood, sand blasted pine and others. 

A large wood mosaic in the shoe department, 
depicting a cobbler’s shop, is composed of thou- 
sands of pieces of more than 48 varieties of 
wood in their natural colors. 





Texas Company Incorporated 


Corpus Curisti, TEx., March 6.—Incorpora- 
tion papers have been taken out for the Mat- 
thews Lumber Co., of Corpus Christi, capital- 
ized at $40,000. Incorporators are J. R. Mat- 
thews, J. G. Gratehouse and O. F. Goller. 





Only Barbed Wire Department 
Affected by Fire 


STERLING, ILL., March 7.—Fire of undeter- 
mined origin early on March 6 caused suspen- 
sion of operations in the barbed wire depart- 
ment of the Northwestern Steel & Wire Co.’s 
main plant at Sterling. The steel plant, the 
other fabricating departments and the wire mill 
were not touched by the fire, and will con- 
tinued to operate on normal schedules. Officials 
announce that employees of the barbed wire 
department will be retained to help with the 
rehabilitation work. No estimate of the dam- 
age was available, but the plant is fully pro- 
tected both by fire and by use and occupancy 
insurance. 





Dry Lumber Available for All 


Requirements 


Dorris, Cauir., March 4.—The Associated 
Lumber & Box Co., here, affiliated with the 
American Box Co. of San Francisco, recently 
completed the installation of modern dry kiln 
facilities at its plant. The new kiln, constructed 
entirely of wood, is of Moore cross-circulation 
design, measures 46 by 88 ft. and has a holding 
capacity of approximately 40 M ft. of 6/4 pine. 
Walter S. Johnson is president of the company, 
D. E. McDuffee is sales manager and Lawrence 
Wilsey is manager of the Dorris plant. 

The sawmill of the company was built new 
during the winter of 1936-37 and has been oper- 
ated only two seasons. The company has a 
four cut-off box factory which uses about ten 
million feet per year for box shook. A planer is 
used to surface shop and select lumber for east- 
ern shipment. The mill equipment consists of a 
9-ft. Clark head rig and a 12 x 32 Wickes gang. 
Logging equipment includes a Northwest shovel 
for loading, three RD6 Caterpillar tractors for 
skidding and one RD7 for road work. All of 
the Caterpillars are Diesel powered. The com- 
pany also owns and operates fourteen logging 
trucks with trailers. 

Mr. Wilsey reports that the new kiln is work- 
ing out very well, enabling the company to 
make shipments at all times during the winter 
months, regardless of weather conditions. Tem- 
perature and humidity inside the kiln are con- 
trolled automatically, assuring perfect drying 
conditions at all times. The lumber to be han- 
dled through the kiln is piled on small loads 
five feet wide by five feet high on yard cars. 
During the winter months, when the mill is 
not in operation, lumber from the yard is lo- 
cated on the kiln trucks and dried to a uniform 
final moisture content for factory lumber. 


” ; a, 


The new cross-circulation kiln and a portion of the plant of the Associated Lumber & Box Co., Dorris, 
Calif., are shown above 
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March 11, 1939 


Amemecanfiumbherman 








THE BUSINESS RECORD 








Business Changes 


ALABAMA. Birmingham—Barnett Lumber Co., 
3501 5th Avenue N., for more than a quarter cen- 
tury one of the leading retail yards as well as for 
many years the largest millwork plant in the city, 
has announced the firm will liquidate its affairs as 
promptly as possible and the plant has been placed 
on the market. Joseph H. Brady, until recently 
president of the firm, has resigned and will enter 
business on his own account, distributing two or 
three well known lines of kitchen cabinets. 

Birmingham—Walker Lumber Co. (Inc.), 2713 
North 24th Street, retail dealers, announces the 
closing out of its stock and the liquidation of its 
affairs. Several months ago, Dick Walker, who or- 
ganized the firm, sold his interest and returned to 
the employ of the Grayson Lumber Co. The other 
stockholders are working out the present stock 
and will then retire from the retail lumber and 
builders supply business. 

. Louis—Schroeter Bros. Hardware Co., 907 
Washington Avenue, purchased by United Lumber 
& Hardware Co, a subsidiary of the United Lum- 
ber Co., now operating a chain of five stores in 
various sections of the city. Officers of the firm 
Plan to modernize and restock the Washington 
Avenue store and retain the original firm name of 
Schroeter Brothers. 


COLORADO, Cheraw—Bill Olson Lumber & Sup- 
ply Co, succeeded by Green & Babcock, of Rocky 
Ford. 


IDAHO. Parma—Parma Lumber Co. purchased by 
Boise Payette Lumber Co.; the stock and lumber 
will be moved to the present yards of the Boise 
Payette company. 

ILLINOIS, Assumption—F. G. Mitchel lumber 
and building material firm purchased by Wendell 
R. Price. 

Dallas City—Utility Handle Co. changed name to 
Loomis Mill & Lumber Co. and moved to Warsaw, 


1. 
McConnell—Sanford & Zartman Lumber Co. pur- 
chased by Fred Schafer. 


IOWA. Dunkerton—Shimp Bros. & Sons _ suc- 
ceeded by Shimp Bros. 

Glidden—Green Bay Lumber Co. announces the 
sale of its yard here to A. Moorhouse Co. 

Liscomb—Froning Grain & Lumber Co. succeeded 
by Denniston & Partridge Co. 


KANSAS. Kinsley. Macksville and Stafford—aA. 
H. Aitken Lumber Co. succeeded by Home Lumber 
& Supply Co. 

MISSOURI. Barnard—Thomas M. Jones suc- 
ceeded by Andrew’s Lumber, Hardware & Imple- 
ment Co. 

St. Joseph—Collier-Adams Manufacturing Co. 
succeeded by Carr, Adams & Collier Co. 

MONTANA. Townsend—Brown Bros. Lumber 
Co. succeeded by Earl W. Brown & Son (Inc.). 


NEW MEXICO. Albuquerque—Central Lumber 
Co. succeeded by Fourth Street Lumber Co. 

Farmington—Graham Lumber Co. succeeded by 
Big Jo Lumber Co. 

NEW YORK. New York City—Bronxdale Hard- 
ware & Paint Co. (Inc.) changed name to Hyman 
Deutsch Lumber & Paint Co., 963 Morris Park 
Avenue, Bronx. 


OHIO. Toledo—C. T. Daniel Lumber Co. suc- 
ceeded by G. W. Haines. 


OKLAHOMA. Broken Bow—Broken Bow Lumber 
Co. purchased by T. H. Rogers Lumber Co. 

OREGON. Colton—Freeman Lumber Co. suc- 
ceeded by Hein Bros. 


PENNSYLVANIA. Pittsburgh — Evans-Tressler 
Lumber Co. succeeded by Provost Lumber Co., 
2540 Library Road, Overbrook. 

TFYXAS. Haskell—Hardin Lumber Co. purchased 
by Brazelton Lumber Co. 


WASHINGTON. Seattle—Noble Shingles (Inc.) 
has changed its name to Kay Bee Shingles (Inc.). 


WISCONSIN. Crandon—Palmer & Tyler suc- 
ceeded by Tom Tyler. 

Van Dyne—Fuller Goodman Co. succeeded by 
Wilke Lumber & Fuel Co. 


New Ventures 


ARKANSAS. Carlisle—Carlisle Cash Lumber 
Co. being opened by W. H. Giover and W. H. My- 
gaat. A planing mill has been installed. A com- 
plete line of lumber for all purposes and every- 
thing in building supplies will be carried. 


LOUISIANA. Abbeville—The Weill Lumber Co. 
opened, carrying a complete line of lumber, paints 
and building materials. 

MICHIGAN. Davison—Hammond Lumber Co. 
opened by Howard C. Hammond at Garland Street 
and Davison Road. The new company will handle 
lumber, cement and a complete line of builders 
supplies, 

Breitung (P. O. at Negaunee)—People’s Supply 
Co. at 101 Newton Street, Breitung, has been or- 
ganized by John E. Carlson of Iron River, and will 
handle lumber, building material, wood, coal, farm 
machinery and barn equipment. 

Grand Rapids—The Division Avenue Lumber Co., 
3501 South Division Avenue, which recently opened, 
will handle building supplies. 

MINNESOTA. Pine Island—Hess Lumber Co. 
has been opened by Henry Hess and will carry a 
general line of lumber and building materials 
and coal, 

MISSISSIPPI. Keirn—W. W. Woody Lumber Co. 
opened, handling hardwood and cypress lumber. 

MISSOURI. Jackson—Hope E. Morton announces 


the opening of a lumber yard here to handle a 
complete line of building materials. 

Keytesville—Roy Harper of Macon plans to open 
a lumber yard in Keytesville 

NORTH CAROLINA. Madison—Madison Lumber 
Co., which will operate a retail yard and contract- 
ing business, has been opened by Ray Manuel, 
Cecil Brown and Harry Kallam. 

TEXAS. Loraine—Roy A. Edwards and son Roy 
G. Edwards announce that they will put in a 
stock of building material here. 

WISCONSIN. Oconto Falls—Metzler Coal & 
Lumber Co. will handle a complete line of coal. 
building material and supplies. 


‘New Mills and Equipment 


MICHIGAN. Boyne City—Hall & Seabright of 
Traverse City plan to open a sawmill in Boyne 
City. The company purchased timber rights on 
the Walloon Lake Road. 

MONTANA. Polson—Dewey Lumber Co. is re- 
building sawmill, dry kiln and planer recently 
damaged by fire about $80,000. 

OHIO. Cleveland—U. S. Plywood Co. is about to 
build a warehouse, factory and office at 3115 St. 
Clair Avenue, to cost $60,000. 

OREGON. Lebanon—McPherson Bros. will erect 
$4,500 addition to sawmill. 

Willamina—Pacific Plywood Corp. will be organ- 
ized under the laws of Oregon and the company 
will erect a completely modern plywood factory 
near Willamina, with estimated capacity of 6,000,- 
000 feet per month. 


Incorporations 


INDIANA. Crown Point (Merrillville)—Merrill- 
ville Lumber & Coal Co. (Inc.); formed to do a 
general retail lumber and coal business. P. 3 
Address R. R. No. 2. 

KENTUCKY. Hartford—Hartford Lumber Co.; 
$10,000. 

NEW JERSEY. Camden—Penn Materials Co.; 
building supplies. 

NORTH CAROLINA. Fayetteville—Bramble- 
Campbell Lumber Co.; $30,000. To buy and sell 
all kinds of building materials. 


OREGON. Lakeview—Lakeview Cedar  Co.; 


5.000. 

Portland—Harvey Lumber Co.; $10,000. 

Portland—Wasser-Mowat Shingle Co.; $10,000; to 
operate shingle mill. 

SOUTH CAROLINA. Cleveland—Saluda River 
Lumber Co.; $50,000. William Rogers, president; 
Lawrence J. Pace, secretary, and V. Barchrevink, 
assistant secretary. 
was Amarillo—Wood-Webb Lumber Co.; 

0.000. 

Corpus Christi—Matthews Lumber Co.; $40,000. 
Incorporators are J. R. Matthews, J. G. Gratehouse 


and O. F. Goller. 
s 
Casualties 


ALABAMA, Mobile—V. E. Reynolds Lumber Co. 
at Pennsylvania, 15 miles north of Mobile on U. 8S. 
Highway 43, had dry kiln and 30,000 feet of lum- 
ber destroyed by fire, with loss to kiln estimated 
at $6,000. 

INDIANA. Rochester—Eugene P. Bright Hard- 
wood Co. sawmill destroyed by fire, with loss esti- 
mated at $20,000, partly insured. Will rebuild. 
Lumber and logs stacked near the mill were saved. 

MICHIGAN. Detroit—Huebner Lumber & Manu- 
facturing Co., Seven Mile Road and Outer Drive. 
damaged by fire, with loss estimated at $45,000. 

Grand Rapids—Van Keulen & Winchester Lum- 
ber Co.’s planing mill at 1047 Elizabeth Ave., N. 
W., damaged by fire, with loss estimated at $10.000. 

PENNSYLVANIA. Bristol—C. E. Stoneback & 
Sons woodworking mill was damaged by fire. Loss 
to building and contents is estimated at $8,000. 

TEXAS. Dallas—Blessing & Fuller Mill & Lum- 
ber Co., 5013-21 Miller St., mill, with its machinery, 
wrecked by fire, with loss estimated at $50,000, 
mostly covered by insurance. 

CANADA, Que., Sherbrooke—J. R. Royer (Ltd.) 
woodworking plant and lumber yard damaged by 
fire, with loss estimated at $10,000. partly covered 
by insurance. Business is being carried on as usual 
and arrangements are being made to install new 
equipment, 


To Build Uptodate Plywood 
Plant 


Otympr1a, WasH., March 4.—M. Sekstrom, 
manager Olympia Veneer Co. (Inc.), this city, 
has announced that a company will be organized 
under the laws of Oregon, with the name Pacific 
Plywood Corp., and that it will erect a com- 
pletely modern plywood factory on a site near 
Willamina, Ore. Mr. Sekstrom advises that 
machinery and equipment in this plant will be 
new and of the very latest design and will in- 
clude a hot-plate press. The estimated capacity 
of this new installation will be 6,000,000 feet a 
month, 








85 


Clean Up Doors and Sash... 
Eliminate All Hand Work with 


SKILSAW SANDER 






| a smooth 
even finish, without ripples or 
ridges .. . the modern electrical 
way ... easier, faster, cheaper! Just the 
thing for cleaning up sash, doors and frames 
before delivery—makes them ready for paint- 
ing on the job. Removes scratches and stains 
from plywood panels; used for lining up glued 
joints and final finishing in sash and door 
manufacture. Compact, perfectly balanced, easy 
to use. Plugs into any light socket. THOU- 
SANDS IN USE! Made with and _ without 
vacuum dust collector. 


SKILSAW, INC. 
5037A Elston Avenue, Chicago. 


214 E. 40th St., New York—52 Brookline Ave., Boston— 
1429 Spring Garden, Philadelphia—2i24 Main Street, Dal- 
las—918 Union Street, New Orleans—i253 S. Flower St., 
Los Angeles—2065 Webster St., Oakland. Canadian 
Branch: 85 Deloraine Ave., Toronto. 





Loose Leaf Tally Books | 


TALLY SHEETS with 
Waterproof Lines 
Samples and Catalog 
on Request 

Tally Cards Rules 

Crayon Gauges 

Rule Cases Hammer Stamps 

Pickaroons Marking Sticks 

Car Movers Leather Aprons 

Tally Pencils Load Binders 
Books for Lumbermen 


FRANK R. BUCK & CO. 


2133 Touhy Ave. CHICAGO, ILL. 
Car Door Lumber Rollers Sectional Board Rules 














To Employees of 


LUMBER DEALERS 


This Free Trial Lesson, “‘How te 
Read Blue Prints,” and a set of 
blue print plans—to show you 
this 35 year old School for Builders 
trains lumber yard employees to list material, 
estimate costs, ete. 

LEARN IN SPARE TIME AT HOME 

Men with this training are needed now to 
handle expanding business in lumber yards. 
Lumber yard officials urge employees to get 
this training. For Free Trial Lesson address: 


CHICAGO TECHNICAL COLLEGE 
C-423 Tech. Bidg., 118 E. 26th St., CHICAGO, ILL. 









GILBERT NELSON & CO. 


Public Accountants 


332 S. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 
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Lumber Makes Possible 
Difficult Feat of Moving 
Big Building Down Hill 


RicHMoNnbD, Va., March 6—When F. W. 
Goodwin of the firm B. F. Goodwin & Son, 
building movers, of Marblehead, Mass., under- 
took the job of moving the Aluminum Building 
(only one of its kind), which houses the Rich- 
mond Department of Public Works, some four 
hundred feet down a steep hill to a new site, 
he found it necessary to obtain more than 
120,000 feet of timber for the job, all of which 
was furnished by the Phillips Lumber Co., 
manufacturer and wholesaler of southern pine 
and hardwood lumber, with headquarters here. 

Largest timbers used were eight 12” x 14” x 
58’ stringers, used in four end-to-end pairs run- 
ning the. length of the building, which meas- 





Amereanfiumberman 


This photo shows a work- 
man during first jacking 
operations. He is jacking 
one of the large wood 
stringers, while cross 
members may be seen in 
foreground 





The steepest grade negotiated during the trip 
was approximately 12 percent, but so well were 
the runners and scaffolding placed that the 
building moved along almost as readily as it 
might have had the ground been perfectly level. 
Two trucks with built-in winches pulled the 


This photo shows in detail a view of large wood stringers and cross members protruding through holes 
drilled in pilasters and walls of concrete foundation. The building at this stage had started the first of 
two quarter-turns it made on its journey. It is shown on its old site, which will be the location of the new 


$1,500,000 State Library 


ures 51’ 4” by 116’ 9” overall. These stringers 
were inserted in holes cut in the concrete foun- 
dation walls just adjacent to steel columns, in 
order to transmit the load of the building to 
jacks and rollers used on the job. About three 
dozen more 12” x 14” timbers ranging from 20 
to 40 feet in length were used as cross mem- 
bers and to supplement the stringers. More than 
150 rollers of turned gum, 6” in diameter by 
3’ 6”, were required. 

By far the largest portion of the lumber used, 
however, was in 6” x 6” x 3’ 6” members used 
to build up and maintain a level track on which 
the building was moved. A few other sizes, 
mostly 4” x 6” x 16’ “tracks” for the rollers 
to run on, made up the remainder of the lum- 
ber used. 

So well did the hard gum rollers stand up 
under the tremendous load, estimated at between 
650 and 700 tons, that Mr. Goodwin plans to re- 
tain them for further use, while the balance of 
the lumber used will be disposed of locally as 
soon as the work is completed. 

It is interesting to note that work in the 
offices in the Aluminum Building went on prac- 
tically uninterruptedly during the entire move, 
through flexible hose connections for water, 
sewerage and gas, as well as flexible electric 
and phone cable connections. 


building through a 60-to-1 reduction arrange- 
ment of pulleys and heavy rope cables, the lat- 
ter of which were hitched to stringers and cross 
members at point of crossing, with a hitch de- 





Here the Aluminum Build- 
ing is shown as it ap- 
proached the position 
from which it was to 
make its second quarter- 
turn, onto the new site. 
Note the large amount of 
lumber used to build up 
the “tracks, of which 
there were four pairs. The 
building proper is built 
largely of aluminum pan- 
els, both inside and out, 
with windows which, inci- 
dently, ran from first 
floor level all the way to 
aluminum cornices. No 
glass was broken during 
entire trip 
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signed to prevent any tendency of cross mem- 
bers to slide out of position. 

This moving job was begun Dec. 16, 1938, 
and the building reached its new site about 
Feb. 25, when the general contractor, Allen J. 
Saville (Inc.), immediately started work on. the 
new foundation, and foundation walls, which 
as a measure of safety will replace the old 
ones moved with the building. 





CAROLINA PINE 


Following are prices realized, Norfolk rate 
of freight on sales made during the week 
ended Feb. 28: 

Flooring 


No.1 No. 2 
B&btr. Com. Com. 
ee re $44.20 $40.50 $24.05 
BN watts avila epniaraaala 42.25 37.70 23.40 
Ceiling 
MCW " esocincicst areaneniana aac $25.55 $21.55 $14.90 
Finish, Dressed, B&btr. 
BE ae, ttle hegre $46.75 A ee $55.75 
ar ae 49.25 WEG GoW ance 70.45 
ear 49.25 So: a 69.20 
UE pie wretcuwe acoves 49.10 BPM EM 0 caneae 78.25 
Boards, Dressed 
No. 1 No. 2 No. 3 
Com. Com. Com. 
i Se eee $38.40 $19.60 $16.10 
Ds SEPP, Ae eres ts 40.65 19.85 oy 
Bee eon 42.30 21.90 17.85 
ech oa Sea 42.35 22.15 18.25 
SN ear Se ae Beste Oie sa 49.90 22.95 17.45 
MEE <svdcxecaaceen 58.55 26.95 ‘ 


Boards, Air Dried or Roofer Grade, 
No. 2 Common Dressed 


ere re $17.10 Se hicievnaees $20.65 
EE airy wr aicereeeadin ee SEOD kbc ecteeues 21.65 
eee 20.35 BME ctidoaecias we 
Shortleaf Dimension No. 2 Common, Dressed 
8 to 16 18 & 20 
MEO “5%. ard.carela Bie wielew eee $21.85 $23.10 
TE ccenbndqneds eae ertamores 20.30 23.00 
ME. Gaddis ditewe digi ween 21.70 23.60 
BEE 550055 60 Plane e eee eee 23.25 25.90 
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East and west side mills have reported the followin average f. o. b. ill sale rices : ia 
on southern pine to the Southern Seen Lumber Exchange, ow ‘Ovienne, La., for pales ee ae ph 4 are Sona 
psoas, Tha bene gee hg 24- —— but, where oe for this period were not available, prices sola aarect oy a Gane” oe Cw Cae 
or e mon o date have been inserted and starred (*): 
West East West East West East West East Royals: 
Side Side Side Side Side Side ML eee $4.35-4.45 
Wisering. 1. ee Surinced Bintah, We. 1 Shiplap Da He. 9 Shorticnt pete 4/2 cccccccccccvecccvccsccceves rie 
en s =-20’ oards, 10-20’ mension ao , ME PECCOREUTT ULE eee ° "2. 
1x3 rift— B&better TRE "42.81 40.33 . ... a le Perfections: 
B&btr Sht. 58.01 59.00 Inch thick— — Hg sve a. ee a i a wakwaenesesee ene $3.40-3.50 
No. 1 Sht. 48.27 50.67 4 sabeaus 51.84 47.13 soees . “°°118 & 20... 24.75 21.65 ey o/3% REAR PEL I 2.85-2.45 
oem th ies cece i796 — ee ee 22 & 94 .. 39:00 ss. ee Sieh eahGsa aes tore Tesh wieiare. Bieta a RORS .85-2. 
grain— te tees arte st Standard Lengths |12 & 14 .. 18.85 17.19 Pe —" 
B&better.. 42.07 39.47/15 +--+: ett We telixé 16.85 17.61 “ge aes 19.27 17.66 a Ti, Gsiehleqaihe Sees sas wigan - -$3.10-3. 
—T. 39.00 3650|l2 “otc *: a ; > Bbeees. 19°88 19°20 18 & 20 .. 21.385 19.92 2-16” EES CREAR nririe aera cme te 2.15-2.25 
a Sane #9280 *97.58]/5&6/4 thick— = Jo™’ “""""? : ° 33 & oe ee Se ge ee ee rer er 1.70-1.75 
ix4 rift— ‘> 62.33 61.75 = 
mem- No. 2 Shiplap and |12 & 14 .. 21.11 19.13 
B&btr Sht. 57.75 54.25/952° ----- $338 sca, oes a bem 116 .-..-.. 21.82 19.88 
1938 as rn ee, He *3673\0- , " |Shortleat 23 & 34 a 36:50 035/82 
’ Pe & wcwes C-— ade y ee ° A 
about 1x4 flat Inch thick— 1x8 ...... 22.69 21.10] 2x10 MAPLE FLOORING 
len J. grain— angeles oT ae |) or 22.75 21.35 12 &14.. 23.67 20.57 
m. the B&better.. 43.12 39.2516 ......-. 51.00 *42.00)/*12 ----- 26.71 35.03 18 & 20... Rae 25.00 Michigan and Wisconsin flooring mills re- 
which ff No.1..... 39.96 36.08]8 ........ *47.10 *42.50 22 & 24... 25.00... port the following prices realized f. o. b. 
id No. 3 pecetek 18.50 19.73]1x5&10 ... 49.50 48.00 No. 3 Fencing, 2x12 0 Geen ** | flooring mill basis, during the week ended 
e€ olc eee 64.50 *66.50 Standard Lengths 21.84 24.00 | March 4: 
Ceiling, Standara os .. ae & First Second Third 
— 1x4 ...... 10.01 11.82]16 ....... 22.71 19.84 | | eo econ . 
engths Rough Finish ee: it ote 6: 2 ee ee 8 oe Ee Sy nn $68.62 $58.04 $42.26 
seanitiasial Bebett ee 10-20” 1x6 CM .. 16.00 16.04]22 & 24 33.17 ..2- 
er.. ° ° 
 § ee wees 31.25 No. 3 Di i 
No. 2 sans “11 #2125] Toh thiek— ‘Yoards, Standard. . — 
x4—  peteecigay *51.25 *45.00 Lengths 4 
t 
Ro ~ B&better.. 34.82 33.28 eereeee 45.00 $45.67] 1 x¢ on ee short? ‘cs NORTHERN HARDWOOD 
LS eee : 32.15]8 -.--..-- . 1x10 ..... 17.26 17.6712x6 ...... 13.64 14.09 
ee 20.47 20.29)1x5&10 .. 53.00 —_ - 1x12 pila ieee be ae 14.65 14.78 Following are prevailing quotations f. o. b. 
No. 2 siciiallid sities aien tees 72.47 2x10 ..... 15.36 15.00 | Wausau, Wis., on northern hardwoods: 
om. n. Standar oe 0.17 * 
$24.05 Lengths- thick— “A lee Pe re ene 
_— be 4 * 5810 peiages Mn Lt ont an 2x4 - _ a — — ...... $47.00 $38.00 $26.00 $18.00 
SEs NS a ......: ee 31.31 20.86) Longleat— Me cc swawee 62.00 52.00 41.00 28.00 19.00 
nus Dron stains, standard Bee cas ananleeegies oes 08888 | A SII HESS GRE LES HEAD 2888 
Lengths, 1x6” Casting, Base & Jambi18 & 14 .. 2043 1938leneetiane- “"* rh Pirtaaieteds : F ' ‘ ' 
55.75 No. 117— 10-20’ | CES 21.52 19.35 8x4&4x4 28 No.1 No.2 No.3 
$5: 2x8 xéGext . 28.46 36.76 | o a FAS Sel. Com. Com. Com 
70.45 Bé&better.. 2 | ee rr 12 & 14 23.55 21.25)48—8x8 . 27.49 21.36 See : . . . 
69.20 § No.1..... 37.61 37.00]1x4 ...... 9.08 59.0011¢ ORF 5011 |S&4sxl0 ... 33.75 25.00 | 4/4 ......4. $78.00 $68.00 $52.00 $28.00 $21.00 
78.25 a AoE a ‘ “on 54 58.75lae19°° °°" . -11/5x10-10x10 33.00 #29.10 | 5/4 ......+. 83.00 78.00 56.00 31.00 23.00 
B&better.. asus 1x5&10 ".. 63.33 *62.311145 33.39 39.00) 3&4X12 -.. 42.00 *33.94 | 6/4 ........ 86.00 76.00 56.00 31.00 23.00 
. TT «Aaa: 3185 28:83) XL2-12x12 41.00 32.00 | 8/4 ........ 93.00 83.00 66.00 33.00 23.00 
MWo.8 B NOs -o-e- CRP OO EE SER eet . Plaster Lath DEP ip. Gediaiine 103.00 93.00 73.00 45.00 .... 
Com. pot tee patterns— No. 1 Fencing, 10-20’ a retains 32.00 32.00 x16", BE wants 108.00 98.00 78.00 50.00 
$16.10 B&better.. 42.00 *43.25]1x4 ...... 41.41 40.41/12 & 14 .. 36.03 29.00]No.1..... ans agg] WE sse ses 70.00. $0.00 61.00 SEP... 
9 ai i eres 41.25 $8.2511x6 ...... 41.66 €O001I6 ....0:00% 35.24 29.00] No. 2 ere See Asan = stag s 4/4 88: — 1 Png, potter a gd os 
7.85 grades 1, an 
18.35 betters, $83, oe on gente, FAS, $98; No. 1, $73. 
o 
No.1 No.2 No.3 
WESTERN RED CEDAR WESTERN PINES tn. wma ee 
. ' SU snatienh $70.00 $55.00 $45.00 $30.00 $15.00 
Seattle, Wash., March 6.—Prices for red | ,, following © Os a'to Te prices on, actual | Beebe. 75.00 60.00 50.00 32.00 17.00 
$20.65 cedar siding in mixed cars, new bundling, sociation by members during the period from | rarer - 80.00 65.00 53.60 34.00 17.00 
8 to 18 foot, f.0.b. mill : ©  FAeeteer 85.00 70.00 58.00 34.00 18.00 
21.65 » f.0.b. mills are: Feb. 20-Feb. 25, inclusive. Averages include 
cee both direct and wholesale sales, and are EE 85.00 70.00 58.00 35.00 18.00 
Beveled Siding, %-inch based on specified items only. Quotations | 9/4 -.-.--- - 98.00 83.00 66.00 40.00 .... 
went a follow: ST accseuns 98.00 83.00 69.00 40.00 .... 
Clear A B PenSeresn Pine Baer 118.00 103.00 81.00 48.00 .... 
| RR ee $26.00 $23.00 $20.00 5/4x8 6/4x8 | 12/4 ........ 118.00 103.00 81.00 43.00 .... 
6-inch nc dhetee geek 30. 00 25. 00 23.00 SuLncrs, $2 or 48— 328, & war. & war. | 16/4 ........ 158.00 143.00 121.00 .... .... 
“ETICTL eee eereevessee eu F Wo Behe ceoececceccece . . eeee No. 1 Com. No. 2 No. 3 
at S initiates 40.02 47.25 $50.25 | soee EIm— FAS  &Sel. Com. Com. 
Clear Bungalow Siding, %4-inch SHop, S28— No.1 No. 2 4/4 $47.00 $37.00 $26. 00 $18.00 
I ihn igands venreg eadaeeineewnae $52.00 Tf, eee $34.26 $21.66 | yg o' "77 FES 'O9 42°00 28:00 19:00 
SE cea+osncusvamennnaneamucked exis 58.00 7 35.27 22.49 | gq Tiiiii it? 52.00 42.00 28.00 19.00 
Pe er er ees 68.00 tes RL S82 or 4S— ae :. Ss :. BS | ia wath 55.00 45.00 $1.00 19.00 
wee cece ee reerceees . . TPE ocscccies Ee 48.00 33.00 sus 
Finish, B&better, $2 or 4S, 6-16’ 1X12 RL ow... eee eee eee 29.34 8G Reels: 63.00 53.00 38.00 et ine 
No. r Wiis A aks winkicnabeenenes $12.66 stag a. . iis 
py he ee ee ae 5-6/4x8 | Rock Elm— FAS Com. Com. Com. 
nc cccpeuestdddcatursabes eke $ 72.00 | Smrzcrs, S2 or 4S— 1x8 ‘ce "Ete $50.00 $32.00 $20.00 $17.00 
1x10° ivirastbrbnetenenwaenodeienededete 17.00 ee Se $71.58 $90.25 5/4 DR oucwaite 55.00 87.00 22. 00 19.90 
cf hbo i ecagaek sebea aan PRT Y Sin ri ie kbc aca pepe! EIT § 4 . 
MEE sosudsanactenanencsemmeeereeane ae 4 en ake OE scape 70.00 55.00 29.00 22.00 
SE saannhindic-enannusiemous sedeeadaten 1609 | en ad Sig yaee 80.00 65.00 41.00 eae 
3 | ooo eee cee r ee SSeS SSSEEE 105.00 Ceonied aes eee 1 ae... .....: 90.00 75.00 46.00 27.00 
eerie aeoreeti eas 115.00 7 y i 
SNE st cbeasenckap cues eeedagaee ior OS eae a ‘ti on oe fe a oe 
, Utility Wo.4) 4/4 RWRE..... oe. coed a eee $76.00 $64.00 $47.00 $28.00 $17.00 
Ceiling or Flooring, B&better, 4-16 Sugar Pine 5/4 81.00 69.00 52.00 34.00 17.00 
Gin bhi Lae S ARO R eae oO ateae oun $33.00 1x8 5/4x8 6/4x8 6/4 eet 8600 74.00 57.00 39.00 18.00 
ee eipree tbe nehes clear ten abiiieee 38.00 | Smumcrs, S2 or 4S— &wdr. &wdr. &wdr.| gyq 5o ite! 91.00 81.00 65.00 42.00 19.00 
paneling > es cee > Rehan 101.00 91.00 19:00 60.00 
D > hea Tametinn if WW bbs cocccececscece . 22S 2 Bere .© 6 00 6 062 . . . ° 
rt 6b ep OS. Cae este as 555 igeie | ses | MP Gees... css 156.00 146.00 122.00 .... 
Series 8000— SHop, S28S— No. i No.2 No.3 | 578 68.00 58.00 41.00 25.00 
RC MIPS On. 8 oe. c.9n5.5.04 9 wean cele oa 55% -, }ae ye $39.54 $23.83 NE eo eeceeee: 70.00 60.00 44.00 26.00 
ee ee Re eer eee cere ee 50% TS ERIE TS) 39.24 ge Hg 3 Si leas F No.1 No.8 No? 
OU lnc on eenee 50.11 29. i O. : 2 
Clear Lattice, 5/16”, 4 to 16’ Larch-Douglas Fir Soft Maple— FAS &Sel. Com. Com 
100 lin. ft. | Dimension, No. 1, 2x4 .......e.eeeeeeee —. 2. |, eo $61.00 $45.00 $28.00 $17.00 
SO iis casaecbusbakcoescksacnacauneacee $0.32 | Dimension, No. 1, 2x6&8 .............. \ fe Shanes ans: 66.00 49.00 29.00 18.00 
| LG hg aera eal Qaaek ei poe ill! dere ‘37 | No. 2 Com., S82 or 48, 1x8............00% wiry: SN Gcveoamedcne sae 76.00 54.00 34.00 18.00 
tll iS IR SS SAG, I NRT ERG: ‘50 Flooring vert. gr., C&Btr., 4 RL....... Gee Se 0s 2iveaisivces . 81.00 59.00 34.00 19.00 
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OAK FLOORING 


Following are current quotations on oak 
flooring in carlots, f.o.b. Memphis and John- 
son City, Tenn., and Alexandria, La., as points 


of origin. 1x24" ix1%4" %x2" %x1%" 
Clr. qtd. wht... 00 00 $67.00 $65.00 
Car Gee. FEB... « + 00 *i0: 00 57.00 60.00 
Sel. qtd. wht.... 62.00 50.00 52.00 48.00 
Sel. qtd. red..... 58.00 51.00 51.00 48.00 
Clr. pln. wht.... 62.00 50.00 57.00 47.00 
Clr. pin, red..... 59.00 52.00 48.00 47.00 
Sel. pln. wht.... 58.00 47.00 46.00 40.00 
Sel. pln. red..... 57.00 51.00 41.00 41.00 
No. 1 com. wht.. 50.00 43.00 37.00 33.00 
No. 1 com. red... 50.00 45.00 36.00 35.00 
No. 2 common... 36.00 30.00 26.00 19.00 

%yx2” xl” x2” 
a ee $78.00 $76.00 $87.00 
a ee een 73.0 71.00 72.00 
a. | ee 64.00 62.00 60.00 
EE eee 64.00 62.00 16.00 
SE SS ae 63.00 61.00 62.00 
A ES eee 63.00 61.00 56.00 
OT eee 56.00 54.00 54.00 
i i aa ech aon cewek 56.00 14.00 52.00 
me. Bb COM. WR... i cccces 48.00 46.00 42.00 
ee eS eer 46.00 44.00 40.00 
Ne. F CGWMOGR. «6 cc.ccccns 32.00 30.00 23.00 


New York delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Johnson City origin: For 
t#-inch stock, $8; for %-inch, $4; for % and 
fr-inch, $4.50. 

Chicago delivered prices may be obtained 
by acetne to the above the following differ- 
entials gured on Memphis origin: For 
t#-inch stock, $6; for %-inch, $3; for %- and 
fs-inch, $3.50. 


F. O. B. MILL PRICES OF 
SOUTHERN HARDWOODS 


Following are ranges of f. o. b. mill prices 
on rough, air dried southern hardwoods, 
from reports of sales made during the week 
ended Mar. 6: 








Qrtd. Red Gum Plain Red Oak 

ty a A 

Aare 71.00 | 4/4 ......35.75@46.50 
No 1 & Sel.— , eer 55.00 
, Sere 33.50 SS ar 65.50 
ea 37.25 No. 1 & Sel.— 

Plain Red Gum are: wanaee 25.00 

AS— J 30.00 
ae éeeens 70.00 SS ee 28.75 
7 ae 75.00 Plain Poplar 
No. 1 & Sel.— Saps & Sel.— 

4/4 ......27.75@31.00 Ee «canes 42.50 
or 32.50 No. 1 Com.— 

Qrtd. Sap Gum ae 32.50 
FAS ae eeeses 34.50 
ae weswewe .50 @ 36.50 PE sated ais 36.25 
eee 37.00 - 2A Com.— 
ss ie ae il 35.00@38.00 § 4/4 ...... 19.00 

8/4 ......35.00@40.00 4 ane 20.00 
No. 1 & Sel.— No. 2 B Com.— 

. 23.00 @ 27.00 Cre evaven 12.75 
6/4 1... 25.50 @ 27.50 Ash 
WG tiseve 26.00 @ 26.50 FAS— 

Plain Sap Gum ae, 55.50 

AS— Beech 

4/4 PE patch 34.25 FAS— 

No. 1 & Sel.— Ore sewn 31.50 
| rere 17.00 
Pee 19.75 @ 21.50 No. 1 & Sel 
es 22.00 @ 23.00 aS wesass 25.25 
No. 2 Com.— Cottonwood 
i aanguats 14.00 No. 1 & Sel.— 
|: es -00 OP0 2¢sa ee 24.50 @ 29.00 
ta Black Gum Willow 
FAS— 
‘7/4 Sierweh 35.00 4/4 ......39.75@40.00 
se di 36.00 No. 1 & Sel.— 
No, 1 & Sel.— | SPAS 30.00 
eerew 4 25.00 No, 2 Com.— 
6/4 aoreben 26.00 . ae 15.50 
adem acai 27.50 ee 15.50 
Plain Black Gum Magnolia 
FA 
as ie dei 25.00 4/4 ......51.00@51.25 
No. 1 & Sel.— 1? eee 52.00 
ae a 18.00 No. 1 & Sel— 
Plain Tupelo _ gC eee 27.00 @ 28.25 
rr 1 & Sel.— oy 28.75 
Hebe b8 20.00 Cherry 
5/4 snaioma ace 23.00 No. 1 Com.— 
No. 2 Com.— 1 eran 50.00 
nie wae 14.00 ecan 
Plain White Oak FAS— 
$m a 49.50 
ieee acl 62.00 ft, eer 68.50 
No. 1 & Sel.— Hackberry 
ies ae 31.00 Log Run— 
No 2 Com.— a wank 3s 20.00 
ehudwae 30.00 | 72 22.00 





WEST COAST LOGS 


Seattle, Wash., March 6.—Average prices of 
logs are as follows: 

Fir: No. 1, $22- ae; No. 2, $16-17; No. 3, 
$10-11. Peelers, No. $32; No. 2, $25. 
aan Shingle at $16-18; lumber logs, 
Hemlock: No. 2&3, $9-10. 
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Lumber Market Review 


Softwood bookings in the two weeks 
ended Feb. 25 were 7 percent below last 
year’s, but the fact that those by produc- 
ing regions on short hauls to consuming 
centers were far ahead of the 1938, indi- 
cates that distributors feel the need of 
quick stock replenishment. Total ship- 
ments in the period were 7 percent above 
last year’s. Where good weather has 
prevailed, building has been active and 
has depleted retail stocks, but more 
northerly sections await an end of a long 
period of cold and blustery winds. Total 
mill stocks of softwoods Feb. 25 were 
lower than last year’s, and unfilled orders 
appreciably larger, and assortments of 
some building items are low and broken; 
while production in the South, especially 
by small mills, has been under heavy han- 
dicaps of rain and flood. Despite the 
strong recent upswing in construction, 
distributors remain cautious, because few 
items have shown advances, and a num- 
ber have been sagging. Many mills have 
become quite reluctant, however, to take 
on business for future shipment at cur- 
rent levels, and in fact there is general 
expectation of an early rise in the mar- 
ket. In the North Atlantic region, bad 
weather has been a severe handicap, but 
depletion of stocks has resulted in the 
sending of heavier inquiry to mills. Mid- 
west trade has been similarly handi- 
capped, but yards there are showing a 
more active interest in buying. In Cali- 
fornia, a brisker demand is bringing a 
firmer market. Southwest trade has been 
good, but, in the South, rains have 
greatly restricted building. Despite a 
slight improvement in business with the 
United Kingdom and the Orient, foreign 
markets continue very dull. 

Hardwood production in the South has 
been greatly curtailed by rains and 
floods, and is likely to remain small for 
some weeks. Total output in the two 
weeks ended Feb. 25 was 15 percent 
under last year’s, while bookings ex- 
ceeded last year’s by 15 percent. Rough 
oak flooring stock is in low supply and 
stronger, with the sales outlook very 
bright. But furniture plants and other 
industrial consumers are reported to be 
doing little buying. The market could 
hardly be called steady, for some small 
concessions have been reported, but quo- 
tations as a whole remain at recent levels. 


feet, 


1x 


6 and 1x7 rough 
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EASTERN SPRUCE 


Following are prices on standard No. 1 or 
merchantable spruce delivered at Boston rate 
points by rail 
mills. 
smaller or sub-standard mills. 
cover lengths 16 feet and under; 


from Provincial or Maine 
Lower range prices apply at the 
All prices 
over 16 
add $1 for each 2 feet or fraction: 


Dimension Sizes 


DD Sk vreked eo 0s cssepeenwn 5.0 37.00 
CS ere eer 38.00 39.00 
. ee Fe eee 29.00 @ 31.00 
fe eee ae or 30.00 @ 32.00 
MERTER “Giitiaisa win .q:gk aisle eae om see aoe 32.00 34.00 
RSE Re tre ey har 34.00 36.00 
eee ON REO. ica decccccecnnws 36.00 @ 38.00 
oo Ree eee ene 38.00 40.00 
3x &, Ce Oe GE Ki cdcwmmeccaameen 33.00 35.00 
A coor Wicig a wivs she ae abe are alnburs 36.00 38.00 
Boards 
1x 5 inches and up p.i-s....... $30.00 @ 32.00 
ee PED os aonb araie wien ae 29.00 @ 32.00 
cf 3 eer 31.00 g 33.00 
1S 6 OMe FT memtomes.....cccccue 32.00 34.00 
If beaded add fifty cents. 
Random Sizes 
ie ar eae 528.00 @ 30.00 
2x 6 and 7, 3x4 and 4x4...... 30.00 @ 31.00 
Be 8 ONG Sue We Giese... ccccses 31.00 .@ 32.00 
OS eee ee 35.00 @ 36.00 
RS RG re rer re one 36.00 @ 38.00 
OE S-S6 GRO - cneeewencdteccesenun 32.00 @ 34.00 
Spruce Lath, 4 Foot 
DD: (adiclarceh beta agdas Grep kere wie enn ay ana eee $ 3.50 @ 3.75 
EGE Sabeseecacatenew eee 4.00 @ 4.50 
Spruce Clapboards 
Extras 6 inch x 4 feet.......... $90.00 @100.00 
Clears 6 inch x 4 feet......... 85.00 @ 90.00 
Spruce Furring 

ee err errr $28.00 30.00 
Ree GEE. Seve dtwnnewes ean ves 29.00 31.00 


Eastern White Cedar Shingles 
Per Square 


MN aca. idesignararier & fae Wik me aR $ 4.15 @ 4.25 
Sees 3.65 3.85 
Re re re 3.00 3.25 
SE ME. ccs Siv'cdinreweiee we aees 2.85 @ 3.00 
| A Se eee 2.00 @ 2.10 








DOUGLAS FIR 


e Seattle, Wash., March 6.—Current quotations 
~ a 
cars for rail shipments direct to the trade 
appear below: 


b. mill on Douglas fir items in mixed 


Vertical Grain Flooring 


B&Btr. Cc D 
ee $35.00 $32.00 $23.00 
Fiat Grain Flooring 
BNE) eae es0-d ele bree ey 00 $22.00 $19.00 
De inapadameemeene 29.00 28.00 21.00 
Drop Siding 
1x6 Pat. No. 106....$29.00 $27.50 $21.50 
1x6 Pat. No. 116.... 29.00 27.00 21.00 
Ceiling 
ME cin ue eae enewee $24.00 $21.00 $16.00 
| eee ee 25.00 22.00 16.00 
Common Boards and Shiplap 

1x 1x8 1x10 
eR 04608 $18.00 $18.00 $18.00 $23 200 
SS eee 15.00 15.00 15.00 15.00 
ek O 84600 10.00 10.00 10.00 10.00 
No. 1 Common —— 
Si. 09 038. 00 $205 50 $21. Eo $20.60 
Dee sevsvees 
me céeewes 18.00 18.50 19.50 19.50 
| aeererr is, 00 18.50 19.00 20.00 19.50 
— Se -. 20.00 20.00 20.50 21.00 21.00 
EGE seewcnee 21.50 21.50 22.50 22.50 22.50 


Ss reer re Sone $17.00 
12x13 20 ft. and shorter.......ccceees -. 16.50 
BSEES BS CO SS TORE. iccccccccccccccscecs 17.50 





TIDEWATER RED CYPRESS 


Jacksonville, Fla., Mar. 6.—Following is a list of wholesale prices on tidewater red cypress, 


f.o.b. Jacksonville: 


Grades 4/4 5/4 6/4 
Tank, RW&L, rough..... earae eae $104.50 
FAS, RW&L, rough...... $69.50 $81.50 90.50 
Select, RW&L, rough.... 62.56 74.50 74.50 
No. 1 Shop, RW&L, rough 47.50 58.50 66.50 
Box, RW&L, rough...... 26.75 28.75 28.75 
Peck, RWL, rough....... 26.00 28.00 28.00 
“A” Finish, RW&L, S4S.. 78.25 90.25 93.25 
“B” Finish, RW&L, S4S.. 71.75 83.75 83.75 
“C” Finish, RW&L, S4S.. 68.75 80.75 80.75 
“D” Finish, RW&L, S4S.. 65.75 77.75 77.75 
No. 1 Com. RW&L, S4S.. 56.50 61.50 61.50 
No. 2 Com. RW&L, S48.. 38.00 40.00 40.00 





8/4 10/4 12/4 16/4 
$115.75 $137.00 $137.00 $144.00 
104.75 118.00 118.00 124.50 
79.75 91.50 91.50 100.50 
71.25 79.50 79.50 87.50 
27.75 
29.25 CYPRESS SHINGLES 
4” 
108.25 Bests, 18”.. - $6. 5h $7. 30 
91.75 Primes 18”. - --. 4.80 
88.75 aeons Bs ath 4.05 rs $3 
80.75 S LATH 
xl f+ aoe Rg | 
62.50 % xs 
39.00 3%x1%x48”" .. Rk 56 es 9 
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OBITUARY RECORD 








CHARLES EDWARD GREEF, 86, widely 
known and beloved veteran Iowa lumberman, 
died at his home in Eldora, Iowa, where he 
had lived for 55 years, on Feb. 21, after a 


three weeks’ illness 
following a heart at- 
tack. He was a native 
of Iowa, having been 
born in  Bentonsport, 
Aug. 6, 1853. As a boy 
and young man he 
worked in his father’s 
general store, and for 
a few years in Chicago 
as a clerk. In 1883 he 
went to Eldora, Iowa, 
buying a partnership 
in the business of the 
late Joseph Rew, lum- 
berman, a business as- 
sociation which lasted 
15 years and was one 
of the happiest of his 
life. Later he oper- 
ated yards at Union 
and Steamboat Rock, 
lowa, until 1909 when 
he merged his holdings 
with Midland Lumber 
Co., now located at 
Monticello, Ill. His two 
sons, Karl and Hal, 
became identified with 
that company. While 
engaged in business in 
Eldora, Mr. Greef was 
active in promoting civic improvements, was 
president of the first library board in 1899, 
served as councilman, and was president of 
the Commercial Club. For more than 20 
years he was secretary of the Hardin County 
Fair Association. Always progressive, he 
contributed largely to. the advancement of 
his community. His wider interests took him 
into the realm of lumber organization and 
he was a charter member of the Northwest- 
ern Lumbermen’s Association and held policy 
No. 1 in its insurance organization. He served 
several terms as vice president and on the 
board of directors. He was also one of the 
organizers of the Central Iowa Lumbermen’s 
Association and its secretary for 25 years. 
He was a long-time friend and faithful 
reader of the AMERICAN LUMBERMAN, having 
been a subscriber for more than 50 years. Mr. 
Greef is survived by his widow, who was Miss 
Susie M. Hill, of Newton, Iowa; four sons, 
and a daughter, also nine grandchildren. Of 
the sons, Karl D., is in the pole and lumber 
business at Sandpoint, Ida.; Hal F., vice 
president, Midland Lumber Co., Belvidere, IIl.; 
Charles H., Denton, Tex., representative of 
the Curtis Companies (Inc.); Robert J., in- 
“ne at the junior college in La Grange, 


LUTHER H. S. GWALTNEY, 80, for more 
than 40 years secretary of the Baltimore 
Lumber. Exchange, and for some time past 
also secretary of the Wooden Box Exchange, 
Baltimore, Md., died on Feb. 9 after a brief 
illness. He was the oldest member of the 
Exchange, and was active up to the last 
despite his advanced age. Mr. Gwaltney was 
born in Norfolk, Va., and went to Baltimore 
when about 17. He entered the employ of 
the Tunis Lumber Co. and later joined Sam- 
uel C. Rowland, one of the officers of that 
concern, when he engaged in operations of 
his own, under name of American Lumber Co. 
This later became the American Lumber 
Corp., of which Mr. Gwaltney was manager. 
Later he joined Harvey: Rowland Clapp in 
the Baltimore Box & Shook Co., and when 
that business closed he became connected 
with the John H. Zouck Lumber Co. During 
all these years of activity in the North Caro- 
lina pine trade, Mr. Gwaltney served as sec- 
retary of the Lumber Exchange, the most 
prosperous period of its history. He gained 
the friendship of all with whom he came in 
contact and was highly esteemed for his 
character and devotion to his task. Though 
physically the slightest of men, he retained 
an amazing vigor and mental alertness up to 
the last and had scarcely missed a meeting 
of the Exchange in all those years until the 
monthly meeting on Feb. 6 when illness com- 
Pelled him to be absent. A widow and two 
sons, L. T. and H. C. Gwaltney, survive him. 


KNOWLTON MIXER, 70, former president, 
Mixer & Co., wholesale lumber firm at Buf- 
falo, N. Y., died at his home near Los Gatos, 
Calif., Feb. 19. A native of Buffalo, he be- 
came associated with his uncle, the late Har- 
rison B. Mixer, in the lumber business in 
that city and succeeded to the business in 
1891. From 1897 to 1907 he was secretary 
of the Buffalo Lumber Exchange. In 1915, 
active in city affairs and instrumental in the 
adoption of a commission form of govern- 
ment, he was a candidate for councilman 
under the new system but was defeated. In 





1916 he went to France as director of the 
Red Cross department of relief with the rank 
of major. Later he was in charge of Red 
Cross work in the Philippines and Puerto 
Rico. He sold his interest in Mixer & Co. 
in 1919 after serving as its president for some 
years. Of late years he had devoted himself 
to authorship, making a bicycle tour through 
New England from which came the book 
“Old Houses of New England.” He also wrote 
“Porto Rico, Its History and Condition.” In 
recognition of his Red Cross work, Mr. Mixer 
had been decorated by five nations. Sur- 
viving are a widow and two sons. 


MRS. T. B. DAVIS, 82, Rock Island, IIl., 
daughter of the late F. C. A. Denkmann, co- 
founder of the widespread Denkmann-Weyer- 
haeuser interests, died at Miami Beach, Fla., 
Feb. 25. She was the widow of T. B. Davis, 
who died in 1927, and a sister-in-law of S. S. 
Davis, of Rock Island, whose wife is the 
daughter of Frederick Weyerhaeuser. The 
deceased was a substantial stockholder in 
the many interests developed from the old 
Denkmann-Weyerhaeuser operations, and an 
important figure in the lumber world. She 
was active in Rock Island church and club 
circles, having been the first president of 
the Rock Island Women’s Club and very ac- 
tive in work of the Presbyterian Church, and 
in civic affairs. She was a graduate of 
Wellesley College and was active in the 
alumni organization. Survivors are three 
daughters and one son with several grand- 
children. The son, T. B. Davis, is a member 
of the directorate of the Rock Island Sash 
and Door Works. 


MORTON A. KLEIN, 64, Lawrence & Klein 
Lumber Co., Fitchburg, Mass., died Feb. 24 at 
his home in that city. A native of Brookline, 
he moved to Fitchburg 40 years ago and for 
a time was supplies manager for the old 
Fitchburg Railroad. Later he became a part- 
ner in the Butler & Klein Lumber Co., Meri- 
den, Conn., and 30 years ago joined Ivers P. 
Lawrence in forming the Lawrence & Klein 
Lumber Co., to which Milton H. Taft was 
later admitted as a partner. He leaves a 
widow, two sons and two daughters. Mr. 
Klein was regarded as expert in the produc- 
tion and marketing of New England lumber 
and was recently appointed by the New Eng- 
land Wholesale Lumber Association as one 
of its representatives on a joint committee to 
develop an outlet for the lumber to be sal- 
vaged from the logs blown down in the Sep- 
tember hurricane. 


CHARLES W. LAUGHLIN, 62, sales mana- 
ger and director of the Eclipse Lumber Co., 
Clinton, Iowa, died suddenly at the home of 
his son, Dr. Ralph Laughlin, Tipton, Iowa, 
where he was visiting, on March 6. Death 
was found to be due to heart trouble ag- 
gravated by a threatened attack of pneu- 
monia. Mr. Laughlin was born in Bedford, 
Iowa, and entered the lumber business as 
manager of a yard in Bradgate operated by 
the J. & W. C. Schull Lumber Co. In 1904 
he became manager of the Eclipse yard in 
Sidney and later was in charge of the Adel 
yard. He was transferred to the general 
office in Minneapolis in 1909 and when the 
headquarters were moved to Clinton in 1910 
he went there and has made his home in 
that city ever since. Mr. Laughlin leaves 
only the one. son. 


HANS HEIDNER, 64, prominent Pacific 
Northwest lumber exporter, died Feb. 19, ina 
Tacoma hospital following an illness of two 
months. He was born in Nuremberg, Ger- 
many, and was for a time engaged in busi- 
ness in Italy and Greece before coming .to 
America, and settling in Tacoma. There in 
1907 he established the firm of Heidner & 
Co., specializing in exporting lumber prod- 
ucts, fruit and crude drugs. His company 
did business with 30 foreign nations. Mr. 
Heidner was an accomplished linguist, and 
until the overthrow of the Greek monarchy 
in 1914, held an honorary appointment from 
the King of Greece as Greek consul for the 
Pacific Coast States and Alaska. Survivors 
are a widow, one son, Marco J., now vice 
president Heidner & Co., and a daughter. 


MARTHA BOLLEN COLDREN, 71, Denver, 
Colo., wife of B. Coldren, president of the 
Hallack & Howard Lumber Co., died there 
recently after a short illness. She was born 
in Elkader, Iowa, and had lived in Denver 40 
years. Surviving are her husband, a daughter 
and two sons. One son, Fred G. Coldren, is 
associated with his father in the business. 


GEORGE E. GRACE, 78, long associated 
with the lumber business, died in Minneanolis, 
Minn., recently. He was born in Dixon, Iowa, 
and became associated with the lumber_in- 
dustry as an employee of the Green Bay 
Lumber Co. at Des Moines, and later became 
manager of the company’s yard at Shenan- 


89 


doah, Iowa. For a time he was a salesman 
for the Huttig Bros. Manufacturing Co. and 
the Louisiana Red Cypress Co. He went to 
Minneapolis as representative of S. H. Chat- 
ten Lumber Co. and later became district 
salesman there for the Booth-Kelly Lumber 
Co., of Eugene, Ore. For a few years he was 
connected with the Chicago office of the Hil- 
gard Lumber Co. A brother, a nephew and 
a niece survive him. . 


WILLIAM T. NOALL, 78, for many years 
prominently identified with Utah lumber and 
building industries, died Feb. 19 at his home 
in Salt Lake City. For the past 30 years he 
had been president of Noall Bros. Lumber Co. 
He was a native of the city and was for many 
years associated in the lumber business with 
William Asper until the organization of the 
Noall company. As contractor and builder 
he assisted in construction of some of the 
most important buildings in the city. Sur- 
vivors are a widow, three sons, three daugh- 
ters, 22 grandchildren and two great grand- 
children, also a sister and his brother, 
Matthew, associated with him in the business. 





EARL CRAWFORD, 62, Cedar River, Mich., 
lumberman, a founder of the S. Crawford & 
Sons Lumber Co., died Feb. 26. He was the 
son of the late Samuel Crawford, a Pennsyl- 
vania sawmill operator who moved to Cedar 
River towards the end of the last century, 
purchasing the holdings of the Jesse Spauld- 
ing Lumber Co. Earl Crawford joined with 
his father and a brother in the company 
which bears the father’s name. He retired in 
1926, but reentered the logging business a 
few years ago and remained active until his 
death. His wife, two children, his mother 
and several brothers and sisters survive. 


JOSEPH BYDOLEK, 48, lumber sales rep- 
resentative and prominent golfer, Buffalo, 
N. Y., was killed on March 1 in an automo- 
bile accident. He was born in Cleveland, 
going to Buffalo in 1913 as representative 
for Teachout Co., sash and door concern. He 
organized the Buffalo Sash & Door Corp. in 
1918, a co-operative company of Buffalo lum- 
ber dealers. In 1924 he left that company 
to become associated with the L. N. Whissel 
Lumber Co. and for some years had been 
eastern representative for R. McMillen Co., 
Oshkosh millwork manufacturer. A widow, 
his mother, a sister and two brothers survive. 


STEPHEN V. TART, 82, widely known 
northern Michigan-Wisconsin lumberman for 
many years, died at his home in Menominee, 
Mich., March 2. He went there 55 years ago 
to join the J. W. Wells Lumber Co. and re- 
mained with the company and its subsidiaries 
until his retirement several years ago. He 
was superintendent of the Dunbar mill and 
at the Blind River, Ont., operation and for 
many years mill superintendent at Menomi- 
nee. He and his wife, who survives, cele- 
brated their golden wedding anniversary in 
1934. Four children also survive. 


GEORGE L. HUDSON, 70, lumber buyer, 
Fullerton Lumber Co., Minneapolis, Minn., 
died recently at his home in that city. He 





-was born in St. Louis. ~ In 1896 he became as- 


sociated with the First National Bank of 
Sioux City, Iowa, and a few years later joined 
the office staff of the Fullerton Lumber Co. 
in that city. In 1900 he moved with the gen- 
eral office to. Minneapolis and had been lum- 
ber buyer since that time...A widow, two 
daughters, two sons and a brother survive. 


E. S. HAMMOND, 83, president Hammond 
Olsen Lumber Co., Rice Lake, Wis., died at 
Madison, Wis., after a short illness. During 
his younger days he conducted logging opera- 
tions on the Chippewa and Flambeau rivers 
His wife and several children survive. 


WILLIAM HAMILTON. 86, retired lumber- 
man of Charleston, W. Va., died Feb. 16. He 
was a pioneer in the State, starting a lumber 
mill on Leatherwood creek in 1899, and was 
later in business at Seth and Altman. He 
was a native of New Brunswick. 


BENJAMIN S. MONGER, 78, _ president, 
Newman-Monger Lumber Co., Elkhart, Ind., 
died recently at his home in that city. He 
was born in Virginia but had lived in Elk- 
hart since he was 18. Survivors, a widow, 
one daughter and two brothers. 


WILLIAM J. TARBOX, 78, lumber dealer 
of Cedarville, Ohio, for 65 years, died Feb. 10. 
He had retired five years ago because of ill- 
ness. A widow, three daughters and two 
sisters survive. 


JESSE S. JACKSON, 83, for years a lum- 
ber dealer in New Palestine and Knights- 
town, Ind., died recently in Indianapolis. A 
widow and two daughters survive. 


FRED HERDRICH, 76, lumber dealer and 
sawmill operator in and around Royalton, 
Ind., died recently at his home there. A son 
and four daughters survive. 


MRS. MARTILLA INEZ FALES, wife of 
Henry T, Fales, head of the Framingham 
Lumber Co., Framingham, Mass., died Feb. 25 
at her home in that city. 











CLASSIFIED 
ADVERTISING 
DEPARTMENT 


How to Figure Costs for Advertising 
In Classified Department 


Two consecutive issues..........55 cents a line 
Three consecutive issues..........75 cents a line 
Four consecutive issues....:.....90 cents a line 
Thirteen consecutive issues..........$2.70 a line 
Twenty-six consecutive issues.......$5.40 a line 

Seven words of ordinary length make 
one line. 

Count in the signature. 
counts as two lines. 

No display except the heading is 
permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 
equal to fourteen lines. 

Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be _—— 
under heading Too Late to Classify. 


Heading 











Too Late To Classify 


CARPENTER APRONS 


Write for samples and prices. 
THE MINNESOTA SPECIALTY CoO., Inc.. 
Minneapolis, Minn. 





EXTENSION LADDERS 


Make Extra Profits by Stocking Extensions, Singles, 
Step Ladders and other Profitable Woodenware 
Products. Write for Catalog and Attractive Prices. 
WOODENWARE PRODUCTS CORPORATION, 
St. Louis, Mo. 





WANTED: PRODUCTS TO DISTRIBUTE 


Concern specializing in distribution of products 
sold to builders of inexpensive and moderate-priced 
homes is looking for one or two additional special- 
ties. Our set-up is such that we can do a good job 
for some manufacturer who wishes distribution of 
something which fits into small homes. Address 
in coufidence “X, 27,’ care American Lumberman. 





FIGGERFAST BUILDS GOOD WILL 


Send out a hundred and note results; not a seasonal 
like calendars. Effective every month if you like. 
Booklet 32 pages, 4x5%4, largely short cut mathe- 
matics. 100 lots, 10c each: 1000 @ 9%. Single 
copy 25c coin. Salesmen 20% com. G. S. SEELEY. 
2732 Madison St., Chicago. 





Salesmen 


SALESMAN TO SELL AUTOMATIC 
Self-Closing Hog Door to lumber trade. Com. basis. 
Sample easily carried. 

Address “‘W. 98,” care American Lumberman. 


LUMBER & MILLWORK SALESMAN 
To call on contractors and industrials. State exp., 
nationality, age. All replies confidential. 
Address “W. 62,” care American Lumberman. 


LUMBER SALESMEN 

To solicit contractors and industrials 

Opening for two experienced men. 
Confidential. 

Adress “W. 70,” care American Lumberman. 








in Chicago. 
Give full details. 





WANTED SALESMAN 
To sell western lumber in central and eastern 
states, by well established wholesaler, Will ad- 
vance against business booked or ‘drawing acct. 
Address “‘X. 32,” care American Lumberman. 
































March 11, 1939 




















WANTED 














Salesmen 


LUMBER & MILLWORK SALESMAN 
To contact builders and industrials in Detroit. 
Must be experienced. 


Address ‘“‘X. 33,” care American Lumberman. 





Employees 


WTD.: EXP. SPECIAL MILLWORK ESTIMATOR 
Must have knowledge of selling and be able to bill 
and detail into mill. Thoroughly familiar with 
Northern Minnesota. 

Address ‘‘W. 68," care American Lumberman. 


YOUNG MAN, 25 OR OVER AND SINGLE 
Exp. in bookkeeping, typing and selling. Drive 
company car. Prefer man with some hardwood 
lumber experience. Good oppor. right party. 

Address ‘““W. 95,” care American Lumberman. 


WTD. EXP. LICENSED PLUMBER 


To work out of lumber yard. 
HOME LUMBER CoO., Pinckneyville, Il. 











YOUNG MAN EXP. IN MANUFACTURE, USES 
And sales of plywood; capable of handling sales in 
office of ‘Southern Plywood jobber. 

Address “W. 96,’’ care American Lumberman. 


PLANING MILL MAN WANTED 

For Fay & Egan Matcher & Planer. 
promptly. 
Address 





Advise 
“Ww. 90."’ care American Lumberman. 
MILLWORK SUPERINTENDENT 
Planing mill, sash and door, stair work and cabinet 
shop in Detroit. Must be experienced. 
Address “X. 34,” care American Lumberman. 








Employment 


CAPABLE YOUNG MGR. DESIRES POSITION 


With substantial concern requiring ability. Must be 
opportunity for advancement in position and earn- 
ings. 

“TT, 6," 


Address care American Lumberman. 





WTD. POSITION: ASS’T. OR YARD MGR. 


Experienced in selling hard, soft woods, knowledge 
bookkeening. office routine. Good References. 
Address “‘W. 88,” care American Lumberman. 


EXP’D ESTIMATOR & DETAILER 
Lumber and millwork take off. 
Draftsman for small homes, etc. 
Shop superintendent. Capable, reliable 
and sober. Age 37, married. 
Address “W. 94,’’ care American Lumberman. 


POSITION WTD.—MANAGER OR ASS’T. 


18 years experience in lumber and building sup- 
plies. Have successfully handled all phases of re- 
tailing including managership. Unquestionable ref- 
erences. Southern Mich. or Northern Ind. preferred. 


Address “W. 91,” care American Lumberman. 











YARD MGR., ASSISTANT OR 
Yard man. 20 yrs. exp. in all phases of operation. 
Emp. Ref. at interview. 
Address “W. 100,’’ care American Lumberman. 


WTD. POSITION AS SECOND MAN 
In vard. Bookkeeping Exp. Age 23. married, no 
children. Emp. as reference. Go anywhere. 
Address “X. 25,” care American Lumberman. 








HARDWOOD SALESMAN 


10 yrs. exp. Wishes position with manufacturer. 
a. middle west, New England or Canada. 


ef. 
Address ‘“W. 99,’’ care American Lumberman. 


AMBITIOUS MAN, AGE 23 YEARS 


Training at Dunwoody Institute in drafting, esti- 
mating and building construction desires position 
in lumber yard or with contractor. 

Address “X. 26,’ care American Lumberman. 


ALERT MILLWORK SALESMAN 
12 yrs. exp. selling quality millwork. CBA. Knowl- 
edge of merchandising helpful opening new acc’ts 
and schooling dealers in better selling. College 
grad. Age 40. Territory builder now ready. 
Address “X. 29,’ care American Lumberman. 











WANTED 








Employment 


MANAGER OR ASSISTANT 


To manager of retail lumber and building material 
yard. 18 yrs. exp. in lumber, bld. materials and 
millwork. Know package selling and FHA financing 
procedure; blueprinting, detailing, estimating. Age 
44, go anywhere. 
Address ‘“*X. 31,” American Lumberman. 


AN ACCOUNTANT 


Desires to re-enter private industry as chief ac- 
countant or auditor. Have a thoro exp. in public, 
general & Cost accounting & federal tax work, 
Willing to locate any place. 

Address “X. 30,’ care American Lumberman. 


care 








EXCEPTIONAL EXPERIENCE FOR SALE 


Who has a position where ability to get more 
product thru a woodworking plant at much lower 
cost is needed? Familiar with all woods and 
woodworking machines. Can design a complete 
plant or a machine for a special use. Can handle 
crews of men, a first class draftsman, steady, 
and a money maker for some Company. Highest 
references, —p 9g. 


Address care American Lumberman. 


SUCCESSFUL FACTORY SUPERINTENDENT 


Sash, Doors, Interior Finish, Cabinets, Stairs. Ex- 
pert on plant management; also on estimating, 
layout and detailing. Proven profit making past 
record. 

Ad@ress “W. 75,”’ care American Lumberman. 


EXPERIENCED RETAIL LUMBERMAN 


Desires position as yard mgr. or asst. Thorough 

knowledge of retail sales & buying, lbr., millwork, 

bldg. mat. & fuel. 25 yrs, exp. Competent. Married. 
Address ‘“‘W. 80,” care American Lumberman. 


MAN WELL VERSED AND LONG EXPERIENCED 


In all phases of lumber business seeking connection 
as Office Manager, Yard Manager or Auditor. Can 
handle employees and willing to assume large 
amount of responsibility. 

Address “W. 74,’? care American Lumberman. 


POSITION AS MANAGER WANTED 


If vour yard has possibilities and can be developed, 
it will pay you to give me a hearing. Record and 
references will be submitted in interview. 

Address ““W. 55,” care American Lumberman. 


15 YEARS SUCCESSFUL EXPERIENCE 


In lumber and masons materials. Have success- 
fully handled all phases of retailing and whole- 
saling including managership. Desire position as 
manager or assistant to owner which will lead 
to acquiring interest. 39 years old. Unquestion- 
able references. 

Address ‘*T. 

















75,” care American Lumberman. 


A-1 CIRC. SAWYER & FILER WANTS JOB 
ap, eaee steam or tractor mill. 10 yrs. exp. A-1 





ef. 
Address ‘“‘W. 52,” care American Lumberman. 





Lumber and Dimension 


J. B. PERRY LUMBER CO. 


DIRECT SAT.ES AGENTS 
570 Lexington Ave. 
New York City. 


DAN W. DeLAY 


Commission Lumber 
Box 186 Bexley—Columbus, Ohio. 
SINCERE REPRESENTATION 


WTD.: WE PAY CASH FOR LOG RUN 
Cypress, Gum, Oak, Povlar and Walnut. Describe 
stock fully. WM. C. SCHREIBER LUMBER CO., 
2220 S. Throop St., Chicago, Ill. 


WANTED CONNECTION TO SELL LUMBER 


To yards and industrials in Rochester, N. Y., and 
vicinity. . 
Address ‘“W. 87,’? care American Lumberman,. 


FIGGERFAST BUILDS GOOD WILL 


Send out a hundred and note results; not a seasonal 
like calendars. Effective every month if you like. 
Booklet 32 pages, 4x5%, largely short cut mathe- 
matics. 100 lots, 10c each: 1000 @ 9%. Single 
copy 25¢c coin. Salesmen 20% com. G. S. SEELEY. 
2732 Madison St., Chicago. 

















POSITION WANTED: EXPERIENCED 
As Bookkeeper, yard d truck man, 
-: ~ Moniek” an ruck man, College grad. 


Address “X. 28,” care American Lumberman. 





WANTED MAPLE SQUARES 
Can use several cars dry Maple 
Squares 1”x1”—42” & 48” long. 
L. S. BARBER & SONS CO., Butternut, Wis. 
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